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Ships, ships, more ships... fast... that has been a 
prime need in this global conflict. Producing unheard of 
numbers of Maritime Cargo Vessels created an unprecedented 


need for such essential equipment as spars. 


And to production-minded, wood-working men this quantity 
demand for quality lumber meant DISSTON-Philbrick Cutter- 


DISSTON-Philbrick Cutterhead heads. These cutterheads shape and plane 40-foot spars from 


rough logs or poles, turning out an accurately cut, beautifully 









These Generated Type heads produce 


top quality lumber at feeds of 150 to finished product at an amazing rate. 
600 feet per minute. 


Moreover, DISSTON-Philbrick Cutterheads are on many 
other equally meritorious wartime duties. For example, they 
make box board matching for ammunition boxes 
where a tongue and groove joint is required ... 
they produce flooring and ceiling for barracks 
and warehouses ...they turn out a variety of 


patterns for housing projects. 


-Philbri is another 
Canesten Hite tiinane anil tile win Ge ear The DISSTON-Philbrick Cutterhead is “ 
<He *: of the ingenious Disston tools which are doing 


such varied and vital service throughout wartime industry .-. 
ESTABLISHED 184° 


For cooperation on your tool problems, write to L 


Henry Disston & Sons, Inc., 325 Tacony, Phila- 
delphia 35, Pa., U. S. A. as ’ 
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The capacity of 
KINZUA’S modern up- 
to-the-minute plant is 
now being used to 
the fullest extent to 
hasten the day of Vic- 
tory. After Victory 
these facilities will be 
immediately available 
for restocking your 
yard with accurately 
milled 

100% Kiln Dried 

Ponderosa Pine 








KINZUA PINE MILLS CO. 
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Kinzua follows a planned program of selective 
harvesting and forest protection to assure per- 
petuation of its timber resources. None of the Kinzua fores 
is clean cut. Kinzua logs under applied Western Pine forest 
practice standards, leaving a percentage of merchantable 
volume to assure the natural restocking of its timberlands. 


















Kinzua is following this program voluntarily—to insure con- 
tinuous production from its forests; first, as a measure of self- 
interest; second, for the public welfare; and third, in the inter- 
ests of the lumber industry. 


Kinzua expects to be in the lumber business from now on. 
The Kinzua idea of permanence of operation makes long-run 
customer satisfaction essential. That’s why Kinzua sells 
every foot of its output “Quality Guaranteed.” 


KINZUA, OREGON 


MEMBER NATIONAL DOOR MFRS. ASSN. MEMBER WESTERN PINE ASSOCIATION 








* The planes that come diving down to strafe our fighting men are 


not the only winged peril that menaces them. Winged insects carry 
deadly diseases that are taking a heavy toll. 

The Anopheles mosquito can almost instantly inoculate its human 
prey with the germ of the dread malaria. Many fearful trepical 
diseases are insect-borne. Typhoid, dysentery, and anthrax are trans- 
mitted by insects. Even the common housefly is a recognized disease 
carrier—as serious a menace to health as the blood-sucking insects. 
Scientific research has proven the fly carries infantile paralysis germs 
on its filthy body. 

America’s fighting men must be kept physically fit—in the jungles 
and other insect-infested regions all over the world...in training 
camps. ..in the great war plants. America's homes, too, must be pro- 
tected against insect-borne diseases. One good form of protection is 
Red Edge Screen Cloth. The amount we can make for civilian use is 
limited. Your co-operation in making it go as far as possible will help 
a lot in the campaign to prevent epidemic disease. 


REYNOLDS WIRE CO. * DIXON, ILLINOIS 
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RED EDGE 
Self-Measured Screen Cloth in the Round Package 
Screen cloth for civilian use is now manu 
factured only in widths of 24, 26, 28, 30 
32, 36, 42 and 48 inches—in 12 © 
16-mesh Black (painted) and 1 
AluminA (electro-plated with zinc) for 
the duration—subject to further limitations 
if necessary, 
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Increase Your 
Volume with 


juglas Fir Doors 


Yes, the profit possibilities of Douglas Fir 
Interior Doors have been vastly increased 
because several new features, now avail- 
able, make them ideal for today’s essential 
jobs. And tomorrow you'll STOCK these 
fine doors for even greater volume. 


First: The new FACTRI-FIT line offers 
Douglas Fir Doors pre-fit at the mill, 
trimmed and ready to hang. 


Second: These new FACTRI-FIT doors may 
be ordered completely machined, too— 
gained and mortised by high-speed precision 
tools. Savings on the job more than offset 
the slight additional cost of FACTRI-FIT 
features. 


Third: To the Stock line of famous Douglas 
Fir Interior Doors we’ve added new, attrac- 
tive 3-panel designs—basic all-purpose de- 
signs—adaptable to all types of building. 


Write for catalog showing 
































































complete series of Douglas Re . MAKES 
Fir Interior Doors, TRU-FIT NATUR 
’ \R 
Entrance Doors, and new noucys alte! & d vanta ges 
specialty items. V Every door is grade-marked, easy to 
node order and specify. You select the 
* Now available only for war needs pou FOO i exact door for the job—and you GET that 
and other essential building. from er pousles Ft door. No guess-work or confusion. 
sot, 0 
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FACTRI-FIT doors are pre-fit, 

trimmed to standard size. With 
FACTRI-FIT, the hanging job is simple. 
Slow, laborious trimming and fitting are 


eliminated. 


FACTRI-FIT doors are scuff-stripped 

for protection in handling and shipping 
—added assurance that these fine doors 
will reach the job READY TO HANG. 
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MAINTENANCE 
REMODELING 
REPAIRS 

NEW CONSTRUCTION 
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2| ON COVER COSTOMERS 
WOW. AND FROM NOW ON 


Two of the Many Produ 





cts This Plan Sells Now— 


Balsam-Wool and Nu-Wood 


Balsam-W ool Sealed Insulation and Nu-Wood In- 
terior Finish are two important products which can 
aid you substantially in making this plan a success, 
even though the pian applies to all building ma- 
terials. Here’s why: 


BALSAM-WOOL—the oldest, best known Sealed 
Insulation on the market— backed by more than 
20 years of experience—with every quality that ap- 
eals to the prospect. Lumber dealers all over the 
country are having great success in sellin 
Balsam-Wool Attic Insulation now. Wit 


the new Registration Plan, you can clinch Balsam- 
Wool jobs for remodeling and new construction 
tomorrow. 


NU-wOOD INTERIOR FINISH—20 insulating inte- 


rior finish that 1s outstanding in its superiority— 
with its fadeproof colors, unique texture and re- 
fined joint treatment that appeal to any prospect. 
The Wood Conversion Customer Registration Plan 
enables you to get Nu-Wood repair and remodeling 


business now and to enter on your books 
new construction work for tomorrow. 


-----—— aE 


WOOD CONVE 
RSIO 
Suet, 1802, Pt He 


St. Paul, Minnesota Bank Building 


I want full i 
Cuananal information o 
Conversion Company's Customer Regisration 
e L re is ae 
ver on my part in subiae ahs tance what- 


Address 





eeeerereseees eeeereeeeeed 
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THE 102-STORY EMPIRE STATE BUILDING 


AND THIS MODEST 1-STORY BUNGALOW... 


BOTH BARRETT-ROOFED 


Your guide to Top Protection for your Home Investment 


| ~~ regularity with which Barrett Roofs are 
selected for America’s greatest buildings is 
an important consideration for you when it 
comes to selecting a roof for your own home. 
It tells better than a thousand words why you 
can rely on Barrett for dependable roof pro- 


tection! 


Barrett Shingles are the result of 90 years 
of roofing experience “between the World and 
the Weather.” They are long-lasting — made 
of the finest roofing stock thoroughly impreg- 
nated with life-giving waterproofing saturant. 
They are attractive and fire-safe — surfaced 
with colorful, fireproof mineral granules. And 
they are low in first cost as well as cost per 


year of service. 


— above is a full page Barrett Roofing adver- 
tisement—one of a series of advertisements which 
will appear in color in American Home during 1944. 
Equally purposeful Barrett Roofing advertisements 
will also appear in a leading farm paper and in pub- 
lications addressed to your trade customers. 

Note how quicklyand unmistakably the above adver- 
tisement establishes Barrett Roofing quality—always 
the strongest sales argument for any Barrett product. 

And note more particularly how this advertisement 





THE BARRETT DIVISION 


ALLIED CHEMICAL & DOVE CORPORATION 


40 Rector Street, New York 6, N. Y. 


2800 So. Sacramento Ave. Birmingham 
Chicago 23, lll. Alabama 
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If you are one of the millions who have $ . 
ven potpi nied tone roam wei | THE, BARRETT DIVISION 

er the ‘war, it wil e news to youto + 
know that Barrett Shingles are available right ‘ 2900 Se. Rao ee cee 
now—to meet your every requirement and to : Chicage 23, ttl. Alabama 
match every style of architecture. 4 

It’s sound business as well as patriotic duty ’ HOME-OWNEHS HANDY GUIDE 
to protect the investment your home repre- 4 A a Se of help- 
sents. Why not ask your local Barrett dealer ° ful reminders—things to do te 
or Certified Barrett Shingle Applicator for an Protect your home investment 
estimate? He'll tell you how Barrett Shingles H ROerINGS W's free. Just send ws your 
may be applied right over your old roof— aume end altro. 
saving time and money. And he'll tell you, 
too, how you can enjoy the protection of a Nome _ 
genuine Barrett Roof today —and pay for it Address 
on a simple financing plan. H 








is designed to help you sell roofs now! Not tomorrov, 
not next year, not after the war... but today. 

For Barrett recognizes that roofing dealers and 
applicators are faced with unusual and _ perplexing 
problems this year. Out of the wealth of experience 
gained in other war years, Barrett has prepared 1944 
consumer advertising that will help its dealers throug! 
the current trying situation—just one more reas0 
why—especially today— it’s good common sense t 
join forces with a great and successful business. 





Barrett Shingles and Sidings .* - 
Roofings . . . Built-up Roofs. -- 
Wool Insulation . . . Roof Coatings 
Protective Products. 
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As thick as the war smoke is, it can’t hide the 
fact that a home-hungry nation is thinking and 
planning for the new era of building ahead .. . 
that thousands upon thousands of families will 
build new homes as soon as Victory gives them 
the go-ahead. 
Nor can it hide the fact that lumber—cham- 
pion of home-building—is planning and pre- 
paring to make new history in the coming post- 
war era. It will be ready, whenever Victory 
comes, to meet every postwar lumber demand. 
So it is that Fordyce and Crossett, producing 
for war, continue their scientific research, plan- 
ning and preparations for business after the . 
war ... each day adding to their backlog of 
knowledge and experience . . . in readiness at 
| all times to throw the switch which will resume 
dealers and | es the flow of Fordyce and Crossett pedigreed 


perplexing Awarded the Crossett Lum- . : 
f experience ber Company for high | Products to the retail yards of America. 


achievement in the pro- 


a pared 1944 duction of lumber for war. 
lers through 





eS . 


Forvyce-Crossett Sates Co. '322xs% 28 


yof Coatings 


Distributors for: Fordyce Lumber Co., Fordyce, Ark. and Crossett Lumber Co., Crossett, Ark. 
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Canada’s Grain & U. S. Paper 
Hiram C. McCann, an official of 
the Canadian food administration, 
told me a subsidy story that illus- 
trates the difficulties of adjusting 
these aids to the business pattern. 
The long haul from Canada’s 
western grain producing provinces 
to eastern markets made selling un- 
der price ceilings impossible. 
Canada’s solution wag a trans- 
poration subsidy on these long 
hauls. But it has been the prac- 
tice to divert grain at the Soo, to be 
sent into northern Ontario where 
much of the pulpwood is produced. 
The subsidies did not apply to these 
shipments; so the grain got sent to 
the eastern markets. Much of this 


logging in Ontario is done with , 


horses; and Canadian loggers look 
upon flapjacks as the staff of life. 
No grain, no logging. “Without 
intending to do it,” Mr. McCann 
said, “we Canadians have added to 
your paper shortage. It will be a 
job to get the subsidy adjusted. 
You know how it is, trying to patch 
up those control orders.” 
Do we ever! 


Courage at Home 

Courage may be a common pos- 
session in these difficult days; but 
in my book it never can be com- 
monplace. 

A few evenings ago I sat next to 
a young woman at dinner; a girl 
of quiet charm whom I’d never met 
before. I especially admired her 
gift of discovering the interests of 
her neighbors at the table and talk- 
ing about those things. It was 
quite by chance that I discovered 
her soldier husband is a prisoner 
of the Japanese. 

Her father tells me this tragedy 
is never out of her mind. She 
lives in constant hope of getting 
letters and is as constantly disap- 


10 


pointed. During the long months 
she has had but one letter; very 
brief, evidently much distorted and 
repressed by ithe rigid Japanese 
censorship. After she had gone 
through the first shock of the news, 
she decided on her own that it was 
part of her duty to her family and 
her friends to make no display of 
her sorrow and suspense. She talks 
of her husband easily; but only 
when some one else has mentioned 
him. When she has told the facts 
she knows about his imprisonment, 
she deftly turns to other subjects. 
At the end of dinner I saw her 
standing alone for a moment, look- 
ing out of the window; shadows in 
her eyes, a patient firmness in her 
lips. Then she was talking with a 
Congressman about the subsidy 
program, later with a matron about 
’teen-age girls clubs. Clearly both 
found her the perfect listener. 

This is courage of a kind to make 
me feel infinitely humble. 


Imperturbable Britannia 

David Cushman Coyle, the noted 
engineer and writer, came here to 
dinner one evening shortly after re- 
turning from England. You prob- 
ably know his book, entitled ““Amer- 
ica,” that was published early in 
the war and that has had a wide 
circulation, especially among busi- 
ness men. He’s a practical, far- 
sighted person, and he speaks the 
language of business. 

He told a story of being in one 
of those frowning London clubs 
during an air attack. 

Suddenly the anti-aircraft guns 
crashed into action, and their noise 
drowned out the sound of falling 
bombs. Walls shook, windows 
rattled, shrapnel showered in the 
streets, bursting shells blanketed 
the city with a roaring racket. 

Whatever else this might be, it 
was a gorgeous battle show. But 
inside the club not a cigarette 
changed angle, not an eyelash flick- 
ered, not a newspaper was lowered. 
Coyle forgot the performance out- 





by Robert Y. Kerr 
Va 


side, in his fascinated watching of 
British imperturbability. Presently 
it came time for the BBC news 
broadcast; and several men strolled 
negligently into the soundproof 
room where the receiving set was 
located. A flat, bored voice gave 
out some perfunctory war informa- 
tion, ending with what seemed to 
be a casual afterthought: “London 
had an alert tonight.” Coyle said 
he thought he knew, after witnes- 
sing these things, why there’d al- 
ways be an England. 

Coyle told also of writing a let- 
ter from London to a friend in 
America, about what he chose to 
call the “rubber duck.” It seems 
that poultry is more plentiful than 
beef in England; but fuel is scarce, 
and domestic help is casual. So oc- 
casionally these birds reach the 
table in a fairly impervious condi- 
tion. 

Coyle’s letter described in a 
whimsical way an imaginary pro- 
cess of boiling these birds in as- 
phalt and dead rubber-boot heels; 
and of testing them for penetration 
by dropping them off the White 
Cliffs of Dover. The letter also de- 
scribed a stag dinner at which 
Coyle served one of these rubber 
ducks to his guests. Coyle said he 
gave up early, to nurse a sprained 
wrist. But his guests, so he said, 
“were men.” They didn’t give up; 
inadvertently ate most of the bones, 
finding them comparatively tender. 
At the close of the dinner the 
knives and forks were bent and 
broken; but the rubber duck had 
vanished. 


It seems that in due course this 
fanciful letter encountered a Brit- 
ish censor; and that official wasn’t 
going to take a chance. It might 
be merely one of those chaffing 
Americans, exercising his incom- 
prehensible sense of humor. But, 
on the other hand, it might be a 
code message about a convoy. 

The letter about the rubber duck 
didn’t get through. 
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WHAT CONTINENTAL 
HAS PLANNED FOR 
DEALERS.... 








When the shooting stops there will be new horizons for dealers. Continental will have 
a dealer program to meet the times with a complete line of steel products for farm 
improvements and a new sales building program to help dealers cash in on the new 
opportunities. We now can advise dealers that the government has eased certain 
restrictions on the production of farm fence and steel roofing and siding. Dealers 
now can be assured of an increasing supply of these products to take care of the most 
urgent needs of their customers. If your Continental salesman has not called on 
you lately it’s because of wartime restrictions. You are invited to write us. 


CONTINENTAL STEEL CORP., KOKOMO, INDIANA 


Plants at Canton, Kokomo, and Indianapolis 





All fence now is made to 
government specifications. 
Only Continental has the 
PIONEER KNOT. 


NEW DEEP 
NAILING DRAIN 
LINE CHANNEL 


r * a yf e e ti 


15 Types of Farm Fence 14 Styles of Steel Roofing Nails Staples, Lawn 
Posts, Gates, Barb Wire and Siding, and Fittings Fence, Wire Products 














sles, Lawn 
re Products 
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Tools Decay 
from -Tisuse 





Most lumber dealers have found little or no use for the exercise of 
merchandising talents in the past year or more. The reason is that demand 
for goods of all kinds is far in excess of supply. People are buying without 
urge, and there is little need for the art of selling. 


Merchandising is like any other tool or art. It decays from disuse. And 
there is danger in the months that are likely to intervene between now 
and the close of the war—danger that the merchandising skills of retail 
lumber and building materials dealers, if not exercised, will become dulled 
to a degree that when the time comes to use them again they will be im- 
potent. 


Even with a market, however, that does not demand selling technique 
to make sales there is a field in which the retail lumberman can whet his 
selling tools, and in doing so, maintain them at a high peak of proficiency 
and create a backlog of business for the time when materials are again 
available in quantity. That field is best expressed by the term ‘‘postwar 
preparation,” and the idea selling it connotes. Idéa selling is the process 
of crystallizing home owning desires into commitments to build homes as 
soon as relaxation of government wartime regulations permits such activity. 


The best way found thus far to develop home building commitments is 
the procedure known as the Home Planners Institute. For the purpose of 
this discussion the plan consists of highly specialized selling of a commodity 
that cannot now be delivered. It means the organization and conduct of 
classes for the instruction of home building prospects—the dissemination 
of facts about home financing, designing and building, and the selection 
of materials, building sites, landscaping and furnishings. 


The retail lumber and building materials dealer is equipped better than 
anyone else with the training, experience and facilities to operate a Home 
Planners Institute in his own town or community. His potential long pull 
profits in measurable sales from such an enterprise are greater ‘than those 
of anyone else. 


The intangible results are twofold. First, the home building public 
of the postwar era receives a wealth of information that cannot fail to 
produce better design and better construction of the homes of the future. 
Second, the dealer creates a situation in which he can maintain his mer- 
chandising abilities through regular use, and develop them to new levels 
of utility for better selling and wider service after the war. We recom- 
mend a Home Planners Institute—operated by one or more retail lumber 
and building materials dealers in every community in the Nation. 
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NCE the word gets out that you 
( have some American Fence for 
sale, eager buyers will come flocking 
to your store. They all seem to want 
this sturdy, lasting product. 

We are now permitted to manu- 
facture more of this famous fence. 
But the quantities are still too small 
to keep pace with the overwhelming 
demand. That’s why you'll want to 
continue the remarkable job you’ve 
been doing in distributing carefully 
and fairly the available supply of 
fence. We are doing all we can to help. 

In our farm paper advertising we 




















You can’t beat American Fence 


for farmer demand! 


are telling your customers that some 
fence is available, though not enough 
for everyone to get all the American 
fence he wants. We are suggesting 
they get their fence orders in early. 
That way they will get their fence 
as soon as it is available. 

We suggest they ask for only as 
much fence as they absolutely need, 


for the present. And we offer the free 
booklet, “How to Make Fences Last 
Longer.” This booklet, displayed in 
your store, will help keep customers 
happy when you must ask them to 
wait for new fence. Let us know how 
many copies you can use. Ask our 
representative who calls on you or 
write our nearest branch office. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


Buy and hold as many War Bonds as you can afford 


AMERICAN FENCE 
Vhewd mere tn use Than tany Hher beamed 


PmtiteD STATES ST PAL 
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Yellow Cypress ceiling price 
schedule, MPR 513, has been 
issued, effective on and after Feb. 
96, 1944. Covers under the term 
“yellow cypress lumber” all items 
of cypress lumber of all species 
except tidewater red, which is 
subject to MPR 412. Applies to 
all direct-mill shipments on and 
after effective date regardless of 
contract or other obligation. 


Amendment 38 to MPR 348 
establishes prices for pine and 
hardwood bolts delivered to a 
mill by truck, and to be used for manufacture of 
woven picket fences including snow fence and corn 
cribbing. Applies to eight counties in east. Texas. 


New grade of plywood made from low grade logs 
and off-fall sections of plywood not clear enough for 
commercial grade plywood has been developed for 
use in boxing and crating. Production not yet estab- 
lished, will amount to six to eight million square 
feet a month. 


Amendment 36 to MPR 348 amends amendments 
23, 26, 27, 30 and 31 to permit buyers purchasing 


logs in area covered by amendment to use higher 


prices in effect on or after Jan. 12, 1944 until Apr. 
15, 1944 on same grades and species. Such higher 
prices may have been established by a contract, 
firm commitment, standing order or under MPR 313. 


Army truck requirements for 1944 may be scaled 
down according to unofficial reports making the 
rounds. Basis of report unknown, and may be pred- 
icated on possibility of knocking Germany out of 
war this year. If truck requirements are scaled 
down will probably increase number available for 
industry. 


Reserves for renegotation refunds set up and 
shown in statements and annual reports are not to 
be regarded by government renegotiation officials 
as binding, says Price Adjustment Board represent- 
ing six Federal renegotiation agencies. Board en- 
courages practice of providing such a reserve as 
matter of sound accounting. 


Housing needs for immediate postwar period esti- 
mated between one and two million units for return- 
ing soldiers and to unscramble large scale doubling 
up occasioned by war. 


Retail lumber dealers in 22 western and mid- 
western States, employing fewer than eight persons, 
are no longer exempt from national wage stabiliza- 
tion program. Wage adjustments they make must 
be approved by War Labor Board. WLB says action 
taken to remove inequities between independent 
dealers and line yard concerns who are not exempt 
under General Order 4. Says line yards were 
placed at disadvantage in hiring and maintaining 
personnel. 


Ending government controls to assure early maxi- 
mum production of peacetime goods, and protection 
of concerns who will continue with war contracts 
until all enemy forces have been beaten, are prin- 
Cipal subjects in discussions being carried on be- 


tween Donald Nelson and producers of consumer 
goods. 
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A pace of vital information 
and comment digested for 
busy lumber and building 
material executives. 


Students of postwar conditions are abandoning 
talk about a postwar period, and starting to talk in 
terms of several postwar periods. Some define 
them as preliminary conversion, conversion and 
retooling, high production, hesitation when backlog 
has been taken care of. Others favor immediate 
and later postwar periods. 


Amendment No. 1 to second revised MPR 19 au- 
thorizes producers giving anti-stain treatment to 
Southern pine lumber to make same additions of 
one dollar and two dollars a thousand to maximum 
prices for anti-stain spraying as are provided for 
anti-stain treatment by dipping in a vat. 


Eight percent more jobs when war orders cease 
than during present period of peak production is the 
outlook in Janesville, Wis., is the result of a survey 
made in that predominantly industrial city Current 
employment is 7421. Employers list 8029 specific 
jobs to offer returning service men and demobilized 
war workers. 


WMC has assumed entire responsibility for plac- 
ing returning service men in new jobs. Getting the 
service man back in his old job, if he wants it, is 
responsibility of Selective Service. WMC will take 
over if the veteran wants a job other than the one 
he had before war. 


No. 1 common and better grades of hardwood 
lumber insufficient to meet truck body and landing 
craft programs, says WPB. Feasibility of channel- 
ing needed grades through a limitation order being 
discussed. Flooring industry operating at 40 per- 
cent of capacity. Order prohibiting use of better 
grades for flooring would reduce output by 30 per- 
cent because small producers would be unable eco- 
nomically to separate lumber into grades. 


Three-fourths of Quartermaster Corps prime con- 
tracts in 1943 went to small businesses—those em- 
ploying less than 500 persons. Nearly half went to 
businesses employing less than 100 persons. 


Revision of federal tax laws to permit expendi- 
tures for architectural and engineering services to 
be deducted as current expense for income tax 
would speed up necessary planning of postwar 
construction by business concerns, contends Pro- 
ducers’ Council. 


Forty cent minimum hourly wage rate has been 
established in the logging, lumber and timber and 
related products industries. Does not apply to any 
product or operation included in manufacture of 
wood furniture or other industry for which Admin- 
istrator of Wage and Hour Division has already 
issued a wage order or appointed an_ industry 
committee. 
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1943 the AMERICAN LUMBER- 

MAN began a series of articles 

detailing a suggested postwar 
planning procedure for retail lum- 
ber and building materials dealers. 
The purpose of the articles is to as- 
sist dealers in their preparation to 
meet the anticipated demand for 
new homes and farm buildings, and 
for a great repair and maintenance 
market. 

Numerous surveys have substan- 
tiated the opinion that there is a 
greater interest in home ownership 
than at any other time in our his- 
tory, and that war bond purchases 
and savings accounts are mounting 
to peaks that guarantee adequate 
financing for home and farm build- 
ing. It can be accepted as a fore- 
gone conclusion that there will be 
vigorous competition between all 
industries producing consumer 
goods and services for a share in 
the accumulated savings of the 
public. It therefore becomes neces- 
sary for the building industry, with 
the retail lumber and building ma- 
terials dealer carrying the greatest 
responsibility, to keep public inter- 
est in home building stimulated to 
a point that will translate that in- 
terest into actual building projects 
as soon as materials and manpower 
again become available. 

The AMERICAN LUMBERMAN in 
the series of dealer postwar plan- 
ning articles referred to above used 
the Home Planners Institute plan 
founded in Portland, Ore., several 
months ago, upon which to base 
detailed procedure. The activities 
suggested in all the articles, of 
which this is one, have been flexible 
enough to permit use by dealers in 
communities ranging from small 
country towns to the largest metro- 
politan centers. 

The question that arises after 
steps have been taken to build an 
active prospect list definitely com- 
mitted to a home or farm building 
program (as outlined in previous 
articles) after the war is how to 
prepare the dealer’s plant to take 
care of the backlog of business cre- 
ated as a result of the educational 
and advertising programs. 

Since the first World War, and 
with a notable acceleration of 
tempo in the six years preceding 
the opening of the present war, re- 
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tail lumber and building materials 
dealers were altering and remod- 
eling their plants to keep pace with 
the need for improved selling meth- 
ods and greater diversification of 
lines carried. Throughout this 
period the emphasis was on the cre- 
ation of facilities for adequate dis- 
play of merchandise. Thousands of 
excellent display rooms _ resulted. 
Many were new structures designed 
to serve the purpose for which they 
were being built. Many resulted 
from more or less extensive remod- 
eling operations. Most of them 


contained some provision for cus- 
tomer comfort, and carried a sug- 
gestion of being primarily a store. 
Some were essentially stores de- 
signed for over-the-counter small 
cash sales, and with displays de- 
signed to sell materials on the spot 
rather than to stimulate large sales 
at later dates. 

All of the various kinds of dis- 
play and sales room served a com- 
mon and necessary purpose—to ac- 
quaint the public with the fact that 
the retail lumber yard had become 
a retail lumber and building mate- 
rials yard, and that many services 
in connection with building and 
maintaining homes and farm build- 
ings were available. It was a period 
of experiment in which the only 
pattern that emerged clearly was 
the packaged home sale principle. 


The war, and its resulting L-4] 
stopped the sale of the packaged 
home, and opened a period of 
greater experimentation than at 
any time in the history of the in- 
dustry. It became necessary to 
learn how to operate a retail lum- 
ber and building materials organi- 
zation without a home building 
market, without lumber, and with a 
curtailed personnel. The solution 
was obvious, and it was seized in- 
stantly. A few retailers were go 
situated and equipped that they 
could participate first in the can- 


tonment construction program, in 
the construction of new industrial 
facilities, and in the emergency 
war housing program. Others were 
equipped to take contracts for box- 
ing, crating and other items made 
in woodworking plants. The great 
majority, however, went over to 
heavy concentration on cash sales 
of items they could get—paint, in- 
sulation, coal, roofing, glass, cement 
and small prefabricated farm build- 
ings to mention a few of the lines 
that had become standard in most 
retail establishments. As the war 
construction program reached an 
end other dealers converted to the 
war sales policy of pushing estab- 
lished lines and adding new lines 
of small merchandise to boost cash 
sales. Most dealers, as a result of 
the war, have become more expert 
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in building large sales volumes 
from small cash sales than would 
have been possible in an active 
home building market. 

This emphasis on over-the- 
counter cash sales means that in the 
postwar operations the retailer will 
have the experience and training 
necessary to elevate his business to 
the plane of a complete building 
materials store, better equipped 
than anyone else to supply every 
need of the home builder or home 
owner, from supplying him with a 
five-cent maintenance item to a new 


home and all the services and ma- 
terials necessary to build it. 

That will require added person- 
nel, well trained counter sales 
forces, and it will require a dif- 
ferent kind of plant. A store must 
look like a store if people are to 
accept it as one. To operate as a 
store all merchandise should be laid 
out for sale and not displayed for 
show. It should be as clearly visi- 


- ble from the sidewalk as it is from 


the inside. That means that front 
and perhaps corner walls, and in 
Some cases, sidewalls must be 
equipped with large plate glass 
windows. Merchandise should be 
well to the fore, and arranged to 
best advantage on counter tops. 
Merchandise such as_ insulation, 
Wallpaper, flooring, roofing, glass 
and glass products, paint, hardware 


and lumber specialties with sam- 
ples of good lumber construction, 
brick, cement products and similar 
items should be accomodated on 
shelves, in cases, and in booth dis- 
plays lining the walls. If a lumber 
and building materials store is to 
function as a store, business and 
executive offices should not be a 
part of it. The entire space should 
be devoted exclusively to selling. 
Conference rooms in which to close 
agreements between home builders, 
contractors and the lumber yard; 
bookkeeper’s and manager’s office 





should not be a part of the store. 

The dealer who has learned how 
to sell small items in volume will, 
if he proposes to hold that business 
and develop it to its fullest poten- 
tial, have to provide a well stocked, 
well kept store with large, clean 
windows affording a view of the 
entire interior from the street. 
How far such a development can go 
may, of course, depend to a large 
extent on the location of the estab- 
lishment. Planning the appearance 
and layout of the premises, how- 
ever, is an essential part of the 
postwar preparation that the dealer 
should accomplish after he has de- 
cided just what his postwar method 
of operation is going to be. 

Too often in the past attempts 
have been made to accommodate a 
business procedure to an existing 


AMERICAN LUMBERMAN, March J, 1944 


for yout 


POSTWAR 
PLANNING } file 


physical plant. The reverse should 
be the policy, and the plant should 
be designed to fit the business. Nor 
does the design end with facilities 
for handling customers. Labor 
shortage has shown many dealers 
how inefficient some of their han- 
dling and storing methods have 
been. Many shed alleys are too low 
or too narrow, and require expen- 
sive unloading and loading opera- 
tions. Many yards are so arranged 
that truck drivers have to tramp 
through the sales room in order to 
get their work done. Weighing 
equipment, truck drivers’ quarters, 
bookkeepers’ offices should be lo- 
cated behind the store, and in some 
cases in another building. The de- 
sirability of one or more table 
saws or portable power saws should 
be investigated carefully as an 
economy measure in fabricating 
lumber and as a customer conveni- 
ence. If it is possible, Adequate 
parking facilities, making for cus- 
tomer convenience and good will, 
should be provided. 


Gasoline rationing and again, the 
manpower shortage have combined 
to teach many dealers some new 
ideas about deliveries. The whole 
problem of delivery should be 
studied carefully, and types and 
kinds of trucks that will be needed 
should be determined in advance of 
their availability so that orders can 
be placed for them without delay. 
It is an accepted probability that 
there will be a gradual relaxation 
of construction limitations which 
will give dealers time to do their 
own remodeling before the wheels 
of private home building can be put 
into motion in high gear. That re- 
modeling and alteration work, how- 
ever, should be planned in detail 
and be ready at the earliest moment 
that relaxation of government re- 
strictions and the availability of 
manpower make the work possible. 

Planning should be done while 
there is time to do it, and without 
regard to whether the close of the 
war is near or far. The chances 
are, as the military situation stands 
now, that the war is not near an 
end. But the thinking and planning 
necessary to get the retail lumber 
and building materials industry 
ready for its heavy postwar respon- 
sibilities will require all the time 
that reasonably is left. 
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this field. 


of homes to come, but we do 
know that whatever their 
shape after the war, the build- 

ing of them will reach a magnitude 
of unprecedented volume. Whether 
the figure will be two, five, or ten 
million new homes a year for the 
first several years of our postwar 
era is quite immaterial; it is 
enough to know that the only limit- 
ing factor will be the ability to 
build them. Both the market for 
these new homes and the money to 
build them will be available; the 
rate of construction will be just a 
matter of manpower and materials. 
With equal certainty we also 
know that whatever shape these 
new homes will take, they’ll be 
needing builders hardware. And 
the place that people will go to make 
their hardware selections will in- 
evitably be to the merchants who 
make it a point to feature the widest 
choice of items. These will be the 
dealers who show themselves to be 
abreast of the times by displaying 
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Selling Slants from the Firing 
Line of BUILDERS HARDWARE 


Because of the nature of his position as sales manager of Na- 
tional Brass Co., builders hardware manufacturers at Grand 
Rapids, Mich., Gilbert Gould is in constant touch with the 
problems of merchandising these products. 
problems of the retail outlets are his problems, and this article 
is written from his background of experience and study in 


In effect the 


the latest ideas in hardware design 
and styling, with emphasis on 
variety. 

While old habits and values can 
be depended upon to assert them- 
selves in the purchasing of hard- 
ware for the new homes, people will 
nevertheless go into the market 
with an expectancy of encountering 
many new devices, designs, and ma- 





By GILBERT GOULD 


¥ 


terials. They will want to be the 
judge as to whether these are the 
innovations to satisfy their desires, 
and the store which arbitrarily at- 
tempts to do its own judging of 
what it thinks the people ought to 
buy will be avoided as though it 
were in quarantine. The dealer’s 
judgment may be right, and he may 
have the best interest of his trade 
in mind, but of what avail will that 
be to him if he doesn’t attract the 
customers? 

A wide choice of merchandise is 
one key to attracting customers. 
Confront a prospect with a number 
of choices, and through well-di- 


rected salesmanship guide him toa 
proper decision, and he will have no 
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inclination to shop around before 
he makes his purchase. 

For example, if a customer is ex- 
posed only to the mortise-type lock 
and latch, no advice from the sales- 
man is required, for the whole sit- 
uation centers entirely around taste 
and price. This encourages the cus- 
tomer to shop around to see if both 
taste and price cannot be better 
satisfied elsewhere. On the other 
hand, if the customer is exposed to 
both the mortise-lock and the tubu- 
lar-type latch, then comes the nec- 
essity of making a decision in favor 
of one or the other. In other words, 
that’s the salesman’s invitation to 
complete the sale by making the 
customer come to a decision which 
will favor either one or the other of 
the products. In order to arrive at 
that decision, the salesman would be 
expected, by the customer, to point 
out the construction and _ installa- 
tion details which make one product 
different from the other, so that the 
customer may properly decide 
which best fits his particular needs. 

All of this means that the hard- 
ware sales outlet which gets the 
cream of the postwar building vol- 
ume will be a veritable bazaar of 
countless number of items in a 
range of styles, sizes, colors and 
finishes. Out of this group of mer- 
chandise, the smart dealer will se- 
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lect the lines which best lend them- 
selves to feature display. For active 
promotion he will single out from 
each field of products the one that is 
backed by a keen merchandising 
sense on the part of the supplier, 








and will utilize to the fullest extent 
the display and other sales material 
furnished by the producer. He will 
thus highlight a selected line in 
each of his many product cate- 
gories, rather than presenting a 
hodge-podge of miscellany. 
Returning to mortise and tubular 
lock and latch sets as an illustra- 
tion, the aggressive dealer will use 


an outstanding quality line of each 
as the promotion nucleus for estab- 
lishing his store as headquarters for 
the widest selection of door hard- 
ware. By thus concentrating his 
merchandising display on one line 
of each category, he will be able to 
present the largest array of sizes, 
styles, and finishes in each line, and 
thus attract the most customers to 
his store. On the other hand, if he 
should carry but a smattering of 
several lines, he would lack the ver- 
satility of appeal and would compli- 
cate his selling, to say nothing of 
getting involved with an unbalanced 
inventory. 

The production holiday enforced 
by the war has permitted the public 
to build up in their minds an ex- 
pectancy for a lot of new things 
when civilian production is re- 
sumed. They are looking forward 
eagerly to the time when they can 
walk into a well-stocked store and 
see these new things they have been 
anticipating. While we in the trade 
know full well that builders hard- 
ware will not be revolutionized by 
the war holiday, and that by far the 
greatest amount of it will pick up 
production right where it left off, 
we should neve-theless prepare our- 
selves to make the most of the pub- 
lic’s expectancy and eagerness. The 
dealer who cashes in to the great- 
est extent on this buying wave after 
the war will be the one who buoys 
up the public’s interest by project- 
ing his merchandise in glorified 
manner. 

Dealers who look ahead to this 
forthcoming era of new home con- 
struction with the same eagerness 
and imagination as the public, will 
be constantly on the lookout now 
for those lines which will offer the 
dramatic merchandising possibili- 
ties demanded by the new era. Some 
manufacturers are of a _ similar 
mind, and are now preparing for 
the exacting days that lie ahead. 
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ET’S NOT BE UNPREPARED for peace as we were unprepared for war! 
Avoid a Pearl Harbor on the home front when the shooting stops. 

What are you doing to prepare your business to meet the demands of peacetime 
buying? Something, we are sure. 


Why not put it down in words? It may be the idea the retail lumber and building mate. 
rials business is waiting for. It may be an idea that thousands of others can use. It may 
be an idea that will help the entire industry and therefore be of much greater value to you, 
Enter the American Lumberman Postwar Preparedness Contest. You don’t have to be 
a writer. Your idea does not have to be elaborate. You don’t have to be a big city dealer. 
All you need is a piece of paper, a pencil and a practicable idea. Write the idea in your own 
words. Entries will not be judged on style of presentation, but on practicability. What 
we want is the best thinking of the retail] lumber dealers. That thinking might come from 
a small country town yard. It might come from a metropolitan yard. All have equal 
chances to win the first award—a $350 War Bond. There is a second award of a $200 War 
Bond, a third award of a $100 War Bond, and 17 awards of $50 War Bonds. 


Read the simple rules below and act now. Write your idea of what you are doing or plan- 
ning to share in the enormous home and farm building market that will break possibly 
before the war reaches its final stages. 


Do it now. The contest closes April 10. 


And remember, you don’t have to be a professional or even a skillful writer. Just write it 
in your own words, the way you would tell it to anyone. Don’t pass up this chance to help 
yourself by helping others, and to give more value to your own ideas. 


Some of the entries already received deal with plans for remodeling to create a genuine 
lumber and building materials store—ways to get a postwar customer list for new homes 
—sound methods of promoting home building in the minds of prospects—ways of getting 
wage earners to earmark all or part of their war savings for postwar home building—ad- 
vertising programs—making the retail lumber yard a sales headquarters for the building 
industry in a town—plans for departmentalizing the lumber and building materials store 
for better selling of paint, hardware, insulation, roofing, glass and glass specialties—over- 
all plans for the entire retail lumber and building materials industry—training personnel 
for home and specialty selling in the postwar period—building and selling prefabricated 
small farm structures—architectural service in the retail lumber and building materials yard 
—selling the farmer—selling industrial concerns —selling the merchants on main street— 
adding a woodworking department to make boxing and crating for neighboring industries 
—and a host of others. 


What are your ideas? What are your plans? It costs nothing to write them. 


They might be worth far more than you suspect to you and to others. 
Do it now. Don’t wait until the closing date. 


tion. This information should appear in the listed will be awarded in accordance with 
upper right hand corner of the first sheet of the decision of a majority of the judges, and 
the manuscript only, as it will be clipped their decision will be final. If the Board of 


DETAILS and RULES 


off and a key number assigned to the manu- Judges should determine that two entries 
1. Any retail lumber and/or building ma- script before the latter is submitted to the are tied for a particular award, each of the 
terials dealer, or any bona fide employee of iudges. entries will receive the full amount of that 


such a retail dealer in the United States of sags award. : 
America or its possessions, is eligible to PB ag Mag Mig oy gy aay 6. The contest closes April 10 ant 
compete for the awards offered in this con- provision that all manuscripts become th entries must be postmarked no later tha 
eet. P ome the midnight of that day. The AMERICAN LUM- 
property of the AMERICAN LUMBERMAN, BERMAN cannot be responsible for entries 
2. Each Preparedness Idea shall be stated and that the AMERICAN LUMBERMAN has delayed or damaged or lost in the mail. 
in a manuscript of 2,000 words OR LESS, the right to publish the manuscript in whole ‘ the 
but the contestant may support his plan or in part, and the author’s name. 7 Entries should be addressed to 
Preparedness Idea Contest Editor 


with any additional material (photos, illus- S. Butries wilt he 1 . 
: - - “ judged on the merit of 
trations, etc.) he may wish to furnish. ; the idea contained and not the literary AMERICAN LUMBERMA* 
3. All manusripts should be written legi- style. The Board of Judges will consist of 139 No. Clark Street _ 
bly (preferably typewritten) on one side of the Executive and Editorial Staffs of the eae 3 Tl, 
Be sure to affix adequate postage to cover 


the paper only. They should bear the name AMERICAN LUMBERMAN with the exc 
and address of the author and the name of tion of the Preparedness Idea Contest Editor 

the company with which he is affiliated and who will receive the entries as they come in mailing charges. Manuscripts will not be 
a description of the nature of that affilia- and assign key numbers to them. Prizes as returned. 
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Salvage Lumber 


Address Salvage Editor, American 
Lumberman, 139 N. Clark St., Chicago 
2, for further information. Please men- 
tion item number. 


Available 
216. 

Have available about 20,000 lineal 
feet of *% inch rock elm doweling in 
random lengths, mostly long. Penn 
Yan, N. Y. 


Wanted 
217. 


We are in need of a carload or two 
of fir, pine or hardwood lath, % x 1% 
inches by four feet long. Sioux City, 


Ta. 
218. 


We need smooth, clear, dry gum or 
birch or similar wood in pieces % x 
5% x 5% and pieces % x 5% x 11. 
Beloit, Wis. 

219. 


Want kiln dried soft pine, cedar or 
other softwood short lengths and cut- 
offs. Must be one inch stock or 
thicker. Chicago. 

220. 


Need any quantity up to 20M feet 
of 8/4 rough first and seconds, kiln 
dried hard maple or other wood suit- 
able for end grain turnings. Lengths 
24 inches and longer. Also need any 
quantity % inch and 8/4 sap gum, 
magnolia or poplar, kiln dried firsts, 
seconds or selects in 24 inch and 
longer lengths. Also need hardwood 
dowels: 1% inch in 5 inch lengths and 
up; and % inch in 12 inch lengths 
and up. Pittsburgh. 


221. 

We can use in any quantity, any 
grade of softwood % x 1% or 1% 
inch stock in random lengths down 
to 12 inches. Also same stock % x % 
m any lengths over ten inches to 
make up 100,000 pieces of 10 ten inch 
material. Buffalo, N. Y. 


222. 


We need 7200 pieces of clear dry 
tedwood or poplar 1 x 4 inches and 
three feet long. Must be able to stand 
electric heat. Huron, Ohio. 






A new awareness of a roof’s 
shortcomings is born each winter 
and spring as melting snows and 
driving rains penetrate the weak 
spots with a destructive seepage. It 
means that the time for aggressive 
roofing job salesmanship is at hand. 
Meet the prospective customer with 
a proposition while he is acutely 
aware of the need for the work to 
be done. 

Stimulation of this kind of busi- 
ness involves some leg-work and 
considerable promotion. Keep a 
roofing ad set and ready, so that a 
telephone message to the local 
newspaper will get it dropped into 
the page on the day when the 
weather forecast promises rain, or 
a thaw. Perhaps it is not possible 
for workmen to get out onto the 
roofs to do the job yet, but if the 
sale can be made when the need is 


the roof that protects the building 
itself from the ravages of heat, 
cold, rain, or snow. These are the 
reasons the Federal Housing Ad- 
ministration has said, “Roof re- 
pairs are one of the most important 


items on the list of essentials. 
There is no part of the building 
which shows neglect faster, and no 
part where neglect can have such 
serious effects as the roof.” Like- 
wise, the War Production Board 
has classified essential re-roofing as 
repair work and has ruled that it 
may be undertaken without ap- 
proval. 

Also the War Manpower Com- 
mission recently designated the 
manufacture of asphalt roofing as 
an essential industry, a move which 
should bring deliveries of these 
products to dealers closer to sched- 
ule. 


Many dealer helps on roofing 





established, the work can be done 
when the weather permits. 

Nowhere is the need for sound 
roofs greater than on farm build- 
ings. Today, when production goals 
are so high, farmers quickly realize 
that sound buildings can conserve 
materials and help them increase 
their output and profits. 

Farmers need only be reminded 
that their roofs protect the bumper 
crops they worked so long and hard 
to produce, the tools and machinery 
which made that production possi- 
ble, and the livestock. Further, it is 
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sales are available from manufac- 
turers. In addition there is a splen- 
did new booklet “Asphalt Roofing 
on the Farm” published by the 
Asphalt Roofing Industry Bureau. 
A copy of this book may be ob- 
tained through the AMERICAN 
LUMBERMAN, 139 N. Clark St., Chi- 
cago 2, Ill. Advertising mats have 
been prepared in great numbers for 
dealer use, and these, plus direct 
mail pieces, plus personal solicita- 
tion should do the dealer’s roofing 
sales job. 


21 















~ What 1s wrong : 
with our Bathrooms?“ 


In our lifetimes, even though we are still 
young, the appearance of the bathroom has been 
changed and improved to such an extent that it 
would be extremely easy to be satisfied with 
what we now have and to demand no further 
improvements. 

If, however, we look at the bathroom with a 
critical eye, we can find much room for improve- 
ment, many faults that were the result of gen- 
eral mistakes which could have been corrected 
even with the materials and fixtures which were 
available but which had persisted because of 
mere habit. 

One example of this is the location of the 
soap dish in the wall above the rim of the tub. 
If a shower head is used with this tub the soap 
dish is invariably flooded and the soap melted 
down to a soggy mass. How easy it would be 
to provide a second soap dish higher up above 
the spray for use when the shower was in oper- 
ation. We hazard “a guess that less than one 
percent of those who build bathrooms thought 
of this seemingly obvious improvement. 

It is this disregard of the obvious that restricts 
progress. On this page we illustrate a typical 
modern bath with its tiled walls, chromium 
accessories, mirrored cabinet with flanking tubu- 
lar lights and the seemingly up-to-date fixtures. 
This bath is typical of thousands yet if we exam- 
ine it critically we are able to find much room 
for improvement. 

The chromium legs of the lavatory are most 
certainly an obstruction though they do help 
when the plumber has been careless about fasten- 
ing the lavatory to the wall. They are in the 
way of the housewife when she cleans and they 
are the cause of many a stubbed toe. 

This particular illustration does not show a 
shower over the tub, but if the shower were 
there, as it is in many similar rooms, it would 
be necessary to remove the towels from the 
towel bars over the tub before the shower could 
be used. In many instances there is not enough 
remaining towel space to take care of the towels 
required. One attempt at a solution was the 
addition of bars on each side of the lavatory 
but these had a disconcerting way of hanging 
over the edge of the tub, coming in front of 
the door, or being too close to the toilet tank 
to be of any use. 

Even an improvement of design of the toilet 
in the last few years has left room for great 
strides toward improvement. The unsightly gap 
betweeen the tank and the bowl has been in 
general eliminated but the fixture is still de- 
signed as a free standing unit so that an inacces- 
sible space invariably exists between the wall 
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How many times a day 
would you brush your teeth 
and wash your face if you 
had to stretch as this little 
girl is doing? How about 
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A typical prewar modern bath. 
Did you ever get a child's eye 
view of the dirt underneath a 
lavatory and toilet tank? 


lavatory for children? 


and the tank. Even if one could overlook this 
obvious deficiency the floor and wall space behind 
the bowl and under the tank is practically inac- 
cessible, particularly if the location is between 
a wall and a lavatory or tub. Some manufac- 
turers designed their toilet tanks with a flat 
back, the idea being that they would be placed 
flat against the wall. It was discovered that the 
plumbers installing the fixtures were careless 
about roughing in measurements, not taking into 
consideration the thickness of the finished wall, 
thus causing trouble when it came time to install 
the tank on the bowl. As a solution to this the 
manufacturer then published an overly-generous 
roughing-in dimension so that no matter what 
the thickness of the wall might be the tank would 
be free of it. Would it not have been more sen- 
sible to have an adjustable connection between 
the tank and the bowl so that there would be a 
leeway of an inch in each direction to take care 
of any variation in the plaster and tile thickness 
or even minor mistakes in roughing in. 

There are few bathrooms that have linen stor- 
age space built in. How many times have you 
had to call for a towel after you finished your 
bath? 

Have you ever seen anything more uninviting 
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than the lime and germ encrusted common drink- 
ing tumbler in the family bathroom? Of recent 
years the improvement in this direction has been 
to use a plastic rather than a glass tumbler, the 
idea being probably that the dirt cannot be seen 
so readily. Why not have a drinking fountain 
in connection with the bathroom? 

The deficiencies of the medicine chest are well 
known. The trouble of course is that no division 
of function has been established. Mercurochrome, 
old razor blades, bobby pins, flea soap, combs, 
tooth brushes long since unclaimed—all find their 
final resting place in the family medicine case. 
It would seem that the medicine case should be 
a separate unit placed elsewhere possibly high 
on a flat wall so that the children could not 
readily climb up to it. It could have a separate 


against glass block give 


compartment under lock and key for poisons. 
The case over the lavatory should then be for 
razors, combs and other implements for use at 
the lavatory. 

How many times have you been burned on an 
exposed radiator in the bathroom? How many 
times either in or out of the tub when you were 
wet and unclothed has a blast of air from the 
warm air system chilled you to the bone? How 
many times have you hung a bath robe or stuffed 
a towel against the window shade to try to cut 
off the draft from the window above the tub? 

Such simple and obvious a thing as ventila- 
tion of the bathroom has been neglected by every- 
one except building codes, and these codes merely 
specify the area of the window not whether it 
should be opened or not. Steam is a problem in 
bathrooms particularly when there is a shower. 
It collects on the mirrors and on the walls so 
that at times the ceiling drips, streaking the 
walls, 

Society has put a hex on the discussion of bath- 
room odors so that people are hesitant to com- 
Plain or ask for a solution to this problem. If 
the people demanded what they really wanted to 
demand there would soon be a toilet equipped 
With ventilation to eliminate this embarrassing 
problem. 

There are many more deficiencies of the so- 
called modern bath and the recognition of the 
deficiencies will point the way toward designing 
a bathroom for the postwar house. It is prob- 


AMERICAN LUMBERMAN, March 4, 1944 


EE | 





The practicality of this one 

questioned as the fixtures are too 

spread out to make manufacturing 
worth while. 


Two lavatories can make a bath- 
. room doubly useful. Méirrors set 


working light in the day time. 








A suggestion for a unit bathroom. 


is 





IN POSTWAR 
HOUSE SERIES 


able that the trend eventually, not immediately 
after the war, will be toward a unit bathroom. 
It is a needless expense of time and money to 
cut and fit all the separate pieces of pipe to con- 
nect and interconnect the various fixtures to 
both hot and cold supplies, to the shower valves 
and head, to the waste soil and vent stacks in- 
cluding all the necessary traps and drum traps. 

All this could be factory-done with precision, 
ready assembled, even as part of the fixture 
itself. It would be entirely feasible if the fix- 
tures were molded of plastic to have the water 
passageways molded in as integral parts of the 
fixture much as the water passages in the block 
of an automobile motor. 

As a matter of fact it is really needless to run 
both hot and cold water pipes to the bathroom fix- 
tures and the kitchen. There is no reason why 
a thermostatically controlled instantaneous elec- 
tric water heater cannot be a part of the fixture 
itself. The cold water would pass through many 
fine tubes wound with heating elements and the 
electric current would be controlled thermostati- 
cally, the temperature set by a dial control so 
that the same spout would produce water of any 
temperature from cold to hot. And you won’t 
be scalded in the shower when someone flushes 
a toilet somewhere else in the house. 

We wish to stress that the one-piece unit bath- 
rooms illustrated here will not be available right 
after the war but unless we, who build houses 
for others, make known our realization of the 
deficiencies of the bathroom as now constituted 
it may be some time before they will be avail- 
able. With large stampings, molded plastics and 
light metal alloys available there is no reason 
why they are not practical to manufacture. The 
ease of installation, the ease of maintenance and 
cleaning, the elimination of many joints between 
tubs, fixtures, lavatories and walls and floors can 
be eliminated to a large extent and if designed 
properly such unit fixtures can be used in any 
plan. Tooling will be expensive and for that 
reason the manufacturers will hesitate until they 
are sure. The way we can make them sure is 
to let them know what we think can be done in 
this direction. 


A suggestion by L. Morgan 
Yost for a_ prefabricated 
bath unit. The walls are 
composed of mirror-front 
cabinets with lighting com- 
ing through a frosted glass 
band in this row of mir- 
rors. This bath unit would 
fit in a space 5 by 8 feet 
with door on either of the 
two free sides. If a larger 
bathroom is wanted the 
room cen be extended in 
either direction. Many 
plans for houses have been 
worked out using this bath 
design and it has proven to 
be extremely versatile. It 
would be manufactured in 
both right and left plans. 
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“Last fall 1 insulated my barn—right 
away it was more comfortable . . . 
my feed costs were lowered . . . my 
milk production went up... and 
my young stock grew healthier.” 

That's the insulation story in a 
nutshell. It works with livestock, 
poultry and houses, too. ; 

We can advise you whet insula- 
tion matcrials are bes: for your build- 
ings. Our insulating wool hats and 
blankets are installed quickly and 
easily. The improvement lasts as long 
as the building itself and cvsts little. 





Aduertising DISPLAY 
VARIETY 


HE “Good Will” merchandising 
of the Boyer Lumber Co., 
Burr Oak, Mich. outlined in 

the Feb. 5 issue of AMERICAN LUM- 
BERMAN may be further amplified 
for readers who want to know more 
about the “Farmers Exchange” 
bulletin and especially the little dis- 
play ads that the company runs. 
Some typical ones are shown on this 
and the facing page. 


Let us show you how easy it is to 


éostall and how little it costs. 








With reference to the exchange 

Every day idea, Manager Boyer says: “We 
“a” put the man who wants to buy, in 
not using contact with the man or woman who 
insulation. wants to sell something quick and 
Why these farmers like the idea. We 
not use it learned that the mail carrier comes 
today? in for a scolding too, if any farmer 
along the route fails to get his 





copy on the regular mailing date, 








Here are two little display ads in 

the Boyer customer bulletin which 

brought unusually good results be- 
cause of their timeliness. 


the fifth of each month. These re- 
ports come to us and so we have 
found the Exchange an indispens- 
able part of our merchandising 
program. 








“It is a significant factor, that 


Ww ° 
CHECK WHAT YOU NEED AND WE’LL 
TELL YOU HOW TO GET APPROVAL 





Uncle Sam needs farm produc- 
tion as never before. You may 
need production buildings— 
we can tell you what you can 
build; how to do it and what 
materials are available. Be sure 
to check with us for new ma- 
terials and plans. We can ad- 
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vise you on extending your 
present buildings, protecting 
your livestock and poultry, 
keeping your buildings in re- 
pair. We can sell you good qual- 
ity products at low cost. 

Step in and let’s talk over 
your plans... . no obligation. 


HEADQUARTERS 
FOR EVERYTHING 


FOR THE 





we even discontinued inserting the 
self-addressed reply cards long ago, 
It is not necessary, as farmers are 
so well sold on the idea now that 
they send their ads in by mail, tele. 
phone or personal visits of their 
own volition. Most of the front 
page is given over to their want- 
ad needs. But usually space is re. 
served for one large display ad. 
vertisement, or two or three smaller 
ones announcing seasonable mer. 
chandise. 

“Winter needs are highly sea- 
sonable now, with insulation mate- 
rials leading the list. But we find 
it even more timely to illustrate 
modern farm buildings—such as 
dairy barns, hog houses, machinery 
sheds, silo, milk house, brooder 
houses, cribs and home improve- 
ment suggestions, all of which are 
important factors to promote vic- 
tory through facilities for higher 
food production, which good build- 
ings help make possible, as _ indi- 
cated in our Jan. 5th issue, of the 
Farmer’s Exchange. 

“For 10 months out of the year 
1943, our paint supplier who pro- 
duces nationally advertised quality 
products, used the back page of the 
Farmer’s Exchange featuring his 
own products. He paid half the cost 
of publishing the monthly issues, 
and found it so satisfactory, that 
he expects to repeat the program 
during 1944. The other two months, 
we issue a smaller size sheet, as a 
conservation feature. 

“Today’s cost of issuing each 
mailing averages $54—$20 for 
printing charges, $30 for postage 
(le permit each) and $4 for news 
print stock. Obviously, the mess- 
ages cost less than 2c each—two 
pennies to talk to farmer customers 
and prospects monthly. The cost is 
negligible in comparison to the 
gradual growth of the business and 
the good will established which can 
hardly be calculated in terms of 
dollars and cents. 

“Simplicity in makeup combined 
with simple language is the best 
advertisement we can put out. Ex 
perience taught us this important 
fact. For example, in the past ! 
have tried to work up a mastel- 
piece in flowery language to tell 4 
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sales story. That type of adver- 
tisement does not “pull” nearly as 
well as the copy which uses the 
same kind of language you would 
yse talking to a prospect face to 
face. All “four-bit” words are out 
as far as We are concerned. 
“Although we _ publish 3,000 
copies each month, I never think 
of it in that light when preparing 
advertising copy. I try to visualize 
ONE of our farmer customers who 
USES or at least NEEDS the item 
I want to advertise. That way I 
get a better picture and a customer 
point of view style in the copy that 


clicks. For example, I try to make 
the copy short, upon the principle 
that most farm folks are informed, 
through national advertising, of 
what certain goods are made of— 
a maze of words only confuses the 
prospect, makes him pass it up.” 
Mr. Boyer sums up his 15 years’ 
experience conducting a successful 
inexpensive direct mail advertising 
program in these significant words: 
“The advertiser must thoroughly 
sell himself on the idea that it will 
pay, then stick to it—not for a 
few months, or a year, but con- 
tinuously, year in and year out.” 


DIFFERENT TYPES OF FIRES 


out in a fraction of a minute, 

if the extinguisher operator 
knows how to use equipment to best 
advantage. In fighting a fire in or- 
dinary combustibles (wood, paper, 
textiles, etc.), the extinguisher 
stream should be aimed at the base 
of what is burning, and not at the 
smoke and flames. Application 
should be continued until the fire 
is completely out. Then the oper- 
ator should search the remains for 
glowing embers and drench thor- 
oughly any that he finds. 


Fires in flammable liquids gen- 
erally fall into two categories— 
those in containers of liquids, and 
those in spills. If a foam, vapor- 
izing liquid or loaded stream ex- 
tinguisher is used, the operator 
should play the extinguisher stream 
against the far inside wall of the 
container just above the burning 
surface. This will avoid splashing 
and permit a natural spread of the 
extinguishant back over the burn- 
ing surface. Where possible, the 
operator should walk around the 
container while directing the 
stream, so as to get maximum cov- 
erage during the discharge period. 
Where an operator using a foam 
or loaded stream extinguisher must 
remain at a considerable distance 
from a container of burning liquid, 
the extinguishant, directed at a 
high angle, may be allowed to fall 
lightly on the burning surface. In 
no case, however, should the stream 
be directed into the burning liquid. 
_ If a carbon dioxide extinguisher 
Ig used, best results can be obtained 
by directing the discharge as close 
to the burning surface as possible, 
Starting nearest the operator and 
then progressing forward, moving 
the discharge horn slowly from side 
to side. The discharge should be 


Mee: incipient fires can be put 


continued even after the flames 
have been extinguished, to cool the 
liquid and prevent a possible re- 
flash. 

In fighting fires in spills, the 
operator should put out the flames 
nearest him first, and then slowly 
sweep out the fire as he advances 
along its path. 

Fires in electrical equipment 
should be fought the same way as 
those in ordinary combustible ma- 
terials. If vaporizing liquid or car- 
bon dioxide extinguishers are used, 
the operator can advance as close 
to the fire as necessary before the 
current is turned off—though best 
practice is always to turn off the 
current first. If water or water 
solution extinguishers are used 
(though they are not recommended 
for fires in electrical equipment), 
the equipment must be made elec- 
trically dead before application be- 
gins ; otherwise damaging short-cir- 
cuits can result and, if the voltage 
is high, a harmful charge may 
travel up the hose stream to the 
operator. 

A few general safety rules should 
be kept in mind. The operator 
should stand as far from the fire 
as conditions, and effective use of 
the extinguishing agent, will allow. 
In the case of a 214-gallon soda- 
acid extinguisher, the effective hori- 
zontal discharge length is from 30 
to 40 feet; in that of a 15-pound 
carbon dioxide type, about six feet. 
The operator should maintain his 
position between the fire and an 
exit to permit ready escape; and, 
if the fire is outdoors or in the 
path of a strong draft, he should 
stand to windward (his back to the 
wind). As soon as the fire is out, 
the area should be thoroughly ven- 
tilated. 


AMERICAN LUMBERMAN, March 4, 1944 





Ke-Side.. 
WITH ASBESTOS CEMENT SHINGLES 


Just like a new garment, as- 
bestos shingles bring new 
beauty and protection toold 
weatherbeaten exteriors. 

Deeply indented into the 
surface is anattractive wood 
gtain effect. They are made 
of fireproof materials . . . 
give you walls that are 
sealed against wind and 
weather, and are an endur- 
ing improvement. 

Let us show you our com- 
plete line of asbestos and 
asphalt siding shingles, also 
roll brick. You have a wide 





NEVER NEEDS PAINT 
RESISTS FIRE..... 
SEALS AGAINST WIND 
LIFETIME IMPROVEMENT 


range of choice and prices. 
See the many colors and 
sizes and let us tell you how 
little they cost and how 
easy they are to apply. 





Typical attention-getters run in the 
Boyer bulletin. That farmer-customers 
see and read them is amply proved. 











SOME “HARD TO GET” ITEMS [HAT YOU 
CAN GET HERE WHILE THE 
SUPPLY LASTS. 


5 GALLON MILK CANS 

Large GALVANIZED GARBAGE CANS $2.25 
10 GALLON MILK CANS 

BARN PUSH BROOMS 


LARGE SIZE GRAIN SCOOP 
SNOW SHOVELS 


Half Inch Mesh Galvanized Hardware 


KEROSENE LANTERNS, 2 globes .... 


12 Inch Revolving Head POULTRY 
HOUSE VENTILATORS 


SMOOTH WIRE, 9, 11, 16 gauge 


STORM SASH—Can make all sizes except 20 
inch and 24 inch wide glass. 
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Postwar Thinking 


David Cushman Coyle, famous 
engineer, has much to say here 
about one phase of postwar plan- 
ning that is not being discussed 
widely. It has to do with rapid 
advances in factory efficiency. He 
points out, to tell it very briefly, 
that engineering and chemical ad- 
vances developed in the past few 
years would, if fully used, make 
it possible for half the factory 
labor to produce the same volume 
of goods considered the maximum 
per man-hour some five years ago. 
Similar production efficiencies are 
being developed in farming and 
have been developing for some 
time. 

This, he says, will force a great 
change in the whole American 
pattern. It’s all to the good to 
have routine and humdrum work 
transferred to automatic ma- 
chines, provided the _ released 
workers can make a living in 
other ways. It’s important to the 
released workers, and it’s equally 
important to the big industries. 
Unless these millions of people can 
make livings they can’t buy the 
industrial output of the big mech- 
anized factories. Industrial mar- 
kets depend on general and widely 
diffused earning power. Coyle 
thinks this means a big and fully 
developed pattern of small busi- 
nesses, service trades, handcrafts 
and the like. 

So far we have thought of 
handcrafts as something like little 
theatres; a sort of playboy kind of 
stuff, tolerated only because it was 
picturesque. That attitude will 
have to change, thinks Coyle. 
Probably for a long time the big 
field will be the small business of 
the kind that gives the owner a 
chance to work. If big industry 
and big farming can be automa- 
tized they will be, and ways must 
be found to give the released 
workers a chance to make honest 
livings at useful jobs. Otherwise, 
these millions will be working for 
the government. 

Made work has its temporary 
uses in dire emergencies, but it 
can’t be the basis for national 
economy. And, if the government 
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can find useful and profitable work 
for millions, then the same thing 
can be done by the private citi- 
zens under their own power. In 
the long run the matter of getting 
released industrial workers into 
small businesses and service trades 
is going to be the big and impor- 
tant factor in postwar planning. 


Community Plans 


Coyle’s overall thinking stems 
right back to what we have been 
talking about iin these pages for 
some time, the need for little busi- 
ness, both distribution and pro- 
duction, to plan their own employ- 
ment, problems right on the home 
grounds. Out of all the postwar 
planning and talk about postwar 
patterns there emerges clearly and 
unmistakably the single fact that 
the only way to eliminate govern- 
ment planning and bureau imple- 
mentation of such planning is for 
little business in each community 
to unite on a cooperative, work- 
able postwar pattern. 


Hindsight on Lumber 


At the start lumber control 
agencies didn’t have too good an 
understanding of the lumber busi- 
ness, and that was not entirely 
their fault. Lumber business had 
not fully recovered from the de- 
pression when the war came along. 
There were enough sawmills if 
put into repair and fully serviced 
with labor and transportation to 
provide some forty billion feet a 
year. At the depth of the depres- 
sion we were selling less than one- 
third of that amount. So, when 
war came along industry leaders 
told the government about the 
unused potential cut, and control 
officials chalked up the lumber 
industry as a practically unlimited 
asset. That was sound only if 
the mills were fully serviced. They 
were not and could not be. The 
most serious shortage is labor. 
Woods labor is down forty per- 
cent, mill labor 14 percent, the 
industry as a whole 25 percent. 
On top of this, lumbering, unlike 
many new war industries, had 
already reached a high state of 
efficiency which went down as 








skilled men were drafted or left 
for higher pay jobs. Many war 
industries have improved efficiency 
so they produce twice as much 
with the same help they started 
with. The lumber industry could 
not do that, being already on the 
top efficiency level or near it. De 
mands on forest products multi- 
plied, and in the meantime reserve 
inventories in retail yards, jp 
wholesale stocks and in mill hold- 
ings have gone down to the van- 
ishing point. We’re facing a deficit 
of some four and a half billion 
feet this year. 


Foresight on Lumber 


The Philbin Bill (HR 4000) is 
designed to provide the same draft 
deferment status for loggers and 
other woods workers that is given 
farmers. A sub-committee of the 
House Military Affairs Committee 
has completed hearing on the bill. 
The hearings opened with strong 
endorsements from several com- 
mittee members, who told their 
fellow representatives that the 
manpower problem is the main 
barrier to adequate lumber produc- 
tion, and that unless something 
is done to increase the manpower 
supply the lumber industry will 
not be able to meet essential war 
demands. Representative Patman 
told the committee that his own 
committee (Small Business) was 
unanimously in support of the pro- 
posal for mandatory draft defer- 
ment as offering the best possible 
solution of the problem. 

Henry Bahr said that the indus- 
try manpower shortage amounts to 
100,000 workers, and pointed out 
that the shortage is mounting be- 
cause draft boards are still taking 
men from the industry, and will 
continue to do so unless specifically 
prohibited. Bahr said that enact- 
ment of the bill and its Senate coun- 
terpart will put a halt to further 
losses of lumber and pulp workers 
and will also tend to draw back into 
the industry some who had to 0 
into other industries in order to 
get draft deferment status. 

Undersecretary of War Pattel- 
son and Generals Clay and White 
strongly opposed passage of the bill 
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To help you plan ahead for 194X 


—s groups interested in housing get together 
these days, they discuss the many problems con- 
fronting them regarding postwar construction. Because 
of the inevitability of increased use of electrical appli- 
ances and equipment, they recognize that a radically new 
approach must be taken in planning electrically for new 
homes as well as for the modernization of present homes. 


Questions which are raised in planning this important 
phase of construction are: 


What electrical appliances and equipment will 
be available for homes? Will there be radical 
changes in prewar models? What will innova- 
tions be like? 


How should this equipment be arranged in the 
kitchen, laundry, utility room, living room, 
bedrooms, and bath—for greatest efficiency? 


How about access for servicing? Utility con- 
nections? Lighting outlets and controls? 


The Westinghouse Better Homes Department-is pre- 
pared to give you information on these and any other 
questions relating to the electrical phase of home plan- 
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ning. This Department welcomes the opportunity of giv- 
ing authentic technical advice on the proper selection and 
planning of home electrical appliances and equipment. 


Write: Better Homes Department, Westinghouse 
Electric §f Manufacturing Company, Pittsburgh 30, 
Pennsylvania. 


NEW FREE BOOK! 
We are preparing a new and un- 
usual book which will help you 
explain to prospective home owners 
the vital importance of “better 
wiring for better living” in 194X 
homes. 

Watch for special announcement 
and free offer of this big 64-page 
book in the April issue of this 
Magazine! 





Tune in John Charles Thomas, NBC, 
Sundays, 2:30 p.m., E.W.T. 


Westinghouse 


Plants in 25 Cities Offices Everywhere 
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when they appeared before the 
sub-committee. They urged that 
other means be found to solve what 
they recognize as a problem, but 
stated that the bill was contrary to 
Selective Service policy as approved 
by Congress that there be no group 
deferment. Employment of war 
prisoners was suggested. 

The WMC representative opposed 
the bill on the ground that it would 
complicate the overall manpower 
problem. He said WMC is placing 
about 12,000 men a month in the 
industry, and intensifying its re- 
cruitment of new workers. If the 
sub-committee reports favorably 
further hearings will be held before 
the entire committee or the bill 
may be reported immediately to the 
House. The companion Senate bill 
introduced by Senator Brewster, is 
pending before the Senate Military 
Affairs Committee. 


Surplus War Materials 


There are two ways of looking at 
the problem of disposing of surplus 
war materials, say students of the 
problem in Washington, and both 
of these revolve about a time ele- 
ment. It can be approached as a 
matter of getting rid of everything 
in the shorest possible time and for 
the greatest amount of money. Or 
it can be looked upon as a matter 
of syphoning onto the market such 
surplus material as will not have a 
detrimental effect on trade and na- 
tional income. The first policy likely 
would be disastrous in view of the 
huge quantities to be handled. The 
U. S. Chamber of Commerce wants 
a new, independent commission to 
administer the demobilization pro- 
gram, and the establishment of basic 
principles and policies to guide 
the commission in the conduct of 
its operations. Broadly, they want 
the surplus materials to be dis- 
posed of in a way which will reflect 
the greatest good to American 
economy, and they recommend prin- 
ciples designed to achieve this ob- 
jective. Stress in placed upon the 
desirability of the appointment of 
specific industry advisory commit- 
tees under a statutory authoriza- 
tion. Members of the committees, 
they urge, should be truly represen- 
tative of recognized functions in 
production and distribution and be 
drawn from large and small units 
with due recognition for geographic 
considerations. 


War and Relaxation 


Many civilians have been sobered 
by the battles in Italy. They had 
expected an easy march to Rome, 
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but Eisenhower didn’t, and the 
conduct of Allied operations in 
Italy has achieved what Eisenhower 
wanted. Because of these battles 
civilians accept the fact that recon- 
version is not being pushed or even 
permitted, that war factories are 
being held ready for continued 
munitions production. The fact is, 
however, that it wasn’t the Italian 
battles that set up production pol- 
icy, but the agreements at Teheran. 
These amounted to a definite effort 
to shorten the war, and bring about 
conversion sooner than if the war 
drags. Meanwhile the whole war 
pattern in this country is being 
tightened up. Eastman, for exam- 
ple, has announced that each indus- 
try must find ways of saving at 
least ten percent of its former ton- 
mile transportation uses. Supplies 
are rolling to the embarkation 
points on both seaboards in enor- 
mous quantities. War industries 
that have piled up great surpluses 
may not be asked to make more 
just now, but they will be held 
ready and tooled up for additional 
munitions production. Some sur- 
plus raw materials will be allocated 
to civilian-production factories, but 
mighty few will be allowed to retool 
for civil goods for many weeks or 
months. 

It may even mean unemployed 
workers as plants are temporarily 
closed down and the workers are 
more or less held in readiness to 
resume munitions making. It may 
mean unused surpluses of raw ma- 
terials. But that’s the way it’s 
going to be. Germany might crack 
at any time, but it’s possible that 
the big battles lie ahead; and the 
leaders are taking no chances of 
being caught short on supplies as 
the war sweeps up to a climax. 


Salvage Lumber 


The government knows that shel- 
ter is vital to the war effort, that 
farm buildings are necessary. The 
rules make it possible—not easy 
but possible to a limited extent to 
repair and even to erect new farm 
buildings. There’s one factor that 
retailers haven’t pushed much. 
That’s the salvage of local, used 
lumber. No chance that salvaged 
lumber will ever be popular at any 
price when new stock is available. 
But, if a community is suffering 
for construction it can use salvaged 
boards. In a good many communi- 
ties, regardless of denials, labor 





can be found to demolish worn-out 
buildings and to salvage the lum- 
ber. There are few regulations or 
limitations on the use of this stock. 


It’s available everywhere, and jp 
many communities it can be used, 
When a community wails for lum. 
ber and makes no effort to salvage 
used stock, it’s at least a question 
whether the community really 
needs the lumber or not. 


C'est La Guerre 


This is a war of machines and 
supplies. A General remarked re- 
cently that in this war victory goes 
to the Army that can move the 
most dirt. No doubt if we carried 
the terrible responsibility of the 
General Staff in keeping Army 
Corps supplied, when supplies are 
the price of living, we’d understand 
better this determined will that the 
men shall have, and get, ammuni- 
tion and tools and food. 

Here’s a curious fact. Most of 
us think the regulations govern 
everything; down to the last splin- 
ter and shingle nail. Lumbermen 
wear themselves out, filling out 
forms, making reports, filing appli- 
cations. But the fact remains that 
the government does, must and can 
depend upon the will of business 
men to play the game. Few of these 
rules are so right and complete 
that they can’t be evaded. They’re 
mostly sign posts and traffic lights; 
effective only when travelers will 
to be guided by them. The great 
majority of business travelers do 
just that; and this industry has 
reason to feel a towering pride in 
the will of its thousands of mem- 
bers to play the game. 

You can list hundreds of un- 
settled questions facing the indus- 
try. Two are of top importance: 
Increasing production; distributing 
production where it’ll be most effec- 
tive in winning the war. 

Last summer the WPB appealed 
to the Forest Service to do some- 
thing about the decline in lumber 
production; and it was then that 
the use of war prisoners in the 
woods got its start. The War De- 
partment was skeptical, and the in- 
dustry wasn’t enthusiastic. Don M. 
Rochester, of the Forest Service, 
carried the load; started with 25 
men whom he trained and then used 
as instructors. It was a slow busi- 
ness; but Rochester managed to 
make his case by proving the idea 
to be workable. More than 10,000 
prisoners are now at work in the 
woods, and General Marshall has 
issued an order that will put many 
more at work. 

Just as well to remember that 
expanded production is the founda- 
tion for every part of the industry. 
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Post-War Planning NOW/ 


YELLOW PINE 
HARDWOODS 
CYPRESS 
LUMBER 
TIMBERS 
LOGS, POLES 
PILING 
PLYWOOD 
VENEERS 


One morning in December, 1941, bombs cascaded upon Pearl 
Harbor; and we, as a nation, were caught unprepared because we 
had failed to try to analyze the future. 

In our business, we do not propose to be in a like situation when 
this war draws to its close—and which conceivably could be with 
an unexpected suddenness. 





While in no way losing sight of the main objective—winning the 
war—we are doing our post-war planning now. This planning 
embraces: 





Post-war markets and outlets for American lumber production. 
Possible types of requirements in each market. 

Changes in international competition as a result of the war. 
New products and new uses for old products brought out 
during this global upheaval. 

Changes and developments in production that may appear 
desirable. 

And other aspects of this vital business subject. 


We are analyzing these conditions now—breaking ground—laying 
foundations that will assure immediate action at the opportune 
moment. 

And in doing this, we are doing that which is necessary for our 
clientele, our industry, and ourselves. 


GEORGIA HARDWOOD LUMBER CO. 
General Offices, Augusta, Georgia, U.S.A. 
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Must Do MORE 


than Stop Hea 


HIRT sleeve comfort the 

year ’round is a leading 
feature of the so-called “‘mira- 
cle house.” 

What does “‘shirt sleeve 
comfort” mean? Temperature 
and humidity control—every 
day—regardless of outside 
weather. 

Economical and efficient 
control of temperature and hu- 
midity requires insulation... 
modern insulation . . . insula- 
tion that does many things— 
in addition to stopping heat. 

Red Top Wool, made of 


TOP 


INSULATING WOOL //,,, ¢4/ 


Fiberglas*, is that kind of prod- 
uct. It is especially designed 
for quick, easy, economical 
installation—and for continu- 
ous, efficient results. It is ready 
to serve today . . . working 
“miracles” wherever it is used. 
When you specify, sell, or 
install Red Top Wool you can 
do it with full confidence that 
it is a modern insulation that 
does far more than stop heat— 
it’s one of the ways to help 
put the “miracle” into any 
house—old or new. 


% Trademarks Reg. U. S. Pat. Off. 


ONLY RED TOP WOOL 
GIVES YOU 


Guoulation Pu! 


P) 
te & FIRE RESISTANCE 
LIFETIME SERVICE 
RANGE OF THICKNESSES 
5 LIFETIME STABILITY 


TAILORED TO FIT 
READILY AVAILABLE 


LIGHT WEIGHT 
ECONOMY ALL WAYS 


Made in a complete 
line that covers 
every purse and pur- 
pose. Three thick- 
nesses in rolls and 
bats... 1", medium 


(Approx. 2”), and 





thick (Approx. 3”). 
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$00: WEST ADAMS. STREET, CHICAGO 6. 1LLINOES 


—— 


This famous trademark identifies products of the United States Gypsum Company— where for 40 years research 
has developed pag one gas materials 
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Building Survey of 1943 

Construction contracts awarded dur- 
ing the year 1943 totaled $3,273,- 
990,000 in the 37 Eastern states, ac- 
cording to estimates of F. W. Dodge 
Corporation. This was a drop of 60 
per cent from the 1942 record volume 
of $8.255,061,000 and comparable 
with the 1938-1939 level. The decline 
from 1942 reflected the passing of the 
peak in construction for war pur- 
poses and the continuance of restric- 
tions on civilian construction ruled 
non-essential. All major project classi- 
fications showed reductions as_ indi- 
eated in the following table: 


Classification 
Commercial Buildings 
Manufacturing Buildings 


Educ. and Science Buildings eerie aeee oe We re 
Hospital and Inst. Buildings............ 


Public Buildings 
Religious Buildings 


Social and Recreational Buildings...... 
Miscellaneous Non-residential Buildings....... 


Residential Buildin, 
Heavy Engineering 


TOTAL CONSTRUCTION 2.2.00. 


In spite of the 52 per cent decrease 
in the valuation of residential build- 
ing the decrease in the number of 
new dwelling units provided was only 
24 per cent due to a switch in em- 
phasis in 1943 from one- and two- 
family houses to multi-family build- 
ings and a sharp drop of 74 per cent 
in expenditures for barracks and other 
types of shelter not providing family 
dwelling units. 

For the year 1944 there is expected 
a continuance of the downtrend that 
has been in evidence the past year, 
although, an early cessation of hos- 
tilities in Europe, or even by mid- 
year, might be the occasion for some 
relaxation of the government’s limita- 
tion order L-41. 


Increase in Home Loans 


For the fourth year in a row, the 
savings and loan associations and co- 
operative banks in 1943 lent upwards 
of a billion dollars on homes, the U. S. 
Savings and Loan League announces. 
On basis of figures reported at more 
than 2,000 annual meetings of these 
institutions’ shareholders, and data 
for the first ten months of the year 
collected by the Federal Home Loan 
Bank system, it is concluded that last 
year saw a greater volume of new 
loans made than did the previous 
year. 

The great middle part of the coun- 
tty, the Southwest, and the West 
Coast were the scenes of the most 
Noteworthy increases in volume of 


loans over 1942. Since the major part 
of the 1943 volume of loans was for 
purchase of homes, it is deduced that 
the geographical distribution of the 


‘increases reflects particularly active 


markets for residences in those areas. 


In the last four years, each of 
which has seen the savings and loan 
institutions disbursing more than a 
billion dollars, this group of home 
lenders has assisted some 1,860,000 
families to build, buy, remodel or re- 
finance a home, he said. Except for 
the great home building decade of the 
1920’s, no previous four-year period 
has seen so many new families bor- 

Valuation % Reduction 
1943 from 1942 

—60% 

—66 

—58 


120,743,000 
766,243,000 
62,407,000 
110,718,000 
24,659,000 
7,109,000 
58,217,000 
274,164,000 
867,815,000 
981,915,000 


ere $3,273,990,000 


rowing from the savings and loan 
institutions. Their new borrowers for 
the four-year period 1940-1943 were 
just about as numerous as those for 
the previous five-year period. 


Denver War Housing 


Private enterprise has been given 
the go ahead signal for construction 
of a 2 million dollars worth of hous- 
ing for essential civilian war workers 
in the Denver metropolitan area. This 
announcement is made by Joseph P. 
Tufts of Kansas City, regional repre- 
sentative of the national housing 
agency, who also announced all nec- 
essary priorities for building mate- 
rials have been allowed and applica- 
tions of investors, landowners and 
builders will be received at once by 
M. W. Bennett, state director of the 
FHA, Denver. 

Denver has been famed as a city 
of homes and, according to Tufts, “it 
is the hope and purpose of the hous- 
ing authority that the planned 500 
privately financed family dwelling 
units will not detract from this repu- 
tation. The entire project will be pro- 
vided by private builders with private 
funds. Four hundred of the family 
dwelling units will be new construc- 
tion, the remaining 100 units will be 
made available through the conver- 
sion of existing structures into mul- 
tiple dwellings. 

“Of the 400 new units, 145 will rent 
at $31 and $39.99 a month and re- 
maining 255 at $40 and $50. The re- 
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conversion units will rent from $40 
to $50 a month, all rents exclusive of 
utilities. The average cost of a hous- 
ing unit will be about $5,000. 


“These privately owned houses are 
to be artistic, modern and modest, 
with up-to-date plumbing fixtures and 
other necessary conveniences. There 
are to be provided with pleasant set- 
tings, such as lawns, trees, shrubs, 
so that when war is over and work 
plants are converted to civilian indus- 
tries, families will be happy to claim 
them as homes.” 


Building Construction 
Analysis (No. 2) 


One-fifth less building construction 
was started in urban areas during 
November than during October 1943. 
Federal building contract awards de- 
clined 38 per cent while all types of 
private building decreased 9 per cent. 
New nonresidential construction de- 
creased 33 per cent, new residential 
construction 18 per cent, and addi- 
tions, alterations and repairs 6 per 
cent from October to November 1943. 
New non-residential was the only 
class of private building construction 
to show an increase for the period, 27 
per cent, while all classes of Federal 
building construction declined. 

Total building construction valua- 
tions were 3 per cent higher in No- 
vember 1943 than in November 1942, 
due to an increase of 57 per cent in 
additions, alterations and repairs. The 
dollar volume of new residential build- 
ing started during November 1943 de- 
clined 6 per cent and new non-resi- 
dential building, 10 per cent. Federal 
construction contracts awarded were 
about two-thirds of the November 
1942 valuations. Permit valuation for 
other building construction increased 
37 per cent. 

The 17,166 family dwelling units for 
which permits -were issued or con- 
tracts awarded during November, 
1943, represent a decline of 2 per cent 
from the total for October 1943 and 
a 15 per cent increase over the total 
for November 1942. About 45 per 
cent, or 7,754 units, were in Federal 
housing projects for war workers. 
This is 39 per cent more than the 
number of Federally financed units 
started during October 1943 and an 
increase of one-third over the number 
started during November 1942. The 
number of privately-financed dwelling 
units started during November was 
21 per cent less than during the pre- 
vious month but 3 per cent more than 
during November 1942. 


Forty-two per cent of the dwelling 
units started in urban areas during 
the first 11 months of 1943 were in 
Federally financed housing projects 
as compared with 33 per cent during 
the same period of 1942. The number 
of privately financed units put under 
construction thus far in 1943 was 37 
per cent less than during the same 
period in 1942. 
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- « « ASSOCIATIONS & CLUBS 


Northern California 

Fulton Lewis, Jr., nationally known 
radio commentator, is slated to talk 
before the Lumber Merchants Asso- 
ciation of Northern California at the 
Palace Hotel in San Francisco, March 
18. 


New Jersey Plans 

The New Jersey Lumbermen’s As- 
sociation has scheduled its sixtieth 
annual meeting for March 22 at the 
Robert Treat Hotel, Newark, N. J. At 
the business session the members and 
bureau officials from Washington will 
thoroughly explore .the subject of 
“Building in the Postwar Period,” also 
“The Future Relations of Government 
and Industry.” The correct attitude 
of the retail distributor of lumber 
toward both of these subjects is of 
vital importance to the well being of 
this branch of the industry. Nicholas 
S. Gentile of Pompton Lakes is chair- 
man of the committee of twelve in 
charge of the event, with G. E. (Ed) 
De Nike serving as secretary of the 
committee at association headquar- 
ters in Newark. 


Southern States Forest 
Fire Commission 


The Southern States Forest Fire 
Commission, Inc., will hold its annual 
meeting at Selma, Ala., on March 14. 
This organization is sponsoring a 
drive by lumbermen in its section to 
promote timber rehabilitation and to 
stop forest fires. Ads in rural publi- 
cations carry the messages to the 
people. The commission, which is 
sponsored and directed by leading 
educators and 300 southern lumber 
manufacturers, promotes interest in 
the conservation of timberlands in the 
South. W. L. Shaddix, Double 
Springs, Ala., is secretary-treasurer. 


Northwestern Plans 


The Northwestern Lumbermen’s 
Association’s wartime conference, to 
be held at the Radisson Hotel in Min- 
neapolis on March 14-15, will give 
lumber dealers an opportunity to ask 
all the questions they have on their 
minds, at a panel discussion with Gov- 
ernment administrators, and should 
be helpful in clearing up the con- 
fusion resulting from regulations, re- 
strictions, and controls. Addresses 
and discussions by men prominent in 
the industry will further aid the deal- 
ers in solving their problems. 


Plans for Louisiana Dealers 
Realizing the importance of a State 
association in helping the retail lum- 
ber dealer to cope with the many con- 
trols, restrictions, and regulations im- 
posed by the Government in its effort 
to successfully prosecute the war in 
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the quickest time, the program for the 
third war conference of the Louisiana 
Building Material Dealers’ Assn. in- 
cludes nationally prominent speakers 
who will discuss a diversity of sub- 
jects. The sessions will be held in the 
Roosevelt Hotel, New Orleans, on 
March 15 and 16. 

Carver Blanchard, Baton Rouge, 
will be moderator at a “Discussion 
Forum on Government Regulations,” 
on which panel OPA and WPB offi- 
cials will serve. 


Texas Plans 


The two day conference of the Lum- 
bermen’s Association of Texas, to be 
held at the Adolphus Hotel in Dallas, 
Tex., on April 10 and 11 promises to 
have one of the most timely and out- 
standing programs in the history of 
the organization, according to Execu- 
tive Vice President Gene Ebersole. 
President Curtis T. Vaughan will pre- 
side at the sessions of this fifty-eighth 
annual meeting. 

Several local committees of Dallas 
dealers are aiding the State associa- 
tion officers in planning for a stream- 
lined program of serious business. 
Winfield Oldham, Oldham & Sumners 
Lumber Co., and J. D. (Doss) Shep- 
pard, Lingo Lumber Co., are general 
chairman and co-chairman, respec- 
tively, of the Dallas convention group. 
The registration committee is headed 
by George Spurgeon, Geo. W. Owens 
Lumber Co.; Samson Wiener, Wiener 
Lumber Co, heads the hotel commit- 
tee, and Charles Brewington, Brew- 
ington Lumber Co., one of. the senior 
members of the Dallas retail lumber 
industry, is chairman of the reception 
committee. 

The Texas Mill Managers’ Associa- 
tion has accepted an invitation from 
the retailers of Texas to hold its 
monthly meeting at Dallas at the time 
of the annual meeting of the Texas 
retail association. 


National Commission Men 


The National Association of Com- 
mission Lumber Salesmen of the Chi- 
cago region held a meeting at the La- 
Salle Hotel in that city on Feb. 24, 
to elect a regional director to replace 
Robert Olson, who will soon be in- 
ducted into the Navy. Charles O. 
Aschmann of the Aschmann-Mc- 
Gregor Lumber Co., Chicago, succeeds 
Mr. Olson. 

It was also decided to send Edward 
J. Koza to Washington, D. C., the 
week of Feb. 27 to represent the 
group at the wholesale and commis- 
sion meeting called by Peter Stone, 
lumber price executive of OPA. 

Since the recent serious illness of 
Hubert L. North of Kalamazoo, Mich., 


who was elected secretary-manazer of 
the association at its annual meeting 
last April, Frank J. More of St. Louis, 
Mo., has been temporarily serving as 
secretary-manager. 


Baltimore Hoo-Hoo 

Hoo-Hoo Club No. 100 of Baltimore, 
Md., met on Jan. 31 and a committee 
was appointed to plan for higher 
salesmanship and closer understand. 
ing of the uses of various woods by 
educational and other means designed 
to bring about an improvement in the 
trade. It will follow the lead of the 
National organization. President Ver- 
non W. Malloy appointed Harold A. 
Crane as chairman, with Walter J. 
Appel, F. Bowie Smith, D. Carlysle 
MacLea, George A. Meyls, Jr., and 
George V. Fredrickson as members of 
the committee. 


National Hardwood Wholesalers 


President Charles Gill of the Na- 
tional Association of Hardwood 
Wholesalers and the executive com- 
mittee have appointed standing com- 
mittees for 1944. G. A. Vangsness, 
secretary of the National Hardwood 
Wholesalers and J. C. Walsh, a mem- 
ber of the executive committee, at- 
tended the Southern Hardwood Pro- 
ducers (Inc.) annual meeting in New 
Orleans on Feb. 15-16. 

Six new members have been added 
to the association membership since 
its annual meeting in Chicago on 
Jan. 7. 


Eastern Kentucky Forest Fire 
Protective Association 


The Eastern Kentucky Forest Fire 
Protective Assn. held a meeting in 
Jenkins, Ky., on Feb. 24, with hun- 
dreds of timberland owners, State for- 
est fire heads, and local sawmill own- 
ers, lumbermen, and others. A num- 
ber of interesting discussions were 
made, looking to a better organization 
in the border hardwood area for ac- 
tive and alert forest fire protection. 
The organization will co-operate with 
State headquarters in an effort to 
make this year’s forest fire loss lower 
than ever before. 


Walnut Forestry Program 


Launching a forestry and conserva- 
tion project and appointment of Wil- 
liam C. Finley as association fores- 
ter, has been announced by the Amer- 
ican Walnut Manufacturers Associa- 
tion. The program was planned by 
the association’s forestry committee, 
consisting of Chester B. Stem, Chester 
B. Stem, Inc., New Albany, Ind, 
chairman; B. F. Swain, National 
Veneer & Lumber Company, Indian- 
apolis and Seymour, Ind., and Clar- 
ence A. Swords, Swords-Morton 
Veneer Company, Indianapolis. The 
Committee worked in co-operation 
with Harris Collingwood, Washington, 
D. C., forester for the lumber indus- 
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Speed matic 
SAW 


Sizes: 7/2”, 8”, 10” and 12” 

Just the right weight and handiness—plus all the 
power you'll ever need. It's perfectly balanced for one- 
hand operation in any position. The extra-wide shoe 
assures a steadier, truer cut. It has a “quick set’ depth 
and angle adjustment, and its safety guard can't clog. 
The blade enters cut at 7,000 r.p.m.—so fast it practically 
feeds itself. SPEEDMATIC is so easy to use that any of 
your men can make a convincing demonstration right in 
your own yard. 


Sales and Rentals 
PROVIDE 
WORTHWHILE 
PROFITS: 


The Porter-Cable line includes the SPEEDMATIC Floor 
Sander, the fastest, smoothest-cutting floor finisher made, 
and TAKE-ABOUT, the world's most 
popular portable sander. Many 
lumber dealers have found a source 
of steady revenue selling or renting 
these great little labor-savers. In- 
formation and help on how to start 
a rental department is yours for the 
asking. 
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Out Your Sales Picture... 


THE 


PORTER 
-CABLE 


line of modern, efficient electric-tools 
fits perfectly 


into your lumber business 


@ A lumber yard is the natural outlet for 
Porter-Cable SPEEDMATIC Handsaws. No one 
in town has a better chance to show it in action. 
On the job, in your own yard, a SPEEDMATIC 
will quickly pay for itself in faster, better work. 
And the yardmen who do the sawing naturally be- 
come convincing salesmen to your trade. They 
know the superiority of SPEEDMATICS and have 
an unequalled opportunity to demonstrate them. 

You have a similar advantage on floor sander 
business, both for sales and for rentals. If you 
handle SPEEDMATIC Floor Sanders, you can 
quickly become the ‘‘floor sander headquarters”’ 
for your territory. Make a start now on a new 
department of your business with real growth 
possibilities. ? 


You Can Bank on the Porter-Cable Line 

Porter-Cable machines live up to every claim 
made for them. Their record is well known to the 
trade—they’ve had experience with them at first 
hand—and they are constantly reminded of the 
Porter-Cable superiority in trade paper and maga- 
zine advertisements. 

Cash in on this business right. away. You’ll be 
making easy profits—you’ll render a valuable 
service to your customers—and you’ll avoid the 
risk of losing their natural business to some other 
dealer. Fill in and mail the coupon today. 


PORTER-CABLE Machine Co. 
1600-3 N. Salina St., Syracuse, N. Y. 








PORTER-CABLE Machine Co. 
1600-3 N. Salina Street 
Syracuse, New York * 


I am interested in the sales possibilities of SPEEDMATIC Electric 
Handsaws (], TAKE-ABOUT Portable Sanders [], SPEEDMATIC 
Floor Sanders [] (Check alf that interest you). Please send me 
details of your dealer proposition. © 

















is Ammunition 


and Booth-Kelly’s two 
mills are working overtime 
to see that the armed forces 
have the Fir lumber they 
need to carry on Victory. 


When peace is assured, 
Booth-Kelly will again de- 
vote its full resources and 
energies to producing for 
the farm and home building 
needs of postwar America. 


DOUGLAS FIR 


Dimension 
Drop Siding 
Mouldings 


Flooring 
Finish 
Casing 


Ceiling 
Stepping 
Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BootlAtell 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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try. Of especial help were several of 
the Midwest’s outstanding foresters 
from the regional and state offices of 
the various governmental forestry 
agencies—men who have had years of 
woods experience in the area where 
most of the Walnut association’s for- 
estry activities will be carried on. 

The purpose of the project is to en- 
courage forestry practices that will 
aid in the growing and harvesting of 
American Walnut as a permanent 
crop. The area to be covered in this 
work includes the states producing 
walnut in commercial quantities— 
southern Michigan, Ohio, Indiana, IIli- 
nois, Missouri, Iowa, Kansas, West 
Virginia, Kentucky, Tennessee and 
Arkansas. 


New York Lumber Trade 
Association 


At its annual meeting at the Na- 
tional Republican Club in New York 
City on Feb. 9, the New York Lumber 
Trade Association re-elected Sidney 
Weiner of Meyer, Grimes & Weiner 
Co. as president. R. B. Everett of R. 
B. Everett Lumber Co., Brooklyn, was 
re-elected vice president; and Frank 
Homan of Dykes Lumber Co. and Fred 
Ritter were re-elected treasurer and 
secretary-manager, respectively. 

Arthur Larson, legal advisor of 
OPA and Lt. Ramhurst of CPA spoke 
and answered the questions put to 
them after their talks. 


Assistant Secretary Resigns 


R. O. Sewall has resigned as assis- 
tant secretary of the Northwestern 
Lumbermen’s Association, with offices 
in the Foshay Tower, Minneapolis, 
Minn., to become associated with a 
retail lumber company. 


Sacramento Hoo-Hoo 
Honor Old Timers 


At a recent dinner meeting of Hoo- 
Hoo Club No. 109 in Sacramento, 
Calif., the program was dedicated to 
Burton Hays Smith, Sacramento rep- 
resentative of the Long-Bell Lumber 
Co., and Charles R. Webber, Sacra- 
mento representative of Cooper Lum- 
ber Co., Portland, Ore. Both men 
have been in the lumber business for 
more than half a century, and both 
have been members of Hoo-Hoo for 
49 years. President Homer M. Derr, 
J. M. Derr Lumber Co., Elk Grove, 
presided. 


San Diego Hoo-Hoo 
Reorganize 


A reorganization meeting of San 
Diego, Calif., Hoo-Hoo was held re- 
cently at the La Mesa (Calif.) Coun- 
try Club, with the following elected to 
serve on the Nine: 

Snark—Frank Park, Park Lumber 
& Investment Co., La Mesa; Senior 
Hoo-Hoo — William Cowling, Dixie 
Lumber & Supply Co., San Diego; 
Junior Hoo-Hoo—Al Frost; Scrive- 
noter—Mearl Baker, Miller-McDer- 


mott Hardwood Lumber Co., Sa, 
Diego; Bojum—John H. Stewart, 
Frost Hardwood Lumber (o., Say 
Diego; Jabberwock — Carl Gavotto, 
American Products, Inc., San Diego; 
Custocatian—Clifford Roberts, Ben. 
son Lumber Co., San Diego; Ares. 
noper—Charles D. McFarlane, Dixje 
Lumber & Supply Co., San Diego; ang 
Gurdon—Nihl Hamilton, Lumbermen’s 
Service Bureau, San Diego. 

Dee Essley, Snark of the Los Ap. 
geles district, was the principal speak. 
er, extending an invitation to the 
newly elected Nine of San Diego Hop. 
Hoo to conduct the initiation ritug] 
at a concatenation to be held by the 
Los Angeles group in March. 

Mear] Baker presided at the meet. 
ing, and nine former members were 
reinstated. 


Twin Cities Hoo-Hoo 


The Twin Cities Hoo-Hoo club of 
Minneapolis and St. Paul has changed 
the date of its annual dinner and stag 
party from March 15 to March 14, it 
is announced by President Tom 
Bonner. The fete will be held in eon. 
nection with the Northwestern Lun. 
bermen’s Association War Conference, 
which is scheduled for March 14 and 
15. The dinner will be at the Nicolle 
Hotel and will be preceded by a coneat 
at 4:39 p.m. The annual stag floor 
show will follow the dinner. 


Scheduled Meetings 


March 9—Lumbermen’s Exchange of the 
City of Philadelphia, Philadelphia, Pa, 
Annual meeting. 

March 14—Southern States Forest Fire 
Commission, Selma, Ala. Fifth an- 
nual meeting. 

March 14 -15— Northwestern Lumber- 
men’s Association, Radisson Hotél, 
Minneapolis, Minn. Annual wartime 
merchandising conference. 


March 15-16—Louisiana Retail Lumber 
& Building Material Dealers’ Assgocia- 
tion, Roosevelt Hotel, New Orleans, 
La. Annual. 

March 22—New Jersey Lumbermen’s 
Association, Robert Treat Hotel, 
Newark, N. J. Sixtieth annual con- 
ference. 

March 28-29—Central Kansas Lumber- 
men’s Association, Salina, Kan. Al- 
nual conference. 

March 28-29—wNorth Dakota Retail 
Lumbermen’s Association, Elks Club, 
Fargo, N. D. War conference. 

March 29—Florida Lumber & Millwork 
Association, San Juan Hotel, Orlando, 
Fla. Annual conference. 


April 10-11—Lumbermen’s Association 
of Texas, Adolphus Hotel, Dallas, Tex. 
Annual. 

April 26— American Wood-Preserver? 
Association, Palmer House, Chicago. 
Annual conference. 

May 16-17—Railway Tie Association, 
Hotel Netherlands Plaza, Cincinnall, 
Ohio. Annual conference. 

June 6-7—National-American Wholesale 
Lumber Association, Edgewaté! 
Beach Hotel, Chicago, Ill. Fift¥ 
second annual meeting and war col 
ference. 

July 26-27—Southern Woodwork Asse 
ciation, The Cloister, Sea Island 
Beach, Ga. Executive meeting for 
members only. 
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ta Keep 'Em Rolling 
ON THE HOME FRONT 


Ist Lt. O. S. Gardner 
Two years ago his address 
was Frost Sales Depart- 
ment. Present address .. . 
“Somewhere in the South 
Pacific.” 


is Be 


Railway Mechanical Engineer Photos 


Day and night, over every railroad of the nation, perishable food- 
stuffs are moving swiftly from points of production to consumer 
markets. 


So what? 


These vital foodstuffs are shipped in refrigerator cars. The con- 
struction and maintenance of these cars are dependent upon available 
lumber. For, besides being insulated with wood ceilings, linings and 
flooring, many of them have wood frames and sheathing. 


With over one-quarter million refrigerator cars serving the nation’s 
home front, the consumption of millions of feet of vital lumber is 
accounted for by this one item alone. 


This and other essential industries are consuming all the lumber 
Frost’s 9 big mills can produce. But, Frost’s forests are still growing 
trees. With Victory, Frost Lumber will again be available to meet 
every postwar need. 


BUY U. S. WAR BONDS 


and keep in touch with Frost Service 


FROST LUMBER INDUSTRIES, Inc. 


ST. LOUIS, MO. 


SHREVEPORT, LOUISIANA NEW YORK CITY 
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U-S-G Dubl-Thick Dubl-Butt Shingles — an 
exclusive design to increase weather protection and 
add beauty (Not available under war restrictions.) 








Thatch* Shingles (now made for siding)— an 
exclusive design with wide, popular appeal; excep- 
tional value. (Available today. ) 


Sil-O-Ett* Split Rolls—an exclusive design that 
gives shingle beauty with roll roofing economy. 
(Available today.) 


Arro-Lock* Shingles—/for years an exclusive 
“best-seller” because of its low cost, self-locking 
feature (Available today.) 


Super-Tite* Shingles— an exclusive design that 
gives triple coverage to more than 48% of the roof. 
(Not available under war restrictions. ) 


Random Tab*—an. exclusive design that gives 
strip shingle economy with individual shingle 
beauty. (Not available under war restrictions.) 








fit 

iu TS 

TERE E 3 i ry Perey 
MV i a OE \\ 








if iA 

Glatex* Siding—an exclusive finish that makes 
asbestos-cement siding cleanable, beautiful 
more durable, (Available.today.) 
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LOOKING AHEAD! 
GOING AHEAD! 
STAYING AHEAD! 


Looking ahead, U-S-G sees the need for new, 
improved products to keep U-S-G dealers going 
ahead . . . and staying ahead. 

So ... inside the walls of U-S-G research 
laboratories, an eminent staff of research chem- 
ists, engineers and designers carry on a relent- 
less search to discover new secrets of science 
that will bring you still better roofing ... roofing 
that will have more sales appeal. . . roofing that 
will keep U-S-G dealers going ahead. 

This research staff is Fortified* with a wealth 
of experience— gained from more than 40 years 
of progress in solving the problems of pro- 
tecting all parts of a building against the ravages 
of weather, fire and time. 

When you first see a new type of shingle or 
siding announced by U-S-G, you know these 


BY U-S-G RESEARCH 


witH EXCLUSIVE ROOFING anp 
SIDING’ SALES ADVANTAGES 


engineers have discovered a better material, or 
design, or color. They have tested it exhaustively 
—and given it their approval as a product 
worthy of U-S-G. 

Just see what they have done for dealers in 
U-S-G roofing. Glatex* Siding! Random Tab*! 
Dubl-Thick Dubl-Butt*! And many others. Each 
has helped U-S-G dealers to sell . . . to increase 
profits... to stay ahead. 

Today, these scientists have more exclusive 
new products perfected ... ready for you when 
“business as usual” returns. 

The record of the past is your guarantee for 
the future that, as a U-S-G dealer, you are forti- 
fied by research with exclusive roofing and 
siding sales advantages . . . sales advantages that 
will build profits today .. . and tomorrow. 





**Today government restrictions limit the number 
of designs roofing manufacturers can make. As a 
result, some of the exclusive products developed 
and shown here are not available now. 











*Trademark Reg. U. S. Pat. Off. 


Ugs UNITED STATES GYPSUM 


300 WEST ADAMS STREET, CHICAGO 6, ILLINOIS 





This famous trademark identifies products of United States Gypsum Company— 
where for 40 years research has developed better, safer building materials 
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Industry-Wide Production Confer- 
ence of Southern Hardwood 
Producers Also Considers 
Postwar Problems 


Southern Hardwood Producers, Inc., 
annual meeting in conjunction with an 
industry-wide production conference 
at Roosevelt Hotel, New Orleans, La., 
Feb. 14-15. 


Officers Elected: 


President—C. Arthur Bruce, E. L. 
Bruce Co., Memphis (re-elected). 

Vice President—John W. Bailey, 
Bailey Lumber Co. Ltd., Laurel, Miss. 
(re-elected). 

Acting Secretary-Manager & Treas- 
urer—C. E. Miller, Memphis, Tenn. 

(C. E. Miller has been for many 
years assistant secretary and statis- 
tician of SHPI, and was named to this 
new post temporarily to succeed Ed. 
R. Linn, whose resignation was ac- 
cepted by the board of directors at 
this meeting. Mr. Linn has been Sec- 
retary-Manager of SHPI since 1935 
and expects to announce his new plans 
shortly.) 

New Director—A. T. McDonough, 
Crossett Lumber Co., Crossett, Ark., 
to replace D. H. Hall, New Albany, 
Miss., resigned. 

L. J. Heatherly was re-appointed in 
charge of trade promotion depart- 
ment. 

Speakers and Featured Guests: 

Lt. James M. Tucker, USNR, Paoli, 
Ind., and late of Sicily and Salerno. 

Representing Central Procuring 
Agency: 

Lt. Comdr. Walter W. Kellogg, 
USNR (also a past president 
SHPI). 

Lt. James May, USNR. 

Lt. Douglas Jones, USNR. 

Lt. J. B. Walters, USNR. 

Representing War Production 
Board: 

Walter R. Jones, Chief of Produc- 
tion, Lumber Section (also a past 
president SHPI). 

Kerry L. Emmons, Hardwood Con- 
sultant. 

Representing National Lumber 

Manufacturers’ Association: 

Dr. Wilson Compton, secretary- 
manager. 

Ben R. Ellis, priorities expediter 
(also secretary, Southern Cypress 
Manufacturers’ Association). 

Walter Scales, engineer and archi- 
tect. 

Representing American Forest 

Products Industries: 
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Carl A. Rishell, director of research. 

Charles French, manager public re- 
lations program. 

Representing National Lumber Ex- 


porters Association: 


Edward Barbour, vice president. 
Douglas F. Heuer, secretary. 
J. W. K. Wernham, British Timber 


Commission, London, England. 


John W. McClure, secretary, Na- 





C. Arthur Bruce 


J. W. Bailey 

Memphis, Tenn. Laurel, Miss. 
Re-elected Re-elected 

president vice president 


tional Hardwood Lumber Association, 
Chicago. 

Harold E. Everley, trade promotion 
manager, Appalachian Hardwood 
Manufacturers, Inc., Cincinnati, Ohio. 

Louis J. Bosse, secretary-treasurer, 
Hardwood Dimension Manufacturers 
Association, Louisville, Ky. 


Henry H. Willins, secretary-treas- 
urer, National Oak Flooring Manu- 
facturers Association, Memphis, Tenn. 

J. B. Woods, American Forestry As- 
sociation, Washington, D. C. 

Cecil New, Southern Hardwood 
Traffic Association, New Orleans. 

J. V. Norman, legal counsel, South- 


ern Hardwood Industry War Commit- 
tee. 


C. W. Parham, chairman, Southern 
Hardwood Industry War Committee, 
Memphis, Tenn. 


C. C. Shepperd, past president SHPI, 
chairman Southern Pine War Com- 
mittee, Clarks, La. 









H. M. Seaman, past president SHPj, 
Kirby Lumber Corp., Houston, Tex, 


Meeting Keynotes: 


How to increase production of 
southern hardwoods to better serve 
the Armed Forces was the keynote 
of the opening remarks of C. Arthy 
Bruce in presiding at the industry. 
wide meeting, with C. W. Parham act. 
ing as co-chairman of the meeting, 
General discussion from the floor 
pointed out that MPR 348, covering 
ceiling prices on logs and bolts, was 
currently the industry’s greatest evr. 
tailment to production, that it was 
not enforceable, and the chairman was 
instructed to place the industry op 
record with OPA and other proper 
government agencies urging immedi- 
ate repeal. 

In the postwar planning sessions of 
the meeting, the industry gave unani- 
mous approval to financial and eo. 
operative participation in the AFP] 
research program and the huge pub- 
lic relations program being sponsored 
by the National Lumber Manufac. 
turers’ Association through the AFPI. 

At the board of directors meeting, 
held Wednesday afternoon immediate- 
ly after the adjournment of the gen- 
eral sessions, the following actions 
were taken in addition to the election 
of officers and the reappointment of 
the executive committee: 

Association dues were increased, 
from 7% cents to 10 cents per MBF, 
with 2 cents authorized to go to the 
general fund of the National Lumber 
Manufacturers’ Association; a sum of 
$2,500 was earmarked for the public 
relations program of NHLA, and 
$1,000 a year for three years was 
voted to the American Forestry As- 
sociation for a general timber survey. 

Believing that scientific research is 
basically long-term planning to better 
serve the needs of the general public, 
the directors voted to appropriate 
$15,000 for the research program be- 
ing sponsored by AFPI. 


Tuesday Sessions: 

Preceded by a showing of movies 
made and released by the Office of 
War Information illustrating _ the 
many and various vital ways in which 
lumber is being used to further the 
war program, Lt. Tucker gave a per- 
sonal bird’s-eye picture of many of 
these uses in actual warfare and under 
fire. As a commanding officer of one 
of the LST boats at the invasions of 
Sicily and Salerno, Lt. Tucker was 
able to point out how wood is actually 
the spearhead of equipment needed for 
landing operations. Lt. Tucker, who 
wears the Purple Heart decoration for 
wounds received at Salerno and who 
is still on the hospital list at Mem- 
phis, explained that all invasion and 
truck equipment is expendable and 
has an average short life, therefore 
replacements are constantly required, 
thus more and more hardwood lumber 
of good grades is needed. 

Lt. Comdr. Kellogg, a former SHPI 
president, was asked by the chalf 
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Logs for Paul Bunyan’s Saws 


Year round production at Westwood demands a never-stopping supply of logs. Maxi- 
mum output under war conditions taxes every man and facility. Return to normal trade 
channels may be long deferred but Paul Bunyan’s products will then have the same old 
quality of CALIFORNIA PINES and high-standard manufacture. 


CB ea Pe Wordnrk MEMBER WOOD FOR VENETIANS ASSOCIATION 











“PRODUCERS OF WHITE PINE FOR THREE GENERATIONS” 


_RED RIVER LUMBER G 














AMERICAN LUMBERMAN, March 4, 1944 











just what the armed forces needed in 
the way of southern hardwoods and 
made the clear, concise statement, 
“We need it all.” The speaker ex- 
pressed a sincere request that the 
producers assembled would discuss, in 
addition to hardwood production, the 
proper distribution of all lumber pro- 
duced so that military needs will be 
supplied. 

Walter R. Jones and Kerry L. Em- 
mons, speaking both as hardwood men 
and as spokesmen for WPB, cited the 
great needs for all lumber and lum- 
ber products and pointed out that gov- 
ernment orders are issued with a view 
of helping the war program. Both 
men requested the undivided coopera- 
tion of the industry so that further 
restrictive orders would not be neces- 
sary. 

Jack Wernham explained in detail 
the Lend-Lease lumber requirements 
of the United Kingdom and told how 
thoroughly all lumber in England 
was controlled as to its end use. The 
speaker detailed how Britain’s lumber 
salvage depots worked. 

Lt. Douglas Jones, who has charge 
of cypress allocations for CPA, said 
that he wanted to deny, emphatically, 
there was any cypress stockpile in 
existence but, to the contrary, there 
was a large and immediate shortage 
of cypress for certain uses where 
only this species could be used. 

Led off by Sam Nickey, Jr., of Mem- 
phis, industry protests and indigna- 
tions were expressed over the OPA 
action in establishing log ceiling 
prices far below those in effect during 
the past two years and thus greatly 
interfering with production. Many in- 
stances were cited where loggers had 
suspended operations, many of them 
afraid they might violate some OPA 
regulation and get into trouble. 
Among those discussing this grave 
problem from the floor besides Mr. 
Nickey were Lee Robinson, Mt. Ver- 
non, Ala.; Mr. Hallett, Mobile, Ala.; 
John L. Avery, Shreveport, La.; John 
W. Bailey, Laurel, Miss.; George Hen- 
derson, Lufkin, Texas; H. A. J. Evans, 
Conway, S. C.; John Moore, Jackson, 
Miss. It was the concensus that lum- 
ber ceiling prices would automatically 
take care of the prices on logs and 
stumpage and it was unanimously 
voted that the industry so go on rec- 
ord and that the chairman be author- 
ized to send a telegram of protest to 
OPA over MPR 348. 

At this point in the session, Comdr. 
Kellogg stated that several repre- 
sentations have been made to seme 
of the governmental agencies in Wash- 
ington that the industry desired to 
have the hardwood order, M-364, re- 
vised to include all species rather than 
only those now restricted and he 
asked for an opinion on this to take 
back to Washington with him. This 


idea was immediately and unanimous- 
ly voted down, but a further discussion 
did bring out an opinion that the pres- 
ent order, as long as it is in effect, 
should be altered to ifclude all of the 
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production of the restricted species 
regardless of quantity. 


Wednesday Sessions: 


It was announced at the opening of 
the morning session that word had 
just been received from Washington 
that the long-expected ceiling prices 
on yellow cypress, or cypress other 
than Tidewater Red, were to be issued 
Feb. 21, to become effective Feb. 26. 

Ben R. Ellis explained the coopera- 
tion being rendered the War Man- 
power Commission by the NLMA 
along with ten other basic industries, 


W. W. Kellogg 


C. W. Parham 

Memphis, Tenn. 
in making studies and finding methods 
to increase production with the same 
number or less men. New machines 
and handling methods were being de- 
veloped and this group of industries 
desires to have all possible ideas or 
suggestions from the lumber produc- 
ers. These are to be turned in to the 
SHPI offices and cleared through to 
the National. 

President Bruce, in announcing the 
theme of this day’s session as Post- 
war Planning, remarked how, after 
the last war, other industries moved 
in and took away some of the normal 
hardwood markets, and that again in 
this postwar period, the hardwood in- 
dustry would face the same encroach- 
ments unless it was prepared to save 
and handle these markets. He men- 
tioned that the industry must be 
“ruthlessly scientific” if it hoped to 
cope with the postwar problems and 
remain in the picture. 

John W. McClure furnished the 
background for the research program 
being planned for hardwoods by tell- 
ing about the survey that NHLA had 
made by research and marketing en- 
gineers at a cost of $12,500, after 
which it was hoped to institute an 
industry program of research costing 
$150,000 a year for a minimum of 
three years. Due to the lack of time 
in which to promote that program be- 
fore the war struck this country, it 
was temporarily tabled, but, accord- 
ing to Mr. McClure, NHLA remained 
extremely cognizant of the fact that 
research should be done and is in full 
cooperation with the program of the 





American Forest Products Industries 

Carl Rishell, formerly manager of 
the hardwood division of NLMA, told 
how the Teco ring had made possible 
the competition of lumber with stee] 
and heavy timber construction and 
through the operations of The Tim. 
ber Engineering Co., a subsidiary of 
NLMA, money has been made ayail. 
able for the building of a new and 
complete laboratory in Washington 
Mr. Rishell then detailed, with the 
help of illustrative slides and various 
exhibits, the research work that has 
been done so far by AFPI and by a 
number of private companies and 
pointed out the great and unexplored 
possibilities of wood and various wood 
wastes. 

The research program of AFP] 
with Mr. Rishell as director, plans to 
use the various laboratories already 
being built or in use, making it pos- 
sible to carry out research for the 
hardwood industry for the nominal 
amount of $30,000 a year, with the 
program set up for five years as a 
starter. 

Charles French described how the 
NLMA public relations program was 
established two years ago, with ten 
associations participating and, with 
the aid of a transcribed “radio pro- 
gram” he explained how and why the 
lumber industry has been so thorough- 
ly misunderstood by the public and 
what has been done to change this 
“ingrained thinking” that our timber 
supply has been exhausted. “Timber 
harvest need not destroy the woods” 
and “Trees Grow” were two of the 
basic thoughts placed in the minds 
of the general public through various 
educational methods. 

The two-day industry wide meeting 
was brought to a close with the show- 
ing of movies, with accompanying 
sound tract, giving a detailed report 
of the educational work that has been 
done by the AFPI public relations 
staff. 


Western Retailers of Canada 


The Western Retail Lumbermen’s 
Assn. of Canada at its fifty-third an- 
nual meeting at the Fort Garry Ho- 
tel in Winnipeg, Man., on Jan. 20 and 
21, re-elected its officers, as follows: 
President—H. Steinthorson, Winni- 
peg; vice president—E. W. Stacey, 
Edmonton; secretary-treasurer—W. Y. 
Strachan, Winnipeg. 

Major discussions centered around 
a three-point program by which the 
dealers can assist farmers to the 
maximum extent now and in the post- 
war period. 

Gordon E. Konantz of the North 
American Lumber & Supply Co. Ltd., 
Winnipeg, who is chairman of the 
Manitoba Committee on Reconstruc- 
tion and Rehabilitation, outlined the 
program which the government has 
set up for the care of men returning 
from overseas and of the men and 
women being released from war in- 
dustries. 

The meeting was well attended. 
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For the current season, Kyanize national advertising steps out with a 
jaunty, carefree air. Its typical American tempo, its determination to 
make the best of things, in tune with the times. Kyanize display cards... 
dominant in size and radiant in color . .. carry the same cheery message 
of thrift right into the display window. Sure, they pack the punch 
of Kyanize beauty, durability, speed and washability. They drive these 
points home with a smile... but with power. 


There’s a mighty market of mounting paint sales 
awaiting the dealer who stages this Kyanize 4-Star rom \NFLATION 
Display Group in his window. Better join up today. 


PAINTS ¢ VARNISHES « ENAMELS 


SAVE the NATION 


USE IT UP 


BOSTON VARNISH COMPANY WEAR IT OUT 
Everett 49, Mass. , 31° East Third Street MAKE IT DO 


LOS ANGELES 13, CAL. 


OR DO WITHOUT 





SELE-SMOOTHING @& 


GiMeze 
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WISCONSIN ANNUAL 


Concentrates on Farm Markets 


Wisconsin Retail Lumbermen’s As- 
sociation, Milwaukee Auditorium, Mil- 
waukee, Wis., Feb. 15-16. Fifty- 
fourth annual convention. 
Speakers: 

Lt. Col. Arthur Ewert, Post Chap- 
lain, Camp McCoy, Wis. 

Phil Creden, advertising manager, 
Edward Hines Lumber Co., Chicago, 
Ill. 

Roy Wenzlick, Real Estate Ana- 
lysts, Inc., St. Louis, Mo. 

E. W. Kettlety, Chicago, IIl., rep- 
resenting Hoo-Hoo. 

J. A. Erickson, Jr., president, Lum- 
ber Credit Protective Bureau, Minne- 
apolis, Minn. 

L. J. Venard, vice president, West- 
ern Mineral Products Co., Minneap- 
olis, Minn. 

Howard M. Sloan, special represen- 


Left to right: H. D. 
Snider, Wisconsin 
Dells, president Re- 
tail Lumbermen's 
Mutual Insurance 
Co.; Don S. Mont- 
gomery, Milwaukee, 
and J. H. Brannum, 
Racine, secretary and 
president, respec- 
tively, of Wisconsin 
Retail Lumbermen's 
Association. 


tative, Libbey Owens Ford Glass Co., 
Chicago, Ill. 

William L. Roper, Portland Cement 
Association, Baraboo, Wis. 

W. C. Bell, chairman, Home Plan- 
ning Institute, and secretary, West- 
ern Retail Lumbermen’s Association, 
Seattle, Wash., representing West 
Coast Lumbermen’s Association. 

J. Raymond Schutz, president, 
Standard Life Insurance Co., Indian- 


apolis, Ind. 
Officers elected: 
President — James H. Brannum, 


Brannum Lumber Co., Racine. 

Treasurer—Harry Koerble, John 
Schroeder Lumber Co., Milwaukee. 

Directors—(to serve three years) 
Ralph E. Nuzum, Viroqua; John 
Hamar, Houghton, Mich. 

In spite of the first heavy snow 
of the winter Wisconsin lumbermen 
turned out in record numbers for a 
convention that began promptly at 
ten o’clock on the morning of Feb. 
15. President J. H. Brannum pre- 
sented an excellent summary of asso- 
ciation activity during the past year, 
reporting briefly on the association’s 
many aids to its members and others 
affiliated with the sale and use of 
lumber and building materials. Vari- 
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ous committee reports were read and 
acted upon, and president Brannum 
introduced Lt. Col. Ewert, the first 
guest speaker. The Colonel reviewed 
some of the work done by Army 
chaplains at training centers and 
on battlefields, and paid high tribute 
to the morale of our fighting forces. 

Charles M. Hines, president, Ed- 
ward Hines Lumber Co., scheduled to 
be the first speaker, was unexpectedly 
called to Washington, and named 
Phil Creden to appear in his place. 
Mr. Creden advanced and discussed 
a number of practical ideas for re- 
tail lumbermen, citing a number of 
cases of how lumbermen have stayed 
in business with little or no lumber 
to sell. Stating that in many re- 
spects we are already in a postwar 
period, he painted a modestly optim- 





istic picture of better use of the 
great variety of lumber species avail- 
able in this country after the war. 
He urged dealers to get away from 
the office aspect of their premises 
and create good retail stores that look 
like retail stores. 

“Put merchandise out where people 
will see it,” he said, “and it will do 
most of its own selling.” 

On the subject of dealer advertis- 
ing, he urged that newspaper adver- 
tising be written simply in the same 
language used to address customers 
verbally, and that dealers write their 
own copy. 

E. W. Kettlety, accompanied to the 
platform by the entire Hoo-Hoo de- 
gree team, said that his appearance 
marked the first time in the fifty- 
four year history of the association 
that a talk about Hoo-Hoo had been 
included on a convention program. He 
set forth a strong plea of Hoo-Hoo, 
outlining its serious functions. “Ket” 
was effective, as testified by the fact 
that of the 49 Kittens initiated later 
in the afternoon, nearly half were 
recruited after his talk. 

The concluding speaker of the af- 
ternoon was Roy Wenzlick with the 
subject, “Where are we headed in 





1944?” Mr. Wenzlick’s address was 
substantially the same one delivered 
at several conventions earlier in the 
current season, and was _ received 
with the usual enthusiasm and at- 
tention. 

The Hoo-Hoo banquet and floor 
show were outstanding, as usual due 
to the superb and well known show- 
manship of Ben Springer, number 
one showman of the lumber industry, 

J. A. Erickson, with the subject 
“How Unemployment Will Affect Col- 
lections,” briefly outlined the fune- 
tion of his bureau, and pointed to the 
need for a smoothly operating collec. 
tion system during a possible period 
of unsettlement after the war. 

L. J. Venard, whose address was 
entitled, “The Lumber Dealer’s Best 
Friend,” discussed the importance of 
proper housing for farm animals and 
poultry. He discussed building 
methods and costs, and the effects of 
good construction on decreased poul- 
try mortality, increased egg produc- 
tion, and conservation of diminishing 
food supplies. 

Howard M. Sloan, with the subject, 
“People Who Live in Glass Houses 
Won’t Throw Stones,” said that for 
more than ten years architects have 
been designing houses that are per- 
forming miracles in providing better 
health, comfort, convenience and 
safety. He discussed many of these 
improvements, with particular refer- 
ence to solar heat and better natural 
lighting. 

William L. Roper discussed “A 
Wonderful Farm Market for Wiscon- 
sin Dealers,” quoting farm income 
figures for 1943, and predicting even 
higher income in 1944 because of the 
increasing importance of food in the 
war. He emphasized the desirability 
of concrete foundations and _ floors, 
and showed how both can cut down 
hog mortality. He suggested that 
older contractors returning from war 
construction jobs be urged to do farm 
construction work. Mr. Roper also 
suggested that lumber dealers have a 
small concrete mixer available for 
farm work. He pointed to the annual 
damage done by rats to farm crops 
and animals, suggested ways to com- 
bat their assaults, and said that it 
takes the labor of 265,000 farmers 
just to feed the rat population of 
the country. 

W. C. Bell addressed the meeting 
with the subject, “Heroes and Homes 
of Middletown, U.S.A.,” now familiar 
to most retail lumbermen throughout 
the eastern section of the country 
who have been attending annual meet- 
ings of their associations. Mr. Bell 
was able to announce to the meeting 
before beginning his formal presen- 
tation that the Wisconsin association 
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THE 
CHARACTERS 

You!... 
Your Customer! 


CUSTOMER: How soon can we move in? 


You: (mumbling to yourself because it’s been such a long time since you've had 
to answer that one) 1 wish I knew! 


CUSTOMER: What did you say? 
You: (hurriedly) I said ‘It’s up to you.’ The house ought to be ready by Saturday. 
customer: (highly pleased) The roof looks beautiful, doesn’t it? 


you: (always the salesman) It’s the finest in the block. That greater thickness of 
the shingle butts makes it look particularly good with the afternoon sun 
_- shining on them. 


CUSTOMER: You were right about the heavy shadows they cast. 


you: And in about 10 years you'll see I knew what I was talking about when I 
told you Flintkote Tapered Strips were tops in roofing quality. The taper- 
ing makes them fit snugger, and the greatest amount of protective asphalt 
is right where it should be... where the wear is greatest. 





*Yes, Tapered Strips have “gone to war.” 
But after Victory, they will be back! 
* CUSTOMER: Then why would anybody ever want any other kind of shingle? 


You: They wouldn’t! But during the war they couldn’t get them. WPB restric- 
THE FLINTKOTE COMPANY 


tions didn’t permit Flintkote to make them. 
30 Rockefeller Plaza, New York 20, N.Y. 


customer: Sort of a war casualty? 
Atlanta, Boston, Chicago Heights, Detroit, East : 4 i a 
Rutherford, Los Angeles, New Orleans, Waco you: Yes indeed! Tapered strips went to war. * 





igure on FLINTKOTE for Forty-Four/ 
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had endorsed the Home Planners’ In- 
















Otto Lieber, Jr., association presi- ernment. 









mond Schutz, with an inspirational ad- 
stitute idea by resolution, and stood dress entitled, “The Meaning of To- 
ready to help any dealer organize it tal Peace.” 
in his own home town. we cannot afford to fumble the peace 

Harry P. McDermott, manager of this time as we did in 1918. If we 
the association mortgage department, do, he said, we will have the next 
announced the winners of the pre- war on our hands in three years. He 
convention contest, “Running a Re- said that one of the most tragic 
tail Lumber Yard Without Lumber.” errors in 1918 was trying to force a 
Full details of the contest and win- republican form of government on a 
ners were published in the Ameri- Germany which was not constituted 
can Lumberman issue of Feb. 19. to operate under such a form of gov- 





Dr. Schutz warned that 


dent in 1941 and 1942, was presented The concluding feature of the pro- 
with a past president’s badge by gram was the annual dinner dance 
Clarence Walker, association presi- and floor show, another triumph for 
dent who preceded Mr. Lieber. showman -lumberman Ben Springer. 

The concluding speaker was J. Ray- To Don Montgomery, one of lumber- 






















































RANKL KLIN 


i eFOR MILLWORK 


A genuine liquid hide glue 
that comes to you ready- 
to-use. 


No loss of strength or 
spread; no loss from sour- 
ing or waste of unused 
mixtures; no chilled joints. 


2. FOR RETAIL 


Favorite with 
home - craftsmen, 
carpenters, 
schools, hotel and 
hospital mainte- 
nance men. 


Attractive 3-color counter 
display furnished free; 
mounts one-quarter pint 
can. 


FRANKLIN’S tHin Giue-Line 


HAS UNSEEN STRENGTH 









GALLON, 5-GALLON 
15-GALLON, 30-GALLON 
55-GALLON 





Y4-PINT, '>-PINT 
PINT, QUART 




















dom’s most accomplished and affable 
hosts, again goes a bow of acknowl. 
edgment for the friendly spirit that 
prevailed as usual during the two- ~day 
series of meetings and social events, 


National Lumber Exporters 


Meeting in New Orleans Feb, 15, 
in connection with the industry- -wide 
production and postwar preparedness 
meeting of Southern Hardwood Pro. 
ducers, Inc., the National Lumber Ex. 
porters’ Association held its annual 
meeting and elected Walter R. Jones 
of The Mengel Co., Louisville, Ky, 
president to succeed C. C. Dickinson, 
who died Feb. 3. Mr. Dickinson was 
head of E. Sondheimer Co., well- 
known lumber company with mill ]o- 
cated at Sondheimer, La. 

Currently Mr. Jones is on leave 
from The Mengel Co. and is chief of 
production of the lumber section of 
WPB, with headquarters in Washing- 
ton. 

Other officers of NLEA elected 
were: First vice-president, Harry A. 
Freiberg, Memphis; second vice- 
president, J. S. Williford, Memphis; 
Lee Robinson, Mt. Vernon, Ala., and 
Edward Barbour, Cincinnati, Ohio, 
were also elected vice presidents. Joe 
Thompson of Memphis was re-elected 
treasurer and Douglas F. Heuer, 
Memphis, secretary. 

Among the discussions coming be- 
fore the group at this meeting was 
the supplying of lumber in great 
quantities to England on lend-lease, 
from which point, as explained by Mr. 
Heuer, the American forces have first 
call for its use. 


Appointed Assistant 
Secretary 

Leon A. Sears has been appointed 
assistant secre- 
tary of the North- 
western Lumber- 
men’s Association 
in charge of the 
Iowa office at 
Des Moines, ac- 





Leon A. Sears 
Des Moines, lowa 





cording to an- 
nouncement made 
by William H. 
Badeaux, who re- 
cently became 
secretary of the 
Northwestern 
Lumbermen’s Association with head- 
quarters in Minneapolis, Minn. The 
affairs of the Iowa Retail Lumber- 
men’s Association will be conducted 
jointly with the Northwestern Lum- 
bermen’s Association as a State office 
of the Iowa organization. ‘ 
Mr. Sears comes to his new duties 
with a broad experience in engineer- 
ing, manufacturing, and promotional 
work. For the last two years he has 
been in the priorities and compliance 
‘division of the War Production Board 
for Iowa. 
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Save 


’ 55 Minutes on 
Every Door! 


Designed to help carpenters do a better job— 
Tru-Sized Doors are precision machined to exact 
book opening. When ordered mortised for locks 
and gained for hinges, pre-fitted Tru-Sized Doors 
can be hung in as short a time as 20 minutes. 


Tru-Sized Doors offer the best in modern design- 
ing, uniform quality, and master craftsmanship. 
Made of select Douglas Fir, they are super-strong, 
naturally rot-proof and highly mar-resistant. 


MAIL COUPON TODAY / 


Wheeler Osgood Sales Corp. Dept. 8 
Tacoma 1, Washington 


Please send me free literature and detailed guide sheet for ordering 
Tru-Sized Doors. 


Name. ....... 
Firm........ : 
Address Pee 


Se eS AS AA AACA ALAN 
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President 
H. M. Holmquist 
Oakland 


Nebraska Lumber Merchants Asso- 
ciation: 54th Annual Meeting at Hotel 
Fontanelle, Omaha, Nebr., Feb. 24 and 
25, 1944. Registration 502. 


Officers Elected: 

President—Harold M. Holmquist, 
Holmquist Grain & Lumber Co., Oak- 
land. 

Vice President —Frank Lightner, 
Lightner Lumber Co., St. Edward. 

Secretary—Phil Runion, Lincoln. 





Asst. Secretary—W. A. Keitges, 
Lincoln. 

District Chairman (from whom the 
Executive Council will later’ be 


chosen)—Carl W. Johnson, Shubert; 
Ed. M. Parker, Crete; C. E. Neymyer, 
Lyons; R. M. Carhart, Wayne; R. P. 
Howell, Fairbury; John Schultz, Co- 
lumbus; Eddie Ohmstede, Guide Rock; 
J. M. Fox, Scotia; Arthur W. Melville, 
Broken Bow; F. M. Allen, Curtis; 
Ralph Cowles, Wallace; J. E. O’Hal- 
loran, Wood Lake; O. N. Flaten, Ger- 
ing; Joe Morison, Crawford; E. A. 
Levitt, York; D. J. Malone, Pierce, C. 
E. Alter, Alma. 


The Speakers: 


H. L. Rivett, President, Omaha. 

Phil Runion, Secretary, Lincoln. 

W. A. Keitges, Secretary Mid-West 
Lumberman’s_ Inter-Insurance Ex- 
change, Lincoln. 

Arthur Larsen, Division Counsel, 
Industrial Mfg. Division, OPA, Wash- 
ington, D. C. 

Dr. Fred Wiegman, President Mid- 
land College, Fremont, Nebr. 

J. R. Blunt, West Coast Lumber- 
man’s Association, Seattle, Wash. 

Merryle Stanley Rukeyser, Lecturer 
and Economic Columnist, Interna- 
tional News Service, New York City. 


Pres. Rivett called the first session 
to order on Thursday afternoon with 
the large assembly room well filled. 
He praised the accomplishments of 
the association during the past year 
despite the shortage of help. Ne- 
braska’s allotment of lumber in 1943 
was 25 million feet and a somewhat 
larger amount might be expected in 
1944, a first quarter allotment of 11 
million feet having been made. State- 
wide stabilization of lumber prices he 
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Farm Lumber. First Concern 
of Nebraska Dealers 


hailed as a great achievement, point- 
ing out that lumber is one of the very 
few commodities for which a regional 
price basis has been worked out. 

“Many problems will plague us this 
year,” he said, “chief of which obvi- 
ously is the lumber shortage. As in- 
dividuals we can. do nothing about 
these problems. As an association 
perhaps we-can partially solve them, 
Next to munitions, food is of the most 
importance in this war. Farms are 
our chief of food. Farmers must have 
lumber to take care of needed farm 
structures. If the farmer doesn’t get 
this lumber there is possible a very 
serious food shortage. Our main task, 
therefore, is to -get lumber to the 
farms.” 

He declared that the so-called de- 
fense housing in many sections had 
proved a mistake. There was a great 
deal of waste im connection with it and 
much lumber was used that should 
have been employed for agricultural 
purposes. He urged that a petition 
be sent to Congress and Government 
Agencies setting forth these vital 
facts so that a greater portion of 
lumber would be devoted to farms. 

Transportation was becoming a 
leading problem, he continued, because 
freight cars are increasing harder to 
get and motor trucks are wearing out. 
The tax problem is a considerable one. 
The burden of taxation must be equit- 
ably divided, otherwise the community 
in which the lumberman does business 
will suffer. 


Secretary Phil Runion also empha- 
sized food as being the second pri- 
mary need of the war. He said there 
is great need for government officials 
to understand this and consequently 
recognize the vital necessity of lum- 
ber for farms. He begged all dealers 
to secure farm ratings so that the 
lumber allotment may reach the maxi- 
mum amount possible. He said also 
that in view of little prospect of eas- 
ing the lumber shortage, dealers 
should continue to try to change the 
buying habits of their customers so 
that available substitutes may take 
the place of critical materials. 

With regard to the association he 
reported that nearly 600 lumber deal- 
ers are now enrolled as members, rep- 
resenting 90% of the total dealers in 
the state. The average dues per 
member was $19.70 and the average 
expense was $34.50, the difference be- 
ing made up by the insurance depart- 
ment. He asked, too, that more mem- 
bers avail themselves of the associa- 
tion’s collection service. 
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Secretary 
Phil Runion 


Lincoln 


W. A. Keitges, reporting for the 
Inter-Insurance Exchange said that 
losses of 1943 in the state had de- 
creased from the losses in 1942. This 
was in marked contrast to a 27% loss 
increase in the United States as a 
whole. Only about 20 lumber yards 
in the state are not covered by this 
department and the policy has been 
broadened to cover homes and other 
buildings owned by the lumbefrman. 

Arthur Larsen discussed the OPA 
under the topic “The Agency Nobody 
Knows”. As a man who started life 
on a farm in South Dakota, became a 
lawyer in Sioux Falls and later left 
to take an OPA post he was well 
qualified to consider all angles. A 
man doesn’t suddenly become trans- 
formed into an arrogant individual 
when he goes to Washington, said Mr. 
Larsen. His background is a great 
influence. OPA executives today are 
almost entirely business men, sym- 
pathetic with problems of other busi- 
ness men, but have a job to be done 
no matter how unpleasant it may be. 

“It is customary to blame OPA for 
everything that goes wrong. It’s far 
more interesting to attack something 
than to defend it. Few people in OPA 
have the time to speak in its defense. 
However, it has a colossal job to do 
and its enormous achievements have 
been overshadowed and forgotten be- 
cause of its few mistakes. Mistakes 
make news. Efficiency runs along 
smoothly and doesn’t rate headlines. 
Most people are furious at ‘restraint’ 
—a truly obnoxious word. OPA hasa 
restraining job to do, that’s why it 
isn’t popular even though many rea- 
sonable people are aware that it’s 
necessary. It should be clear how- 
ever, that price controls have not il- 
terfered with lumber prodaction in 
the slightest degree.” 

He said he could sympathize with 
the people who had unpleasant experi 
ences with OPA regulations. He had 
lost his A card and his tire inspection 
certificate, couldn’t fill out a form # 
obtain a new A card without produc 
ing a tire inspection certificate. 
the way to obtain a certificate he ram 
out of gas, had a hard time inducing @ 
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. 4,500,000 TRUCKS, AND 


D a P E N] D AR Le THEIR MILLIONS OF DRIVERS, 


ARE SERVING AMERICA’S 
VITAL HOME FRONT! 
' ‘Ls 
jf TUNE IN MAJOR BOWES, CBS 
THURSDAY, 9 P.M, E.W.T. 


KEEPS YOU "ON THE JOB" 


TRUCKS 


























While more than 300,000 Dodge-built Army vehicles 


are serving our fighting forces, hundreds of thousands of dependable 
Dodge Job-Rated Trucks are serving factories and farms in America’s 
gigantic war-production task. Devoted to the war effort, too, are 
thousands of Dodge Dealers... working and serving .. smaking sure 


that “‘it’s a long way to the last mile of a dependable Dodge.” 


DODGE ACRiid TRUCKS 
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filling station to give him a little gas 
without the A card—because “some 
OPA fellow might come along.” 
Regarding rumors of waste, he dis- 
counted this in service uses. They 
waste nothing in Great Britain he de- 
clared. Even the scraps are used. 
Also there is very little waste in our 
armed forces. However, he was in ac- 
cord with views expressed on hous- 
ing projects, which were mostly 75% 
politics and 25% defense housing. He 
believed they can and should be cur- 
tailed. The CPA is 600 million feet 
behind in minimum lumber require- 
ments, about 80% of this being boards. 
Dr. Fred Wiegman at the second 
session paid a tribute to lumbermen 





for the very great contribution they 
had made to the American way of 
living. He emphasized the need for 
looking around one’s own backyard 
before pursuing new horizons. There 
are plenty of opportunities right at 
home and he reminded his hearers 
that they were selling some merchan- 
dise now that they scarcely knew ex- 
isted before the war. “Don’t gripe,” 
he exhorted. “Don’t rail and complain 
about WPB and OPA but adjust your- 
selves to new conditions. You’ll never 
get rich if you don’t understand why 
you’re poor. If we make each man as 
successful in his job as possible, then 
we'll get somewhere in the postwar 
world.” 











fuselage coverings. 


form moisture content. 


Write today. 


VANCOUVER, B. 








MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 
JACKSONVILLE 1, FLORIDA 
NORTH PORTLAND, ORE. 

Cc * 


Michigan Plant Dries Airplane 
Propeller Veneer in Moore Dryer 


Camtfield Mfg. Co., Grand Haven, Mich., is now devoted 100% 
to producing high priced thin veneer for airplane propellers and 


This company depends on the Moore Cross-Circulation Veneer 
Dryer (shown above) to season the veneer promptly to low uni- 


The Moore Cross-Circulation Sys- 
tem has proven a paying investment 
for other plants seasoning lumber 
and veneer for the war effort, 
will soon pay for itself at your plant. 


and 
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Murrell Crump, representing a loca] 
coal company said that 600 million 
tons of coal were needed this year, 
It can be produced if strikes and goy. 
ernment interference cease. Produc. 
tion has been affected by 70,000 men 
leaving the coal industry to go into 
armed service or war work. Dealers 
can protect themselves by accepting 
all deliveries possible on a month-to- 
month basis. 

A panel session occupied the re. 
mainder of the morning. Questions 
were asked from the floor and an- 
swered by panel members. At the 
microphones were: Adam Brehm, Col- 
orado Fuel & Iron Co., Lincoln; A. ¢, 
Sconce, Omaha Hardwood Lumber Co,, 
Omaha; Ralph Thompson, State AAA, 
Lincoln; J. F. McAleer, OPA, Omaha; 
Ben Huntley, OPA, Chicago; James 
Ainscow and J. R. Smith, WPB, 
Omaha. 

J. R. Blunt opened the final session 
with his address on “Heroes and 
Homes of Middletown.” It was char- 
acterized by the subsequent speaker 
as “The Blunt Truth.” Its theme is a 
letter written by an overseas soldier 
to his family in which he plans the 
home he will build when this war is 
over. Mr. Blunt pointed out that 
home building will be a major enter- 
prise. The building industry is repre- 
sented in every small town. He sug- 
gested a well-planned program for in- 
dustrial and home building sponsored 
by various associations, using the 
Portiand, Ore., plan for a pattern. 

Merryle Stanley Rukeyser diverged 
at the start from his address in “Lum- 
ber Problems of a New World” to 
consider the effect of the tax veto and 
its subsequent re-passage. He said 
that the Senate majority leader had 
“risen in stature from the status of a 
highgrade messenger to that of ac- 
knowledged leader of a major party. 

“With the president assured of his 
tenure of office, irrespective of the at- 
titude of the legislature, Sen. Bark- 
ley devised a moral equivalent of the 
automatic resignation of the execu- 
tive when he loses the confidence of 
the legislature.” 

Turning to lumber, he said that 
there had been too much optimism 
about relief after requirements of to- 
tal warfare had been met. Lumber 
released by completion of cantonments 
and domestic service buildings is 
needed for boxing and crating. Pre- 
vailing abnormalities, however, must 
not be regarded as the new normal. 
Critical metals will return to old chan- 
nels and this will relieve the burden 
on lumber. 

The alert lumber dealer must train 
himself and his staff to become expert 
counselors to customers, especially on 
materials best adapted to particular 
uses. 

The annual banquet on Thursday 
night overflowed from the Ballroom 
into the Mirror Room. In connection 
there was an enjoyable floor show and 
dancing to music from a good orches- 
tra. 
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Keep Your Machines 
at lop Production with 


SIMONDS Knives 


THIN PLANER 
KNIVES 


The toughness and resistance 

"to temper-drawing which is 
| vital in maintaining produc- | 
tion, are chief among the | 
qualities that provide the high 
cutting efficiency of Simonds 
Thin Planer Knives. 








PLANER KNIVES 
for Square Head Planers 


The tool steel cutting edge gives longer life; 
and the tough back greater resistance to 
shocks. 


HOG KNIVES 


“Red Streak’? Hog Knives are tough, shock 
resisting, and economical because of extra 
forging and careful heat treating. 


CIK@ EEL COMPANY 


















1350 Columbia Road 311 S. W. First Avenue 520 First Avenue, South 
Boston 27, Massachusetts Portland 4, Oregon Seattle 4, Washington 
127 South Green Street 228 First Street 31 W. Trent Avenue 
Chicago 7, Illinois San Francisco 5, California Spokane 8, Washington 
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Forest Tree Seedlings 


A 4-Point Plan of 
Forest Management 


® Selective Harvesting of Timber 


®Forest Planting to Supplement 
Nature 


®Conservation and Utilization 

® Forest Fire Control 

Ozan’s forest policies are equally 
as progressive as its manufactur- 
ing methods. Plan to obtain your 


after-the-war lumber needs from 
Ozan. 


Ozan Lumber Co. 
Prescott, Ark. 


el 


Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
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Tennesseeans See Big Home Need 


The Tennessee Lumber, Millwork & 
Supply Dealers Association held its 
nineteenth annual meeting at the 
Hermitage Hotel, Nashville, Feb. 
17-18. Attendance was about 125. 


Speakers: 


Ben L. Johnston, Madison Lumber 
Co., New Orleans, La., Member WPB 
lumber committee. 

P. L. Grady, engineer, 
Pine Association. 

Sen. James P. Pope, director of 
Tennessee Valley Authority, Knox- 
ville, Tenn. 

B. W. Horner, State director, Fed- 
eral Housing Administration, Mem- 
phis, Tenn. 

Lester F. Kirchner, head of mill- 
work section, Office of Price Admin- 
istration, Washington, D. C. 
Officers Elected: 

President—C. W. Scheffer, 
ville. 

Vice-president (West Tennessee)— 
R. D. Conger, Jackson. 

Vice-president (Middle Tennesse)— 
W. J. Willingham, Chattanooga. 

Vice-president (East Tennessee)— 
Guy S. Carr, Johnson City. 

Treasurer—G. R. Cockrum, Knox- 
ville. 

Secretary—R. O. Brownlee, Knox- 
ville. 

Added to the board of directors 
were: A. G. Best, Jr., Memphis; W. 
S. Sexton, Knoxville; and R. P. Pax- 
ton, Columbia. 


Southern 


Nash- 


Meeting Keynote: 


Ben L. Johnston and P. L. Grady 
declared that producers and building 
supply manufacturers and wholesal- 
ers are anxious to begin channelling 
their products back through local 
dealers for civilian demands at the 
earliest possible moment. Along 
with this James P. Pope and B. W. 
Horner declared that there will be the 
biggest home building program in 
history immediately after the war and 
that there will be no radical changes 
in type of construction and of mate- 
rials used. 


Rostrum Highlights: 


In his address which opened the 
speaking program, James P. Pope, of 
the T. V. A., said: “There is an ac- 
cumulated need for good houses. In 
1940, there were about 37 million 
houses in the United States and it 
is estimated that about one-fourth of 
them are substandard and need re- 
placement. Many others are in need 
of major repairs. It has been con- 
servatively estimated that something 
like 20 million houses will need to 
be built or replaced during the next 
20 years.” 

As head of the F.H.A. in Tennessee 
and well informed on home building 
construction to the minute, B. W. 
Horner’s words bore much weight 
with those who heard them. He said 
in part: “No revolutionary ideas in 


home-building are to be expected jim. 
mediately after the war and houses 
will, in the main, retain their pres. 
ent traditional character, with reg. 
sonable and normal improvements jn 
architecture and facilities. Such 
revolutionary changes in equipment 
and interiors as are now being im- 
planted in the popular mind (the 
postwar miracle and magic house as 
prophesied in some advertising and 
speculative magazine articles) would 
not, for one thing, be within the price 
range of the average home owner 
or house builder, and should not be 
considered in future home planning. 
Lumber and building supply dealers 
can accelerate building plans by aid- 
ing prospects in the selection of sites 
so that construction can begin 
just as soon as_ restrictions are 
lifted.” 

Explaining that about 36 billion feet 
of the 42 to 45 billion feet capacity 
of American lumber mills are now 
required for military purposes, P. L, 
Grady, of the Southern Pine Associa- 
tion, declared that as much lumber 
is required for crating some of the 
larger items of war machines as is 
necessary to build an average house. 
Of much interest to dealers was his 
assertion that: “The end of the war 
in Europe should change the lumber 
picture almost overnight and _ the 
switch in building construction to 
civilian demands can be made faster 
than in almost any other industry. 
Demand for homes will be tremendous 
and the repairs and maintenance work 
to be done is staggering in volume.” 

After commenting that “the lumber 
business only resembles in a small 
way the business we knew a few 
years ago” and asserting proudly that 
“retail dealers have done a most 
creditable job in the war effort and 
have met every military requirement 
filed with them,” Ben L. Johnston, 
Madison Lumber Co., New Orleans, 
warned that “proposed government re- 
strictions on small mills in their sell- 
ing to dealers will create a_ black 
market in lumber. 

Resolutions: 

At the closing session a resolution 
was unanimously adopted petitioning 
the WPB to provide immediately for 
“exploring” the best disposition of 
lumber and building materials to be 
salvaged from military installations 
after they cease to be needed for the 
war effort. 

Another resolution asked for the 
earliest possible “abolishment of all 
bureaus and commissions restricting 
the freest possible marketing and 
distribution of building materials.” 
Convention Prediction: : 

Out of the mill of convention dis 
cussions came the prediction that pre 
fabricated houses will not be a set 
ous factor in postwar home building 
but that “prefabricated units” will be 
marketed through dealers. 
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Utah Dealers Change Name 


Utah Lumber Dealers’ Association 
(incorporated at the conclusion of the 
meeting as the Intermountain Lumber 
Dealers’ Association); Hotel Utah, 
Salt Lake City, Utah, Feb. 25-26. 


Speakers: 


R. L. Irvine, association president, 
manager, Utah Lumber Co., Salt Lake 
City. 

Mayor Earle J. Glade. 

Major F. H. Posey, assistant to the 
Pacific division engineer, U. S. Army 
Engineers. 

Walther Mathesius, president, Ge- 
neva Steel Co.; vice president in 
charge of operations, U. S. Steel cor- 
poration. 


Stanley J. Stephenson, executive 
secretary, Utah Manufacturers’ Assn. 

Mark E. Petersen, general manager, 
the Deseret News. 

Dr. Owen Meredith Wilson, Univer- 
sity of Utah history and political sci- 
ence department. 

George M. Gadsby, president and 
general manager, Utah Power & 
Light Co. 

E. G. Stover, Denver, regional di- 
rector, OPA. 


Carl D. Roady, associate price spe- 
cialist, OPA. 

Dr. Thomas C. Adams, senior pri- 
orities officer, WPB. 

Frank R. VanEaton, Denver, associ- 
ate lumber adviser, WPB. 


Leaders at Utah con- 
vention brush up on 
their carpentry; left 
to right: R. L. Irvine, 
retiring president; 
Walter Mathesius, 
president Geneva 
Steel Co.; and Bert 
Crane, newly elected 
president. 


Gordon Wegge- 
land, Utah direc- 
tor Federal 
Housing Admin- 
istration. 

A. E. Mont- 
gomery, treasurer 
and comptroller, 
Tri-State Lumber 
Co. 


Officers elected: 
President— 

Bert Crane, 

Provo, manager, 











Craig Mountain has large timber re- 
sources 
Heavily engaged in our war boxing and 
crating program 
Ponderosa will with Victory be available 
in ample supplies for all postwar needs. 


Alc MOUNTAIN 
MBER FOR 


7 
WA NEEDS 


to meet your postwar needs. 


now, Craig Mountain 

















CAR and CARGO 


WHOLESALE ONLY 


Large and Long Timbers - Fir Piling up to 120 ft. 


ATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 


Utah Timber & Coal Co. 

First vice president—Ray J. Daw. 
son, Layton, manager, Farmers’ Un- 
ion of Layton 

Second vice president—T. C. Lar. 
son, Price, manager, Price Lumber & 
Hardware Co. 

Treasurer—S. C. Robinson, man- 
ager retail department, Rio Grande 


Lumber Co., reelected. 

Members of advisory council: Ross 
Anderson, Logan; J. H. Andrews, Og- 
den; C. C. Burton, Salt Lake City; 
W. C. Claypool, Smithfield; Charles A. 
Larsen, Bountiful; R. C. Parks, 
Magna; A. G. Peterson, Springville; 
A. O. Sheldon, Salt Lake City; Mack 
Webster, Cedar City. 


Meeting keynote: 


Keynote of the meeting was formu- 
lation of plans to help tide dealers 
over the lean period forced because of 
intensive government regulation inci- 
dent to war and to help them plan to 
employ more workers permanently for 
the huge postwar business antici- 
pated. 


Rostrum Highlights: 


In his address at the opening of the 
convention, R. L. Irvine said dealers 
will continue to operate with profits 
as a secondary consideration “but 
they do want present onerous restric- 
tions removed as soon as _ possible 
after the war.” 

At the same session, Walther Mathe- 
sius said United States Steel Corp. is 
happy to assist other groups with in- 
formation and factual data looking 
toward peacetime operation of the 
$190,000,000 peacetime Geneva Steel 
Co. operation thirty miles south of 
Salt Lake City. “What will help in- 
dustrial Utah will help you as well as 
us,” he said. 

Major F. H. Posey said the U. S. 
army engineers plan to continue t0 
utilize facilities of local lumber com- 

(Continued on page 60) 
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Indiana-Michigan Group Listens 


to Predictions 


Retail Lumber Dealers Association 
of Northern Indiana and Southern 
Michigan: 44th Annual Meeting, Feb. 
22, 1944, at Oliver Hotel, South Bend, 
Ind. Registration 201. 


Speakers: 

Burt E. Seip, Plymouth Lumber Ce., 
Plymouth, Ind. 

Miles W. Jones, Lumber Priority 
Director, WPB, South Bend. 

Don Ross, Merchandising Manager 
“Successful Farming.” 

Lyman M. Forbes, Market Analyst, 
Chicago. 

DeLoss Walker, former Editor of 
“Liberty.” 
Officers Elected: 


President—Stuart F. Smith, Niles, 
Michigan. 

Vice President—A. F. Reasor, South 
Bend, Ind. 

Secretary-Treasurer—Robert Cham- 
berlain, South Bend, Ind. 

Directors—James S. Wolfe, Three 
Oaks, Mich.; Burt E. Seip, Plymouth, 
Ind.; Robert Gillam, Leesburg, Ind.; 
Ralph Walker, Wakarusa, Ind.; James 
Oliver, Three Rivers, Mich. 

Washington’s Birthday is the cus- 
tomary date for this organization’s 
meeting and both attendance and en- 
thusiasm were well above par. The 
keynote of the gathering was “Better 
Merchandising in Wartime Despite 
Restrictions.” 

Pres. Burt E. Seip made a brief wel- 
coming address and then introduced 
the first speaker, Miles W. Jones, of 
the local WPB office. Mr. Jones, him- 
self formerly in the lumber business 
said that production in 1944 was esti- 
mated at 34 billion feet, and that it 
was most important for this figure to 
be attained. Of the total, 15% billion 
feet would be needed for boxing and 
crating; 54% to 6 billion feet for mili- 
tary, naval and aerial service work; 
6% to 7 billion feet for railroads. This 
would leave approximately 7 billion 
feet to be divided among lumber deal- 
ers, mainly for agricultural and home 
uses. He admitted that this was a 
very small amount, but warned that 
no more could be expected unless a 
production miracle occured or the war 
suddenly ended. 

He said that for each man in the 
service abroad there was needed about 
300 feet of lumber per month. To 
make temporary repairs to the docks 
of Naples, after that city was cap- 
tured, 2,000 carloads of lumber were 
required. This is an indication of 
What tremendous amounts will be 
needed for the beachheads especially 
when the big invasion is started on 
the Western front. The remainder of 
the session was occupied in answering 
questions fired at him from the floor, 





which covered practically every phase 
of OPA regulation. He urged every 
dealer to give the complete story, in 
cluding end uses, when applying for 
lumber. 

A buffet luncheon was served in the 
meeting room and members were en- 
tertained by the Barber Shop Quartet 
of South Bend. They were also shown 
an interesting industrial movie of 


G. W. Grandin, Cleveland, Ohio. Director, Exchange Sawmills Sales Co.; 





DeWalt saws in action on lumber for 
barracks and government housing 
units. 

Don Ross started the afternoon 
session with an address on “Your 
Farm Market Today and Tomorrow.” 
An extremely rapid-fire talker, his 
audience was able to keep pace with 
him by means of a number of large 
charts which he displayed. He said 
that the farm market had been taken 
for granted too long. Now there is 
an interlude which no one expected. 
Some day this lull will be over and the 
large farm industry must zxgain be 
served effectively. Dealers must make 


(Concluded on page 53) 


Director, Louisiana Central Lumber Co.; Director, Louisiana Oak Flooring Co. 


HOMES VERSUS MOTOR CARS 


Here is some encouraging news for 
dealers who might be thinking of getting 
out of the lumber business and going 
into automobiles. 


Surveys looking to the future, such as 
the Fortune Survey and the widely pub- 
licized study made at Albert Lea, Minne- 
sota, indicate that practically as many 
people intend to build or rebuild homes 
postwar as will buy motor cars. Further- 
more, most of them plan to pay for their 
homes by borrowings or out of current 
income rather than by cashing in War 
Bonds. 


This not only indicates a tremendous 
market (far larger in dollars and cents 
thanautomotive), but a very healthy one. 
It also indicates that home buyers are 
going to be on the alert'to get the biggest 
possible value for their money. 

When it becomes possible for you to 
replenish your inventory, the twelve plus 
value advantages of Essco End-Lokt 
Lumber will give you a sales edge. It 
affords money-in-your-pocket savings 
as well as savings which you can pass 
on to your customers. 


EXCHANGE SAWMILLS SALES CO. 


1111 R. A. Long Bidg. 











“ESSCO 


; 





Kansas City 6, Mo. 











| ENDLOKT 


Trade-Marked — Grade-Marked = 





SOUTHERN PINE «+ SOUTHERN HARDWOODS + PONDEROSA 


PINE 


« WEST COAST WOODS «+ OAK FLOORING 





One of a series of messages to the retail lumber dealer from the key men behind ESSCO. 
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Forums Feature Ontario Annual 


“ Ontario Retail Lumber Dealers’ 
Assn., Royal York Hotel, Toronto, 
Ont. Twenty-seventh annual conven- 
tion, Feb. 17-18-19. 


Officers re-elected for third term: 
President—A. A. Streatfield, Ed- 
mund Hind Lumber Co. Ltd., Toronto. 
First vice president—M. J. Bray, 
Midland Planing Mills, Midland. 
Second vice president—A. S. Boyer, 
Boyer Lumber Co., Waterloo. 
Secretary-treasurer—Horace Boult- 
bee (re-appointed). 


Speakers: 


Addresses were confined to two 
luncheon events, on the 17th and the 
18th, the first day being devoted te 
addresses by returned men from the 
Armed Forces. 


Keynote: 


The meeting was characterized 
chiefly by open forum discussions of 
problems peculiar to the present day, 
dealing chiefly with orders and regu- 
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Building Future Sales For Keystone Fence Dealers 


By extensive advertising, Keystone is helping their dealers prepare 
for the day when they can get all the Red Brand fence they'll want, 
and they'll want all the customers they can get. A series of Red Brand 
Fence ads, like the one shown above, is currently appearing in lead- 
ing farm magazines. 


KEYSTONE STEEL & WIRE CO., PEORIA, ILLINOIS 


RED BRAND FENCE steer posts 


STEEL POSTS 














































lations issued by the Timber Contro] 
the orderly disposal of surplus stocks 
in the hands of Government and War 
departments, and salvaged materials 
which will have to be disposed of af. 
ter the war. Already the Government 
has set up a Wartime Salvage Corp, 
and a Wartime Assets Corp., whose 
duties will be to dispose of such ma- 
terials and to acquire materials at 
present not owned by the Government 
which will be salvaged from tempo. 
rary wartime buildings. The convep-. 
tion endorsed action taken by the 
Canadian Lumbermen’s Association at 
its recent annual, with reference to 
the orderly disposal of such materials 
and buildings. 

Rostrum highlights: 

The first afternoon was devoted te 
addresses of President A. A. Streat- 
field and Secretary-Manager Horace 
Boultbee, followed by reports of 
chairmen of standing committees. 

President A. A. Streatfield spoke of 
the greatly increased support given 
to the association by the retail trade 
of the Province. The number one 
achievement of the association during 
1943, he declared, was the securing of 
a more equitable and satisfactory ceil- 
ing for lumber and millwork sold at 
retail in Ontario. President Streat- 
field reported that supplies of lumber 
had improved since the first of the 
year and indications were that a 
larger quantity would become avail- 
able. He said it seemed the prospects 
for 1944 were bright. President 
Streatfield also fully covered the 
housing situation and said wartime 
figures definitely indicate the ability 
of private industry to supply the 
houses needed. He advocated the con- 
version of wartime houses into perma- 
nent homes, especially in _ localities 
where they can be put on a tax-pay- 
ing basis. 

Horace Boultbee, secretary-mana- 
ger of the ORLDA, presented a brief 
report, touching upon highlights of 
the year’s work. He drew attention 
to the unremitting and successful ef- 
forts of President Streatfield in con- 
nection with retail price ceilings. He 
told of the valuable assistance given 
to the association by the Timber 
Controller. The report also touched 
upon the successful cost-of-doing- 
business survey conducted by the as- 
sociation in recent years. 

Membership in the association 
reached a total far in excess of any 
previous year, largely as a result of 
the thorough manner in which the as- 
sociation had been able during recent 
years to serve the interests of the 
dealers in connection with the Timber 
Control regulations and other difficul- 
ties arising out of the war. 

The chief entertainment feature of 
the convention was the annual dinner 
dance and stage show, held on the 
evening of the first day of the con- 
vention. The attendance was over 500, 
much larger than in any previous 
year. Visiting ladies were entertained 
at two complimentary luncheons, 4 
ecard party, and a theater party. 
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or Those le e Pastwar Homes 
You'll Sell... 


Good Business in Sight 
for Dealers 
--Whenjthe Boys Come Back 


A housing shortage of a million homes was said to have existed 
when the United States entered the war. That shortage has grown 
month by month during this period of building cessation. 
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The quicker the boys come home the quicker resumption of build- 
ing will get under way. The more support we give the boys now, 
the quicker they will finish the job. 


FOR ous TO That’s why Southern Pine Lumber Co. is bending every effort to 
serve the armed services so that we can all get back to serving our 
"en regular customers. 
HARDWOODS 
CYPRESS SOUTHERN PINE LUMBER CO. 
OAK FLOORING MILLS: DIBOLL and PINELAND, TEXAS 
GENERAL SALES OFFICE, TEXARKANA 

















It’s Fine Lumber that Comes from These Mills 


White River lumber has long been known for quality. Hundreds of 
buyers know from experience that it is well manufactured, reliably 
graded and represents dependable value. Heavily engaged in produc- 
tion for war needs now, White River is looking forward to the time 
when it can again serve all old customers with its well known pre-war 
mixed car assortment of Douglas Fir, Western Red Cedar and West 
Coast Hemlock products. 





WHITE RIVER LUMBER CO., furdam Washinaten 
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Virginia Building Material Associa- 


tion, Hotel Roanoke, Roanoke, Va., 
Feb. 17-18. 1944 War Conference. 
Speakers: 


H. R. Northrup, Secretary-manager, 
National Retail Lumber Dealers’ As- 
sociation, Washington, D. C. 

Don A. Campbell, chief, Retail and 
Wholesale Division, Lumber Branch, 
WPB, Washington, D. C. 

Arthur A. Hood, director of dealer 
relations, Johns-Manville Sales Corp., 
New York, N. Y. 

J. Stuart Franklin, durable goods 
specialist, District Office of Price Ad- 
ministration, Roanoke, Va. 

Hon. C. C. Barksdale, state director, 
Federal Housing Administration, 
Richmond, Va. 

H. N. Young, department of agri- 
cultural economics, Virginia Polytech- 
nic Institute, Blacksburg, Va. 

W. H. O’Brien, trade promotion 
manager, Southern Pine Association, 
New Orleans, La. 


H. F. Lotz, technical director, 
Johns-Manville Sales Corp., New 
York, N. Y. 


F. R. Adams, industrial sales man- 
ager, California Redwood Distribu- 
tors, Ltd., Chicago, III. 

Officers elected: 


President: W. F. Liebenow, secre- 


Virginians “Prepare for Victory” 


tary-treasurer, J. W. Masters, Inc., 
Fredericksburg, Va. 


Vice-presidents: W. P. Ames (re- 


elected), president, Murphy & Ames, 
Inc., Arlington, Va. 
J. C. Hodges 


(re-elected), vice- 





president, Hodges Lumber Corp., 


Roanoke, Va. 

E. S. Talbert (re-elected), secre- 
tary, Winiker Lumber Co., Danville, 
Va. 


F. C. Strailman, Jr., Petersburg, 








Dear Mr. Dealer: 


The simplicity and efficiency of Abesto Cold Process 
application gives your contractor an opportunity to 
build a better roof in less time and at a lower cost. 


We will be glad to furnish you a supply of our 
specification sheets which show the various types of 
construction for which Abesto is used. 
one of your contractors a set of these sheets and 
watch your roofing sales grow with Abesto. 


Abesto Manufacturing Co., Wii.” 


Give every 


Very truly yours, 











Rely on Tremont 
for your after-war 
needs in Southern 
Pine, Southern 
Hardwoods, Oak, 
Beech and Pecan 
Flooring. 


HERBERT MOSS. 
General Sales Manager 





TREMONT LUMBER COMPANY 
Rochelle, La. 








BUY 
WAR BONDS 
and STAMPS 
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Builders Supply Co., Petersburg, Va. 

Directors re-elected: J. G. Bosang, 
Pulaski Lumber Co., Pulaski, Va.; g. 
L. Burrough, Tappahannock Supply 
Co., Tappahannock, Va.; G. B. Early, 
W. K. Early & Son, Galax, Va.; J. T 
Hirst, J. T. Hirst & Co., Leesburg, 
Va.; J. T. Love, Waterfront Lumber & 
Shipceiling Corp., Newport News, Va; 


Officers for the en. 
suing year are, read. 
ing left to right, 
front row: W. P, 
Ames,  vice-presi- 
dent; W. F. Liebe. 
now, president; and 
J. C. Hodges, vice. 


president, 


Back row, reading 
left to right: Harris 
Mitchell, secretary- 
manager; W. Albie 
Barksdale, director, 
National Retail Lum- 
ber Dealers Associa- 
tion; and Craige 

Ruffin, treasurer. 


W. N. Neff, Vance Supply Co., Abing- 
don, Va.; F. E. Paulett, W. F. Paulett 
& Son, Scottsville, Va.; B. T. Taylor, 
Jr., Taylor Manufacturing Co., Farm- 
ville, Va.; E. L. Whitehurst, White- 
hurst-Wilbur Co., Norfolk, Va.; D. P. 
Wood, D. P. Wood & Co., Warrenton, 
Va. 

New directors: E. R. Hunt, W. C. 
Arrington & Co., Norfolk, Va., and 
J. B. Young, Edgar M. Young & Sons, 
Inc., Fredericksburg, Va. 

Treasurer: Craige Ruffin  (re- 
elected), Ruffin & Payne, Inc., Rich- 
mond, Va. 


Retired to advisory council of past 
presidents: S. T. Massey, Massey 
Builders Supply Corp., Richmond, Va. 


Meeting keynote: 

“Prepare For Victory,” the an- 
nounced theme of this year’s meeting 
of the Virginia group, was carried 
through in almost every word ut- 
tered by the speakers. Constantly, 
the delegates were reminded that no 
matter how near or how far “around 
the corner” that certain Victory was, 
the wide-awake lumberman who was 
set to go once peace was declared 
was the fellow who would still be 
in business ten years from now. 


Definite suggestions and plans for 
postwar sales, as well as_ helpful 
hints on how to ease wartime short- 
ages and restrictions, were plentiful. 
Rostrum highlights: 

Dona Campbell, speaking at the 
Thursday afternoon session on “Your 
Washington Wartime _ Service,” 
warned that the lumber situation will 
continue to become more critical for 
a long time before it starts improv- 
ing. “As the war progresses,” he 
said, “difficulties will be eased, but 
it may be a long time before we are 
over the hump.” 

H. M. Young, at the Friday morn- 
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Reynolds & Manley 
~ Lumber Company 


SAVANNAH, GEORGIA 


MANUFACTURERS OF 


Tidewater Red Cypress 
Southern Hardwoods 
Yellow Pine 


Members Natl. 
Hdwd. Lbr. 
Assn., So. 
Hdwd. Produc- 
os, inc, Se. 
Cypress Mfrs. 
Assn., So. Pine 
Assn., Natl. 
Lbr. Exporters 
| Assn. 


Modern manufacturing facil- 
ities—band mill, dry kilns, 
complete planing mill. We 
can grade-mark and _ trade- 
mark. 5 R. R. connections. 


























WHEN PEACE RETURNS 


and civilian building 
is resumed 
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toxic water repellent 


Preservation of millwork and lumber will be 
demanded by Architects and Builders of 
post-war homes—just as it was before the 
War and now is for innumerable War prod- 
ucts. ; 


Protection Products Mfg. Co. 
Mfrs. of PRESERVATIVE SOLUTIONS for 21) 
Research Laboratory and Plant KALAMAZOO, 
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A 25 year Stand of 
Old-Growth 
Timber 
Behind the Rosboro operation 
is more than 750,000,000 feet of 
beautiful big Douglas Fir Tim- 


ber. 


Here is a source to look to for 
your postwar lumber needs. 


With Victory we feel sure that 
we will be able to accumulate 
an inventory which will enable 
us to give our customers better 
service than we have been able 
to do during the war. 


Rosboro Lumber Co. 
Springfield, Oregon 


ing session, discussed “The Farm 
Market” and declared that the need 
for building materials on farms af- 
ter the war would be the greatest 
in a generation. “Buildings,” he said, 
“have been neglected for over 30 
years and farmers will be in a better 
financial condition after the war than 
at any time since 1914, to make im- 
provements.” 

Hon. C. C. Barksdale, who dis- 
cussed “The Federal Housing Admin- 
istration’s Contribution to Victory” 
Friday morning, said that the FHA 
had insured more than 190 million 
dollars worth of home loans in Vir- 


ginia. He predicted the building of 
350,000 to 400,000 houses in the 
United States in the first year after 
the war and emphasized that the 
single monthly payment plan of fi- 
nancing, which proved popular before 
and during the war, would certainly 
endure. 

J. Stuart Franklin, in explaining 
price control objectives of the OPA 
Friday morning, stressed the value of 
price ceilings to both the building 
material dealer and to the public as 
a means of avoiding inflation. “Be 
patriotic in your buying as well as 
your selling,” he said, declaring that 








in the World 





PACIFIC NATIONAL 
is Helping to Build 
the Greatest Navy 



















WE ARE ONE OF FEW PLANTS EQUIPPED TO SAW 


@ Here's a Doug- 
las Fir Mine- 
sweeper keel 112 

feet long — just off 
the long carriage in 
the Pacific National 

mill. Pacific National has 

produced many keels and 

keelsons for U. S. Navy 

Minesweepers, tugs and 

other craft. 


EXCEPTIONALLY LONG TIMBERS 


Pacific National produces the largest sawed timbers in the 
world—up to 140 feet. It takes exceptional logs, a long car- 
riage and trailer carriage, and an experienced crew to get 


out stock of this kind. 


PACIFIC NATIONAL LUMBER CO. 
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persons and firms who pay higher 
than ceiling prices are contributing 
to the black market and subsequent 
inflation. 

A. A. Hood, following a carefy| 
and detailed analysis of the problems 
facing the building industry today 
offered a ten-point action program, — 


Indiana-Michigan Meeting 


(Concluded from page 53) 


preparations now for this near-future 
market. 

In normal times the farmers spend 
annually about $525,000,000 for build. 
ing materials. After the war it is ex. 
pected that the farmers will spend 
three times what they’ve ever done 
before over a 10-year period. 


The farm business must be profit- 
able or the average lumber dealer wil] 
soon be out of business. The southern 
Michigan and northern Indiana see- 
tion is in the heart of the Farm Belt. 
Why shouldn’t the lumber dealers in 
this section get the maximum busi- 
ness? About 62% of lumber and 
building material sales are made in 
towns of 10,000 people or less. Prae- 
tically 75% of this business comes 
from the farmer, he claimed. If the 
lumberman keeps on his toes and does 
his part in postwar selling right now, 
he can cash in tremendously when the 
farmer is able to take care of all his 
needs. 


Wm. M. Dewitt who had been sched- 
uled for an address on “How Indus- 
trial Peace Is Maintained in South 
Bend” was unable to attend because 
of a sudden attack of lumbago. As a 
substitute for him Lyman M. Forbes 
talked on “From War to Peace” giv- 
ing figures for a questionnaire re- 
cently circulated among lumbermen 
and presenting some problems which 
will have to be faced immediately 
after the war. Of greatest interest to 
his audience were a number of sam- 
ples of new building materials which 
have been recently developed and 
which promise to have a place in com- 
mercial applications following the 
war’s termination. 

An interesting war movie was then 
shown, followed by DeLoss Walker, 
former Editor of “Liberty” who talked 
on “Business Freedom—Our Respon- 
sibility”, apart from discussing his 
vegetarian habits and beliefs, he gave 
an interesting talk which centered 
around the vital necessity of free en- 
terprise in the country. Dealers may 
have to fight to regain privileges 
which have been curtailed during the 
war, but there are fundamental rea- 
sons why business should be returned 
to its former status. Organized efforts 
may be necessary, but the principle of 
free enterprise can and must be re 
stored. On the associations of busi 
nessmen (including lumbermen) rests 
the greatest responsibility of seemé 
that this is done. 
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PATENT INSERTED TOOTH GROOVER 
Firthite Tipped Inserts 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. 
Co. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 
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Trade Mark Beg. U. 5S. Pat. Of. 





‘SAW MILL 


) AVAILABLE FOR 
PROMPT DELIVERY 


| Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


| Various sizes and dogs to meet your needs. 
3 5 years’ experience in building Saw 
Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 
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FIRTHITE TIPPED SAW 
Inserted Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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FIRTHITE TIPPED SAW 
Solid Type, for Wood 


Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 

Huther Bros. have long taken special pride in the 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 
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NDMA Charts Research Program 


Messrs. Rowland, Kenyon, and Baal— 
E. J. Curtis, Curtis Companies, Inc., 


National Door Manufacturers’ Asso- 
cation annual meeting at Blackstone 
Hotel, Chicago, Feb. 23-24. 

Officers re-elected: 

President—James D. Rowland, An- 
dersen Corp., Bayport, Minn. 

Vice president—Earl Kenyon, Long- 
Bell Lumber Co., Kansas City, Mo. 

Treasurer — Alvin F. Baal, Carr, 
Adams & Collier Co., Dubuque, Iowa. 

Secretary-manager — W. M. Stein- 
bauer, Chicago. 

Directors re-elected in addition to 


Clinton, Iowa; U. Morgan Davies, 
Morgan Co., Oshkosh, Wis.; Harry 
Hurd, Hurd Miltwork Corp., Medford, 
Wis.; John A. Loetscher, Farley & 
Loetscher Manufacturing Co., Du- 
buque, Iowa; A. R. Tipton, Roach & 
Musser Co., Muscatine, Iowa, and 
Ursus E. Brock, Kinzua Pine Mills 
Co., Kinzua, Ore. 

Highlights: 

Representatives of twenty-eight of 





AMERICAN 


Withstand Hard Use 


SAW MILLS 

















to operate. 


world. 


AMERICAN mill for you. 


55 Main St. 





You need a powerful modern AMERICAN SAW MILL if: 


|. You are starting business under present favorable conditions. 
2. Your business has outgrown your capacity. 
3. Your present mill is worn out; keeps breaking down; is slow and clumsy 


Think it over! You can't get top production at low operating cost and unskilled 
labor with old fashioned mills. You CAN get it plus speed and accuracy with an 
AMERICAN—made by the largest manufacturers of portable saw mills in the 


Six standard sizes ranging from 34” to 48” head blocks and 3” to 8” belt feed 
works. Special carriage lengths when required. Let us know your capacity and 
the greatest log size you require and we will recommend the most efficient 


Send for complete catalog and free handy steel saw gauge for inserted tooth saws. 


We make our own saws and parts — replacements 
quickly available in emergency. 


AMERICAN SAW MILL MACHINERY CO. 


Makers of Saw Mills, Edgers, Trimmers, Lumber Rolls, Shingle Machines, 
Swing Saws, Bolters, and Accessories. 


Hackettstown, N. J. 












the nation’s stock woodwork manufae. 
turers charted their responsibilities jp 
the postwar building period and de. 
cided to embark on an expanded pro. 
gram of product improvement through 
industry - sponsored research; to ex. 
pand the NDMA preservative treating 
program and continue advertising that 
project. They approved standardiza. 
tion projects, and heard progress re. 
ports on commercial standards fo, 
Ponderosa pine doors, now before the 
U. S. Bureau of Standards for fina] 
approval. Plans were also made to 
facilitate the industry’s absorption of 
manpower, civilian and military, after 
the war. 

C. T. Melander, chief, Millwork See. 
tion, War Production Board, told the 
members that while the woodwork in- 
dustry has been able so far to meet 
all essential civilian and military de. 
mands, they can expect further re. 
ductions in available lumber. 

James D. Rowland, association pres- 
ident said the association’s program 
of research will be intensified. 

The expanded research program 
will be directed by W. M. Steinbauer, 
NDMA secretary-manager, working 
with an advisory and policy commit- 
tee of association members and their 
own research engineers. It is planned 
to add an experienced research man 
to the NDMA staff. 

Three new member companies were 
admitted to the association: Semling- 
Menke Co., Merrill, Wis.; Whitmer 
Mills, Albuquerque, N. M., and Porter 
Screen Co., Burlington, Vt. 


Utah Dealers 


(Continued from page 52) 


panies wherever reasonably possible, 

Addressing the second day’s open- 
ing session, Frank R. VanEaton said 
more and more new sawmills are be- 
ing sent out to help utilize native lum- 
ber and relieve partially the shortage 
of lumber from the Pacific northwest. 
He anticipates some increased produc- 
tion of native lumber in 1944 over the 
1943 production which was 3,000,000 
board feet more than in 1942. 

Participating in a panel discussion 
featuring the final business session, 
Dr. Thomas C. Adams said he believes 
it is permissible under some circum- 
stances for lumbermen obtaining an 
order from a federal government sub- 
division to supply part ov all of the 
order from stock on hand and use the 
new lumber obtained on the govern- 
ment order to replenish the stocks. 
Another participant, Gordon Wegge- 
land, said he anticipates no more pri- 
orities for construction of additional 
housing in Utah. 

At a morning session Feb. 26, 
George M. Gadsby urged full coopera- 
tion in preventing a two- or three- 
year inflation period followed by 4 
depression. “We must be so strong 
after the war,” he said, “that our in- 
fluence will be felt by the rest of the 
world so that our system of free en- 
terprise will be the dominant system.” 
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FROM 100 CARS 70 12,000 CARS 


Our first year in business we shipped 100 cars of lumber. Customer satisfaction 
increased our business to over 12,000 cars a year. When peace comes, we'll be ready 
to resume our full service to all customers. 


Ww. T. FERGUSON LUMBER COMPANY 
ST. LOUIS, MISSOURI 











Far less replacement will be needed in 
the next generation if the lumber used 
now is protected against the ravages of 


rot and termites with 


PAR-TOX 


Scores of manufacturers — thousands 
of dealers and builders—have found it 
the best investment possible in wood 


preservation. 





Specify 
“Par-Tox Treated” 
on your next order. 







Kainy [ake [umber Go. LY. 
SALES OFFICE: 1204 Conway Blidg., CHICAGO, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 


industry. 





mermmrmmemg (RA PARKER & SONS CO. 


to the sash and door OSHKOSH, WISCONSIN 












Shevlin Pine Sales Company 


























SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
*THE M B 
“ora “= | SREVLUN PINE PONDEROSA PINE 
McCloud, Calif. neg. U. &, Pat. O (PINUS PONDEROSA) 
EXECUTIVE peti 
a ae 900 First National Soo Line Building SUGAR (Genuine White) PINE 
"Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
fion, Portland, Oregon. DISTRICT SALES OFFICES: 
.. oftEw YORK een ral tCAco . SAN FRANCISCO 
a } » 1 i] . -W 1 . 3 
= Face UWeodwotk Mohewk 4-917" Totsahene Ganon oval Exurcon Toat pate- 
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Fly Screen Cloth 


“KEYSTONE BRAND” 


BLACK GALVANIZED 
PLASTICS 


Complete range of widths 
and meshes to conform with 
government regulations. 


Allow us to quote 
Phone 631 


THE 


Seneca Wire & Mfg Co. 


FOSTORIA, OHIO 
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HANDLING IN YOUR YARD 


Save space—time—costs—release men 
for productive work—handle lumber with 
conveyors. 

Write for special bulletin AL-400 de- 
scribing Standard 
Conveyors designed 
to speed and cut the 
cost of handling in 
lumber and building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St. Paul, Minn. 





CONVEYORS 














ss 


"FLOORING 





OND HARD 





When you want reliable 
quality Maple and Birch floor- 
ing, order “Diamond Hard.” 
Its good manufacture is your 
assurance of satisfaction. 








J.W. WELLS 


LUMBER COMPANY 


MmBaAOMNUTPFACTHHRE RS 


MENOMINEE, MICHIGAN 










Western Retailers End Meetings 


The fifth and final regional annual 
meeting of the Western Retail Lum- 
bermen’s Assn., Davenport Hotel, 
Spokane, Wash., Feb 22; followed by 
a meeting of the new board of di- 
rectors Feb. 23. 

Speakers included: 

Fred Epperson, Port Angeles, 
Wash., retiring president of the asso- 
ciation. 

Ray Torbenson, Seattle, Western 
Retail Lumbermen’s Assn. counsel. 

W. C. Bell, Seattle, managing di- 
rector Western Retail Lumbermen’s 
Assn. 

Harry Stowell, Stowell Lumber Co., 
Everett, Wash. 

Stanley E. Newton, S. E. Newton 
Lumber Co., Spokane. 

Frank Sutherlin, Mayor of Spokane, 
Vash. 

# Edward Ryan, Spokane, 
Club official speaker. 

Everett McKinley Dirksen, Pekin, 
Ill., U. S. Congressman. 

Frank P. Kendall, Spokane, Potlatch 
Yards, Ine. (Director of N. R. L. 
D. A.) 


Officers elected: 


President—Harry F. Stowell, Stow- 
ell Lumber Co., Everett, Wash. 

Vice Presidents — Harry Gallup, 
Gallup Yards, Inc., Moscow, Ida. 
Chas. H. Bohrer, Pocatello Lumber 
Co., Pocatello, Ida. Charles Oliver, 
Oliver Lumber Co., Carson City, Nev. 
A. J. Huddleston, Lakeside Lumber 
Co., Oswego, Ore., J. W. Copeland, 
J. W. Copeland Yards, Portland, Ore. 
Harold A. Shaw, Exchange Lumber & 
Manufacturing Co., Spokane, Wash. 
Al L. Lars, Lars Lumber & Supply 
Co., Wenatchee, Wash. H. W. Black- 
stock, H. W. Blackstock Lumber Co., 
Seattle, Wash. 

Director of the National Retail 
Lumber Dealers Association—Frank 
P. Kendall, Spokane. 

Owing to the congested travel and 
hotel conditions prevailing throughout 
the Pacific Northwest, it was not pos- 
sible to hold the traditional annual 
convention of the Western Retail 
Lumbermen’s Association this year. 
Therefore the officers and staff held 
five district annual business meetings. 
As reported in the Jan. 8 issue of the 
AMERICAN LUMBERMAN, the first 
of these meetings was held in Seattle. 


Kiwanis 


- Of necessity these meetings each fol- 


lowed largely the same pattern. 

President Epperson expressed the 
concensus of the meeting when he 
said that this year more than ever 
before the industry needs a strong 
organization. He proudly pointed out 
that at present the association mem- 
bership represents the highest percen- 
tage in its history. 

In a_ questions-and-answers pro- 
gram, Ray Torbenson demonstrated 
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his familiarity with government rules 
and regulations by answering al] 
questions on the subject directed to 
him for more than an hour, Mp, 
Torbenson said there are indications 
that the government agencies are 
coming to the conclusion that it wil] 
be necessary to maintain the status 
quo during the adjustment from war 
to peace by controlling minimum as 
well as maximum prices and the es. 
tablished channels of distribution, 

W. C. Bell told of the plans being 
discussed by lumber manufacturers 
for cooperation with retailers in post- 
war market planning. He announced 
that the National Retail Lumber 
Dealers’ Assn. $100,000 fund for post- 
war planning has 
been over - sub- 
scribed. He told 
of the planning 
that is going on 
for post-war pub- 
lic housing by a 





W. C. Bell 





committee headed 
by Mrs. Samuel 
Rosenman. Mr. 
Bell just returned 
from a trip in the 
East and Middle 
West where he spread the gospel 
of postwar “free enterprise” home 
building. As a prologue to his main 
story, The Home Coming Home ad- 
dress which he has delivered to many 
meetings of dealers across the coun- 
try, Mr. Bell paid a tribute to the 
manufacturers of lumber. 


Edward Ryan at the luncheon meet- 
ing made a forceful address on the 
subject: “Keep America American,” 
which is being sponsored by Kiwanis 
International. 

The afternoon sesson was _inter- 
rupted to give Congressman E. M. 
Dirksen an opportunity to address the 
lumbermen. 


Harry Stowell outlined association 
activities he hopes to put into effect 
during the coming year. He plans to 
organize the work through standing 
committees, among which will be a 
publicity committee, educational com- 
mittee, and a win-the-war-and-perpet- 





_ 


uate-the-peace committee. He sug- 
gested publicity to de-bunk the 
so-called “miracle home.” He urged 


the dealers not only to plan to have 
jobs for their returned service men but 
to correspond with every man that has 
left their organizations and keep re- 
assuring them that their jobs will be 
waiting for them. He also suggested 
that dealers can help win the war by 
insisting that customers for critical 
materials prove that they will use the 
material in a way to help the war 
effort. 














f 
) 


Ss 


rules 
y all 
ed to 

Mr, 
itions 
; are 
t will 
status 
1 war 
iM as 
le e@s- 
ution. 
being 
turers 
post- 
unced 
amber 
 post- 





~ 


gospel 
home 
; main 
ne ad- 
many 
coun- 
to the 


1 meet- 
on the 
rican,” 
iwanis 


inter- 
E. M. 
ess the 


ciation 
» effect 
lans to 
anding 
1 be a 
al com- 
perpet- 
e sug- 
k the 
. urged 
-o have 
nen but 
hat has 
eep re- 
will be 
ggested 
war by 
critical 
use the 
he war 


ERMAN 














n 


























The Sign of Better Trims 


Better designs . . . wider selections . . . consistent quality . . . exclusive 


features ... 


easy installation! These established advantages make the 


trademark Chromedge a sign of better trims—a sign that will be even 


more prominent in the postwar piciure! 


The R& [| ME 





TALS COMPANY 


Columbus 16, Ohio 











Hard at work on 
war orders now, 
Anaconda is main- 
taining its usual 
reliable quality 
during this wartime 
—so as to be 
ready to deliver 

the same de- 
pendable val- 

ues as always 

to regular cus- 
tomers when 
peace comes. 

































Member 
Western Pine 
Association 
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SAMSON SPOT | 


SASH CORD 


the most durable 
material for hanging 
windows 














* j 


WHERE THE NEED IS GREATEST 
Samson Braided Cords Serve Best 
Now and Always 










SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 








SAMSON SPOT SASH CORD 





Reg. U.S. Pat. Off. 














Another (ertapied N 


WESTERN PiNE 


We 5 This sign is posted 
on properties certi- 


fied as Western 
Pine Tree Farms. 










YES, there are Tree Farms in the Western Pine 
region. The number of company-owned “farms” 
certified by the Western Pine Association and 
dedicated to growing commercial forest crops is 
steadily increasing. 

This region has large reserves of old-growth 
standing timber. And the accelerated growth on 
harvested lands, improved manufacture and 
laboratory research assure far beyond our time 
an adequate lumber supply of the soft-textured 
Western Pines.* 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland (4) Oregon 


*idaho White Pine *Ponderosa Pine *Sugar Pine 
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ANGELINA 


The same reliable service that has been satisfy- 
ing buyers for 56 years will again be yours to 
command as soon as war lumber restrictions are 
withdrawn. 





CHICAGO REPRESENTATIVES: 


JOUN HSHOOK LUMBER company. ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 


0 N. Franklin St., Chicago, Il. 


Retail and Industrial Sales J ANGELINA HARDWO 
A. ~ ag Lage < mt yg Comer awe. TROUT CREEK LUMBER CO., Kirbyville, Texas ae a. pt - ll 
c. t., cago, Hl. . \ 
lined cat Gee Matert r TEXAS OAK FLOORING CO., Dallas. Texas Mills at Ewing, Tex. and Ferriday, La, 


















nayone CAN INSTALL 








MILLER 


AND COMPANY, INC. 
MANUFACTURERS 


Band Sawn 
Hardwocds 
and Yellow Pine 





That’s just one of the 
reasons for the big de- 
mand for this quality 
window material . . . 
R-V-LITE is transparent, weather- 
proof and shatterproof. R-V-LIT 
storm windows cut fuel bills. 
R-V-LITE keeps heat in, cold out 
and admits sun’s vital ultra violet 
rays freely, thus promoting 
poultry health and greater egg 
yield. No wonder R-V-LITE is the 
nation’s favorite window material. 


IT’S EASY TO SELL... 
R-V-LITE point-of-sale helps, 
backed by national publication 
and radio advertising, make it 
easy for you to build up a profit- 
able sales volume. 



















We are Operating Six Band-Mills 
Forty-eight Hours per Week for 
VICTOR Y 







SELMA JACKSON 
ALABAMA TENNESSEE 








ARVEY CORPORATIO 


Exclusive Manufacturers of R-V-LITE 











3459 N. KIMBALL AVENUE, CHICAGO, ILL. 








7? wu SE EEE CT 


Old ways of logging have given place 
te the new. Mill methods have changed. But the 
high quality of Polson lumber never has changed. 

Sitka Spruce and Douglas Fir direct trom our forests. Rail and water 
shipments. 


POLSON LUMBER & SHINGLE MILLS 


Division of Polson Logging Co. HOQUIAM, WASHINGTON 
ea ssteceess Sit: ae CF 4 x x 
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This sawmill capable of cutting 12,000 feet of lumber daily was 
erected within 45 days after U. S. Marines landed on Bougainville 
in the South Pacific. Seabees are pictured “bearing-off" a slice of 
lumber as the 5-foot saw blade bites into the first log to pass through 
the mill. The lumber, cut from jungle trees ranging from 50 to 100 


U. S. Navy Construction workers load heavy, 16-foot logs on a truck 
which will haul the timber to be cut into lumber in the sawmill on 
Bougainville. The logs, believed to be a variety of mahogany, come 
from jungle trees | to 4 feet in diameter and 50 to 100 feet high. 
"Cherry-picker" is the name given the crane and tractor by its 











feet high and | to 4 feet in diameter, is used for erection of military 


buildings. 


First Sawmill in Bougainville 


ITH final adjustments made, 
W a huge log was rolled onto the 
carriage, and seconds later the 
first American sawmill on Bougain- 
ville island in the Southern Pacific 
was in operation. It was a neat piece 
of machinery, and members of a 
Navy Construction Battalion—Sea- 
bees—were proud they had spent 
only a week getting it ready. 
Unlike the first sawmill Seabees 
put into operation on Guadalcanal, 
this mill was far more effective, be- 
cause it was American-made and 
geared to turn out 12,000 feet of 
lumber daily. 
The Seabees’ first mill on the 


“Canal” was put together from 
scrap Japanese equipment which 
included an engine, pulley, and 
blade. But it was capable of turn- 
ing out lumber for bridge floors, 
piers, supply buildings, hospitals 
and other structures built in the 
early days after the August 7 Ma- 
rine invasion. The Seabees’ own 
mill arrived later on that island and 
the two were kept in constant op- 
eration. 

But here on Bougainville there 
was practically no captured enemy 
equipment, for the greatest major- 
ity of Jap activity and building has 
been on the opposite side of the 
island. 

Located deep in the heart of some 
of Bougainville’s worst jungle ter- 
rain and only 1,500 yards from the 







nearest front-line positions, the big 
piece of machinery will turn out 
thousands of feet of lumber each 
day to meet increasing demands of 
far-spreading military units. 

First lumber coming off the mill 
was used for the erection of a hos- 
pital. Lumber for chow halls, gal- 
leys, supply buildings, and tent 
floors come next. 

Several factors were taken into 
consideration by Commander Aus- 
tin Brockenbrough, U.S.N.R., bat- 
talion commanding officer, before a 
site for the mill was chosen. 

It had to be located where the 
best supply of timber was available 
and near a good road where trucks 
could easily transport the lumber 
to various sections. The mill also 
was situated on a ridge to allow 
sawdust to drop into low areas be- 
low. 

The Seabees need never worry 
about the supply of timber, for 
there is an abundance of it here. 
The towering jungle giants range 
from 50 to 100 feet high and from 
one to four feet in diameter, but 
on this sawmill only logs not ex- 
ceeding 24 inches in thickness can 
be used. 

A five-foot blade now in use can 
cut logs two feet thick, but it may 
be replaced with a six-foot blade to 
trim down the big “36-inchers.” 

Chief Carpenter’s Mate Stacey 
said his men have been unable thus 
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Seabee operators. 


far to determine the type of wood 
they are cutting, but that he be- 
lieved it to be a “kind of mahog- 
any.” The wood is tough, but not 
of the same high grade as that 
found on Guadalcanal, where the 
chief said sawmills are “cutting 
solid mahogany to build bridges.” 

Although actual operation of the 
sawmill is no different from that of 
similar machines in the States, a 
system of logging the Seabees use 
may not be too common. 

After a tree has been felled with 
a cross-cut saw, Seabees use a mo- 
tor-driven saw to cut it into 16-foot 
lengths. The latter, a cross-cut tool 
powered by a small gasoline motor, 
cannot be put into use until the 
tree is lying in a horizontal posi- 
tion. 

Following these men is a tractor 
on which a large crane has been in- 
stalled. Seabees call it a “cherry 
picker.” As the logs are cut, the 
“cherry picker” lifts the logs onto a 
truck. After they have been se- 
curely bound with chains, the truck 
takes them to the sawmill where 
they are dumped onto a ramp and 
made ready to be rolled onto the 
carriage for cutting. The ramp has 
a downward slope which allows the 
logs to roll by gravity toward the 
carriage. 

The sawmill has two diesel mo- 
tors, one used to operate the mill 
proper and another to run am edger. 
The sawmill, its parts brought 
from the beach on a huge trailer 
was in operation on Guadalcanal for 
six weeks before being sent to 
Bougainville. 






















Don’t Wait for 
PLYWOOD and VENEER 


You Can Get Same A FE T N A 


Day Service from 
We have the 


| “Largest Warehouse Stocks Under One Roof" 








Write, Wire or Telephone for 


e Our New 16-page warehouse stock and price list. 


e Our New 8-page Aetna Trading Post. 


Many new items—some odd sizes in Fir & Pine—also limited 
quantity of Hardwoods in standard sizes now being released 
without priority. 


Our Stocks Include... 


Over 21/2 Million Feet of Veneers in a large variety of Domes- 

tic and tm orted Woods. Also Millions of Feet of Plywood in 

a wide selection of sizes and thicknesses in Fir, Pine, Gum, 

Walnut, Oak, Birch, Maple, Mahogany and many other hard- 

woods . . . waterproof and aircralt plywood . . . flush doors 
. inlaid wood pictures. 


Our Engineering Department... 
Will help you with your ply- 
wood and veneer problems. 
Do not hesitate to write us 
about your needs in ply- 
wood and veneer. 








1732 Elston Avenue 
Chicago 22, Ill. 
Phone: ARMitage 7100 
Teletypewriter CG 305 














PACIFIC COAST 
LUMBER PRODUCTs 


Yard Stocks, Long Joists, Long 
Dimension, Plank, Timbers, Ties, 
MIXED CARS. Dependable values, 
Your orders will receive prompt, 
careful attention. Write us about 
your needs. 


THE GRISWOLD 
FAILING BLOG. 


LUMBER Co, 
PORTLAND, ORE. 








Lumber 


Douglas Fir 


Treated and Untreated 


Division 


Lumber 


Ties Poles Piling 





Portland, Eugene, Seattle, New York, 
Los Angeles, San Francisco, San Diego, Phoenix 


MILLS AT PORT GAMBLE, WASH., 
Rail and Cargo 


ST. HELENS, ORE. 
Since 1853 


























RAINELLE, W. VA. 


All 
West Vin 


STEPPING & RISERS FLOORING-—Red and TRIM & MOULDINGS Solid or Edge-Ciued 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, _ Dimension Maple, 
BEVEL SIDING --Popiar Birch and Beech Poplar, Oak, Basswood Oak and Poplar 


“Cream of the 
Appalachians" 





KNIGHT SAW MILLS 


All lron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St. Cuyahoga Falls, O. 


CORRUGATED 
ROOFING 
The 


Lormarert 
SUCCESSOr 10 
LAU ELELL 
Corrugarea 

WON 1007 


DISTRIBUTORS 
WRITE US 7 


Trenton 5, New Jersey 





























CHENEY METAL PRODUCTS CO., 








BOOKS THAT YOU NEED 


—Dozens of them—are quickly avail. 


Sawmill 
Operators @ able from our complete line. 
Learn More About These 


Books That'll Increase Your Profits 


Write Now for Complete Catalog 


American Lumberman CHICAGO, ILL. 


American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 








Best and cheapest helper for load- 
ing and unloading lumber. Often 
pays for itself in one lumber ship- 
ment. Adjustable to fit openings 
5 to 6 ft. wide; double extension 
roller for door 5 to 8 ft. wide. 








Can be furnished with wood or sted 
beam. ‘American’ Logging Tools and 
Appliances best on the market. Write 
for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mic 


WOMAN-POWER at WAR 


(THIRD OF A SERIES) 





Because Lumber 
is a Weapon... 


More than a hundred wom- 
en comprise the “battalion” 
of woman-powerat Dierks’ 
four plants—helping win 
the war. They are doing a 
dozen unusual jobs there to 
“free men to fight”. Mrs. 
Marie McGrew is doing her 
part to help get fighting 
tools to the attack, on time. 


LUMBER AND COAL COMPANY 








Dierks Bidg. Kansas City, Mo, 
ye 
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. Reports from Lumber Markets 





Information contained in this department comes directly from American Lumber- 
man representatives located in these cities. 


Baltimore, Md.; Buffale, N. Y.; Cincinnati, Ohio; New York City: Philadelphia, Pa.; Norfolk, Va.; 
Shreveport. La.; Memphis, Tenn.; New Orleans, La.; Jacksonville, Fla.; Houston, Tex.; Birming- 


ham, Ala.; 


Kansas City. Mo.; St. Louis, Mo.; Minn 


eapolis, Minn.; Portland, Ore.; Seattle, Wash.: 


Spokane. Wash.; Tacoma, Wash.; San Francisco, Calif.; Boston, Mass. 


General Review 

There is no disclosure of military or 
commercial civilian secrets in the 
statement based on cumulative infor- 
mation gathered from both military 
and from civilian market sources that 
the war effort is continuing to call for 
forest products in greater volume 
than our mills can manufacture under 
current manpower limitations. This 
is leaving less and less for civilian 
distribution, while on the other side 
of the picture the outlet for lumber in 
the postwar reconstruction period will 
promptly tax all sources of supply to 
the limit of our mill capacity. It is 
known that the current inventory of 
available lumber supplies for war pur- 
poses is dangerously low, and that our 
mill capacity is rated as greater than 
the sawmill capacity of the rest of the 
world. All of this warrants the con- 
clusion recently expressed by a gov- 
ernment expert that the lumber 
industry of the United States in the 
postwar era—would be called upon to 
deal with “the greatest bull market in 
lumber we have ever had.” 

Not any of the devastated areas in 
Europe or the British Isles are be- 
ing restored and our English allies are 
frequently expressing real concern as 
to our ability to supply construction 
lumber in adequate volume for re- 
quired housing when rebuilding gets 
under way. It is known that at the 
moment there is no lumber in Britain 
in private hands. Just what the lum- 
ber situation is in England is indi- 
cated in the ruling of the Timber Con- 
trol that not to exceed 1 pound of 
lumber per person per year may be 
sold without its special permit. All 
lumber not used must be turned back 
down to sizes 2 x 4 x 9 inches, and 
there is a stiff penalty for failure to 
return the surplus pieces. 

Compare these directives and re- 
strictions with those applying in this 
country and it will be agreed that our 
units of distribution are laboring un- 
der much less harsh restrictions. 

It is apparently the composite view 
of leaders in industry, commerce and 
government that discussion of ways 
and means for developing the blue- 
print pattern for the transition from 
destructive to constructive activities 
8 now strictly in order. That the 
gteat capacity and power of organized 
industrial leadership is being focussed 
a hever before upon the herculean 
task of restoring proper balance of 
commodity demand to supply and the 
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complete absorption of manpower by 
industry is heartening. 

To that end almost every industrial 
and commercial organization is con- 
ducting studies and outlining proced- 
ures that promise earliest return to 
normalcy in industry. That these 
studies are grappling with the na- 
tional problem is indicated in two 
special committee reports just issued 
by the Chamber of Commerce entitled 
“Retraining War Workers for Peace- 
time Activities” and “Education and 
Training for Demobilized Service 
Personnel.” Invariably emphasis is 
placed upon maximum production. 
There must be no industrial repres- 
sion, no plowing under of crops or 
subsidy for failure to raise animals 
for food. Preduce everything possible 
and be assured that foreign and do- 
mestic markets will be capable of 
absorbing all available commodities. 

That this analysis is acceptable to 
the lumber industry has been voiced 
by scores of speakers at the winter 
meetings. The lumber inventory of 
the country in the hands of both pro- 
ducers and distributors is the lowest 
ever known. Civilian distribution has 
been at a standstill many months. The 
Government is and will continue to be 
the almost sole customer of our saw- 


mills pending “unconditional sur- 
render.” 
In the interim, Senator Barkley 


took issue with that feature of the 
President’s tax bill veto which classes 
income from certain lumbering opera- 
tions as “Capital Gain” rather than as 
“Annual Income” as an attempt by the 
framers of the tax bill to create “a 
loophole in favor of special privilege.” 
Sen. Barkley in his rejoinder stresses 
the point that the authors of the tax 
bill must differentiate between the 
land owner who cultivates and annu- 
ally harvests his crop of Christmas 
trees to produce an annual income 
from “these little pine bushes” on the 
President’s woodlot and the real lum- 
ber operator in a forest “of sturdy 
oak or gum or poplar or spruce re- 
quiring a generation of care and nur- 
turing to produce out of this no an- 
nual income is derived until finally (at 
maturity) the trees are felled, proc- 
essed into lumber and marketed to 
produce a final “capital gain” and is 
therefore not treated in the new tax 
bill as “annual income.” 

If, for no other reason Senator 
Barkley’s statement clarifies for the 
lay mind the true significance of the 


1944 


annual tax upon the growing forest 
crop, it will not have been in vain, and 
it will be read with keen interest and 
unqualified approval by all owners of 
forest lands who in the past have car- 
ried a heavy tax burden, or been 
forced to the other alternative of pre- 
maturely cutting over their timber as 
an economic necessity. 

The wholesale lumber price index 
(1926 = 100) was 144.6 for the week 
ended Feb. 19, 1944. ; 


Demand 


Eastern Market 


The demand for lumber from govern- 
ment sources is still very brisk but few 
lumbermen are quoting, or expressing 
a desire to furnish any part of them, 
for the reason that all mills and whole- 
salers today are far behind in their 
deliveries on old orders now on their 
books. The retail yards are not doing 
very much right at present although 
some of them are securing B-2 permits 
for certain stock to go direct to gov- 
ernment jobs or warehouses. The box 
manufacturers are very busy when 
they can get good dry lumber but all 
of them are having difficulty getting 
sufficient lumber on time. Most lumber 
bought by box mills has been on the 
basis of WPB authority and very little 
time was wasted in getting these au 
thorities to the mills and wholesalers 

Lacking top or close to the top pri- 
ority ratings there is little chance that 
permits can be secured for the delivery 
of civilian lots of lumber to the yards 
or industrials unless its end use is of 
real importance to the war effort. The 
embargo against further shipments of 
thick rough fir from the West Coast 
for remanufacture at the transit mills 
in northern New England continues in 
force, and very little new business of 
this type is being booked. The OPA 
office at Boston recently announced an 
increase of 6 per cent in mill “ceilings” 
for all graded hardwoods cut in the 
Northeastern section and eastern Can- 
ada. This action results from repeated 
protests to Washington that production 
costs had risen so rapidly that the 
mills must have some selling price re- 
lief if the plants were to continue in 
operation. 


North Central Market 


Continued mild weather has kept the 
demand for Northern pine at a high 
peak in the rural sections, MINNEAP- 
OLIS sources report, and there doubt- 
less would be a much more active 
market both in the country towns and 
in the larger cities if material were 
available. Knowing it is almost im- 
possible to purchase lumber for civilian 
purposes in any quantity the public is 
practically off the market, but war 
agencies continue their clamor for al- 
most any lumber they can obtain. Or- 
ders accepted during the past two 
weeks by the six mills of the Northern 
Pine Manufacturers Association total 
approximately 2,450,000 feet and the 
unfilled order file of the association 


has been slightly reduced to slightly 
below 13,500,000 feet. 
West Coast Market 

Need for crating material continues 


to be expressed in a huge government 
demand for boards of all kinds in the 
Pacific Northwest. Auctions at which 
100 million feet or more is placed are 
being held bi-monthly at PORTLAND 
with good success. Domestic demand 
will accept any lumber it can get. Doz- 
ens of Middle West buyers, thinking 


their representatives are not on the 
job or that they can do better, 


are 
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visiting Pacific Northwest lumber cen- 
ters seeking lumber but with little suc- 
cess. Loggers are strained to the ut- 
most to meet demands for logs. 

The Federal government continues to 
occupy the role of the No. 1 lumber 
user so far as TACOMA mills are con- 
cerned, with better than 90 per cent of 
their product being definitely tagged 
for some Federal agency. There is no 
indication of a slackening in govern- 
ment demand, a situation that does not 
augur well for private buyers. But de- 
spite this, private inquiries are reported 
to be plentiful, although the mills are 
able to give them scant attention. Ply- 
wood and doors are in good demand. 
Shingle manufacturers report that in- 
quiries are heavier, but they are not 
disposed to book orders very far in 
advance for fear of a sudden change 
in the situation. Local weather condi- 
tions have been conducive to greater 
building in this immediate area. 


Southwest Market 


Demand for lumber in the KANSAS 
CITY area continues to be abnormally 
large with virtually all of the output 
being sent to the military. Very little 
lumber is going into civilian channels 
notwithstanding some rather high pri- 
orities. Reports of 142 retail yards in 
the Kansas City area showed that last 
month sales were 19 per cent smaller 
than a year ago, the Federal Reserve 
Bank disclosed. The same number of 
yards reported that sales from Decem- 
ber to January increased 27 per cent. 
The Department of Commerce reported 
some of the states in the district had 
fairly good gains in January, as com- 
pared with a year earlier. For instance, 
sales in Oklahoma were up 30 per cent; 
Nebraska, 37 per cent and Kansas, 4 
per cent. In Missouri, sales were off 10 
per cent. In its summary of wholesale 
operations, the bank found sales were 
20 per cent larger than a year ago. As 
has been the case for months, interest 
still is centered on boxing and crating 
materials and, for the most part, heavy 
construction woods have been neg- 
lected. Some railroad buying has im- 
proved the demand for timbers and ties. 

The question of inequalities in price 
between prices of long and shortieaf 
pine does not create much comment 
around SHREVEPORT as most of the 
mills have very little longleaf left. But 
there is a marked difference in values, 
especially in No. 1 dimension and tim- 
bers recognized by the trade before the 
war started which have never been 
ironed out in fixing ceiling values and 
prices, due probably to unfamiliarity 
of the authorities with the recognized 
trade difference. Owners of longleaf 
timber should not be forced to accept 
a set of ceiling prices that does not 
recognize the trade differential, is the 
general opinion expressed. There is 
also some dissatisfaction uttered over 
differences in price of rough lumber 
which also need adjustment as the 
present ceiling prices impose a serious 
hardship on shippers of rough lumber, 
especially the smaller units which have 
no planers. Demand for lumber con- 
tinues at peak, but the mills note an 
apparent unwillingness of the WPB to 
send out releases and there is a ten- 
dency in this respect which is slowing 
up shipments. 


South Central Market 


Conditions in the retail trade remain 
static in the MEMPHIS area with deal- 
ers getting small quantities of lumber 
from mills for other than government- 
approved homebuilding and war proj- 
ects of which there are many ceiling 
prices are the rule. Some retailers are 
trying to increase sales by promoting 
use of the lower grades of lumber for 
home repairs but there is no surplus 
of these grades. 

In recent weeks lumber truck ship- 
ments into JENKINS, KY., for ship- 






ment over the C. & O. have almost 
doubled. The bulk of the lumber is for 
defense plants, and comes from mills 
at Millstone, Rockhouse, Deane, Mill 
Creek and other Kentucky points. Some 
of it is trucked 20 miles. As a result 
of the lumber activity, this little town 
has become the best lumber shipping 
point in eastern Kentucky. 


Supply 
Softwoods 


After a slight gain in production re- 
cently the output of Northern pine has 
slumped again, the total for the past 
fortnight being only about 700,000 feet, 
MINNEAPOLIS sources report. The 
total production for the year already is 
lagging far behind that of 1943 at a 
corresponding date, approximating only 
2,100,000 feet as compared with well 
over 5,000,000 at this time last year. 
Shipments for the past fortnight agegre- 
gate about 2,500,000 feet and for the 
year 9,700,000 feet. Gross stocks have 
dropped to well under 39,000,000 feet, 
the lowest figure for some years past. 
Even war agencies are having difficulty 
in obtaining Northern pine of the 
grades they want and only a little lum- 
ber is being released for civilian use, 
practically all of that going to the farm 
areas for essential food producing pur- 
poses. 

Stocks of Southern pine continue to 
diminish and the distributors’ difficul- 
ties to take care of the needs of cus- 
tomers are on the increase, with some 
of the large yards bare of lumber. None 
of the expedients suggested or tried to 
boost production have been found ef- 
fective so far, with the scarcity and 
unreliability of labor as the basic trou- 
ble, a trouble which the government 
seems least eager to tackle effectively. 
A serious scarcity in both short and 
long leaf pine threatens as a conse- 
quence unless the demand can be cut 
in some way and with the lend-lease 
flow continuing in progress. 

Production of cypress in the higher 
grades for purposes closely connected 
with construction related to war pur- 
poses proceeds on a scale that provides 
fairly well this desirable material, 
though even here the situation is be- 
ginning to tighten with the dwindling 
of the labor supply and the diversion 
due to the high wages current in war 
plants. So far the wants of boatbuild- 
ers have been taken care of, but the 
drain is beginning to tell and the fu- 
ture holds out a prospect of scarcity 
that will call for the utmost economy 
in the use of cypress, which has ceased 
to figure in the activities that called 
for the wood before the war. 

With the-big distributing yards along 
the North Atlantic coast called on to 
take care of the requirements of the 
government in the way of fir, spruce, 
white pine and other species drawn 
from the West coast especially in the 
large sizes required. And with the la- 
bor situation getting worse instead of 
better, these yards are placed in a pe- 
culiar position, from the complexities 
of which they are not at all relieved. 
The railroad problems of transportation 
are being fairly well met. 

Weather conditions throughout the 
TACOMA area have been excellent and 
in consequence lumber mill operations 
have continued without interruption 
and logging camps have been able to 
maintain unimpaired production sched- 
ules. The labor situation is now show- 
ing improvement, at least as far as the 
mills are concerned, and no closures 
because of lack of help have been re- 
ported. However, logging camp opera- 
tors continue to complain that they are 
having difficulty maintaining full 
crews. They are fearful of further 
inroads by selective service boards and 
feel that the advent of spring, normal- 





ly one of their best productive periogs 
will find their crews drastically crip. 
pled and their log production down, 

Critical shortages of manpower ang 
equipment together with generally yp. 
favorable weather have further re. 
stricted production of lumber in the 
KANSAS CITY area. The weather 
however, has moderated somewhat but 
rains have retarded work in the for. 
ests. Operators are not banking tog 
heavily on the Congressional report 
that deferment of lumber workers from 
the draft will be sought. Stocks of 149 
retail yards in the district in January 
were 5 per cent larger than a year ago 
and 1 per cent smaller than in the 
previous month, according to the Feq- 
eral Reserve Bank of Kansas City. The 
bank revealed that’ inventories of 
wholesalers at the close of January 
were 10 per cent larger than a year 
earlier. 


Hardwoods 


Hardwood production continues at 
about two-thirds of normal with ship- 
ments exceeding output and inventories 
at the lowest point in the last 50 years, 
according to authoritative figures ip 
MEMPHIS. Backlog of orders is equal 
to eight weeks of production at the 
present rate. Shipments are some 18 
per cent above production, cutting into 
stocks on hand. From 90 to 95 per 
cent of production of the major mills 
is going to war projects. Association 
authorities estimate that the major 
mills produce 65 per cent of the hard- 
woods manufactured. Continued rains 
have added to the worries of loggers, 

Troubles of the manufacturers of oak 
flooring persist with mills having dif- 
ficulty in obtaining flooring oak. Or. 
ders are far in excess of stocks or 
visible nearby output. 

The problems of the producers of 
hardwoods especially in the Appala- 
chian region are on the increase, with 
operators of mills unable because of 
the shortage of labor, difficulties of 
transportation and other causes to 
catch up with the calls for more and 
still more oak, maple and other woods, 
With plans down in output to a half 
or less of capacity it is impossible to 
keep up the flow of lumber which is 
being sought, with the approach of 
spring and more favorable climatic 
conditions the main hope of relief. 
Prices, of course, are moving up de- 
spite provisions designed to hold them 
down, and the outlook is not regarded 
as at all reassuring. 

Logging is seriously hampered around 
SHREVEPORT by bad weather, to say 
nothing of the everpresent labor bot- 
tleneck. Hardwood logging is a diffi- 
cult matter these days and _ mills 
frequently have to devote much time 
to pine for lack of hardwood logs. The 
demand is particularly urgent and mills 
are continually under pressure to sup- 
ply what they simply haven't got. 

The mills have just received new 
ceiling prices on yellow cypress, in 
effect Feb. 26th, making the difference 
on the principal item $5.00 per M., viz. 
$81.00 for tidewater red, as against 
$76.00 for yellow cypress. Few have 
had time to study the new list which 
has been year and a half reaching 
them, and naturally all are not satis- 
fied. Like the difference between long 
and short leaf pine, there is a differ- 
ence between red and yellow cypress. 
The latter is softer, more easily worked 
than red cypress, it is claimed and for 
certain items, interior millwork, etc. 
has equal value with red, but it is hard 
to adjust such matters, especially 48 
there is little difference in the cost of 
dressing the dry stock. The pre-wal 
price lists would have been a fair basis 
for adjustment, but war needs have 
come in, which have changed the whole 
situation. There is a big demand now 
for cypress to be used in packing food 
for shipment. 
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Automatic Safety Stake 
Pockets 342 


Van Donk Automatic Safety Stake 
Pockets for hauling logs by railroad 
and motor truck are manufactured 
by Northwest Metal — 
Products Company. 
These Pockets re- 
ceive a stake 4%” x 
4%” and can be 
tripped individually 
or simultaneously; 
can be used on 
straight truck jobs and trailers; are 
substantially built and said to require 
a very low maintenance cost. 

The use of this equipment facili- 
tates both loading and unloading and 
permits larger loads because of the 
ease in releasing the stakes regard- 
less of how tight the logs are wedged. 





Seeks New Products 
with Book 341 


The manufacturing equipment, re- 
search facilities, and personnel of R. 
Voigt & Son Co. are described in a 
new booklet issued by that company 
as an invitation to a postwar proposi- 
tion. The company is seeking a prod- 
uct, or a product idea, or some busi- 
ness opportunity to which it can turn 
its facilities and skill in the postwar 
period. It is equipped for wood fab- 
rication and steel fabrication and its 
plant is modern throughout. A copy 
of this book, “A Post-War Proposal,” 
will be sent to anyone interested in 
further details. 


New Poster 343 


A poster containing an appeal from 
Undersecretary of War, Robert P. 
Patterson, for greater effort on the 
part of workers in lumber manufac- 
turing plants and in the woods is 
available from the Southern Pine 
War Committee, Canal Bldg., New 
Orleans 4, La. 

The poster stresses the increasing 
importance of supplying our armed 
forces with food, guns, and equip- 
ment—most of which depends upon 
wooden boxes and crates for delivery 
to the battlefronts. 


"The Power of 
American Research" 347 


This interesting booklet is offered 
by the B. F. Goodrich Company. It 
reviews some of the notable: achieve- 
ments of American research workers 
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and gives us a glimpse of some de- 
velopments that may be expected from 
research after the war. The author 
says, “It is a sure bet that when we 
are safely through the transition pe- 
riod and back to competitive business 
we won’t be able to do what we have 
been doing. The pace will be faster, 
the quality higher, the competition 
more severe—so we had better be find- 
ing out what we are going to do.” 


New Laminated 
Fibre Strap 346 
Stur-D-Strap is a_ recently de- 


veloped product designed to serve as 
a substitute for metal strapping on 





domestic shipments. According to the 
manufacturer, A. J. Gerrard & Co., 
it is especially adaptable for reinforc- 
ing corrugated and solid fibre boxes; 
also for holding wrapping on polished 
or easily damaged surfaces. Conform- 
ing readily to the contours of the 
package, it is easy and safe to handle. 

Stur-D-Strap is made in_ three 
widths and two thicknesses, has a 
tensile strength of 20,000 lbs. per 
square inch and is supplied in 450 ft. 
rolls. 


New Three-In-One Glue 344 


One glue that can be used in three 
different ways, cutting costs, inven- 
tory and production time, has been 
formulated by I. F.. Laucks, Ine. This 
glue, Lauxite Hot Press Urea Resin, 
“8-9XC-U,” can be used straight, 


-with a fortifier, and with wheat flour 


of any gluten strength. 


New Protective Cream 345 


A new cream known as_ Hand 
Guard, manufactured by O-Cedar 
Corporation,-protects the skin, cuticle, 
and fingernails from. penetration of 
soil and dirt. Rubbed on before a 
task is begun, it is said to give the 


worker protection for a period of 
about four hours. It can be ringeq 
off easily without using abrasive 
soaps and leaves the hands immacy. 
late. The process may be repeated 
indefinitely. Hand Guard is recom. 
mended for mechanics, factory work. 
ers, housewives, and office workers, 


"Trees and Schools" 349 


This new publication is announced 
by the West Coast Lumbermen’s As- 
sociation. The booklet pictures and 
describes the new Blue River School, 
recently completed at Vida, Oregon, 
which is cited by the Association as 
an example of the transition in school 
design of recent years, with all ele- 
ments combined to secure the high- 
est degree of safety, health, efficiency 
and enjoyment for the students. _ 

“In preparation for post-war, the 
West Coast Lumbermen’s Associa- 
tion’s outlook is for tremendous con- 
struction of public schools. The Blue 
River School and others of like de- 
sign will be promoted nationally as 
patterns of modern school architecture 
and engineering.” 


Statistical Information 
on Paint Sales 3412 


The February 21st issue of “The 
Open Door”, official bulletin of the 
National Paint, Varnish and Lacquer 
Association, Inc., contains a report of 
paint, varnish and lacquer sales by 
680 establishments for the year 1943, 
comparison with the years of 1936 to 
1942 inclusive, and other statistical 
data compiled for this period. 


New Wire Solder 3410 


A new type of fluxed wire solder 
containing flux in longitudinal grooves 
on the surface rather than in the core, 
has just been placed on the market. 


FLUX 
“7 SOLDER 























CONVENTIONAL FLUX-CORE WIRE SOLDER 
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- —<—S> 
NEW TYPE OF WIRE SOLDER WITH FLUX IN GROOVES 


The new material, called Fluxrite and 
put out by National Lead Company, 
is said to overcome an inherent disad- 
vantage of regular cored solders 
which supply flux and solder to the 
surface simultaneously. Since the 
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flux in the new product is outside, it 
liquefies and flows onto the work be- 
fore the solder melts and the flux 
supply is always visible to the user 
and can be quickly checked. 

Fluxrite comes in the same diam- 
eters as regular cored solder. It is 
available in two compositions desig- 
nated as Red Stripe and Green Stripe. 


Buttress Tooth Saw 348 


A new type of band saw for the cut- 
ting of nonmetallic materials has just 
been announced by The DoALL Com- 


pany. 
The DoALL Buttress Saw teeth are 
permanently hardened and are not to 





be re-sharpened or re-set. It has 
sturdy tooth structure and has ample 
gullet capacity for removing large 


quantities of chips. The true align- 
ment of set results in a cutting tool 
minutely balanced for long life and 
uninterrupted production. The But- 
tress Tooth Saw can be used on any 
band saw machine and meets wartime 
production needs. 


War Contract Termination 


A manual of preparation for war 
contract termination has been issued 
by the National Association of Manu- 
facturers, 14 West 49th Street, New 
York 20, N. Y., for the guidance of 
its members in handling such prob- 
lems. 

The manual was prepared by the 
organization’s staff in consultation 
with a group of executives who are 
actively directing such terminations 
in their own enterprises. It includes 
a check list of all steps which the 
prime contractors, sub-contractors, 
and suppliers in all tiers should take 
in the preparation and conduct of 
contract terminations. 


Paint and Enamel 


Remover 3411 


“Strypeeze” is a special remover 
for synthetic finishes, paint, enamel, 
shellac, varnish, and lacquer. It 
comes in semi-paste form and is ap- 
plied with a brush. According to the 
manufacturer, Savogran Company, 
Strypeeze contains no benzol, acid, al- 
kali, or wax, and will not injure the 
hands or the surface to which it is 
applied. It clings on upright or over- 
head surfaces, stays wet longer, and 
cuts deep and fast. 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 


34] 342 

346 347 

3411 3412 
EE COE Pe Ee ee 
Ca Snr ED rere 
Sse as ig Ae el  e 


TERA FR eeT eee 


343 344 345 
348 349 3410 


AMERICAN LUMBERMAN, March 4, 1944 








"The Formica Story" 


A five-reel motion picture in color 
presenting graphically the uevelop- 
ment of the laminated plastics indus- 
try and produced for The Formica 
Insulation Company, Cincinnati, man- 
ufacturers of laminated plastics had 
its premiere showing on Feb. 25 in 
the Waldorf-Astoria, New York. 

Besides giving an early history of 
the development of laminated plastics 
it gives a brief chronicle of the be- 
ginnings of Formica. Then follows 
the filmed story in color accompanied 
by narration depicting the processes 
involved in the manufacture of lami- 


nated plastics for industrial, aircraft, 


and decorative purposes together with 
applications and new uses of the prod- 
uct. 





CORINTH “ze 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 








SCRIBNER’S LUMBER & LOG BOOK 


Indispensable for lumber merchants, sawmill men, etc., 190 
pages, vest pocket size, giving tables on scantling and plank 
measure, round timber reduced to square timber and round 
logs reduced to inch measure by Doyle’s Rule, fog tally 
calculations, and other valuable information. Over 2,500,000 


copies sold. 
Published by 
A.M. SM TH 
Successor to S. E. FISHER 
197 Platt St., Rochester N. Y. 
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LOOSE LEAF TALLY BOOKS 


TALLY SHEETS with Waterproof Lines 
Samples and Catalog on Request 


Tally Cards Car Movers Hammer Stamps 

Crayon Tally Pencils Marking Sticks 

Rule Cases Rules Leather Aprons 

Pickaroons Gauges Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO. ILL. 
Car Door Lumber Rollers Sectional Board Rules 
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Balsa Substitutes 


Available Without Restrictions 
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alize, he said, that in a ton of ordi- 
SUB-HEAD TOPICS nary dry sawdust there is more than 
e @ a half ton of sugar and that this 
sugar can now be economically Sepa- 
rated and recovered in a form Suitable - 
Aleohol War Demands predicting a shortage of livestock for fermentation. 
Can Be Met by Waste Wood feed, Mr. Compton pointed out that, “Those who wonder how Germany E 
Prospective shortages of grain for — ee — from the wee has been able to maintain her large .% 
human consumption and livestock ‘°° wastes, wpa d nutritious and synthetic rubber program, based upon his 
feedi mines Gebeliies of economical cattle feed also can be _ alcohol, and also how she manages to Phe 
one Caen . g roduced. Few people seem to re- roduce sufficient feed, will fi Rol 
the nation’s industrial alcohol reserves ? P ‘ Biers nd the 0 
can be avoided by utilizing sawdust answer to a large degree in her wood- Sar 
and other wood wastes available at vie ned industry, from which both alco. tur 
hundreds of sawmills throughout the hol and protein feeds — made,” Mr. Os 
United States declares Wilson Comp- Compton said. This is nothing new “‘e 
ton, executive officer of the National in either Germany or Japan. ” 
Lumber Manufacturers Association. F 
“From sawdust piles which accumu- Must Reemploy : pt 
late unused at sawmills, and from Discharged Servicemen Fri 
wastes flowing from pulp mills, it is" “wa Lu 
readily possible to produce enough al- An eastern Kentucky district court sas 
cohol to take up the slack at a cost at Lexington upheld the constitution- has 
less than half the average price which ality of a Congressional act which - 
the government is now paying for ex- guarantees members of the armed ay 
actly the same kind of alcohol. forces their former civilian jobs when - 
‘Shinane ol aisle tab teen teal they return to civilian life. An honor- (Io 
lined to the nation as meaning there —_ Gacharges soldier brought suit Ne 
will be none available for beverages in she Sore Senaee Sis Somer empha his 
1944. It is more serious than that. tne Gueek Be would heave satel i 
Aleohol is vital to our synthetic rub- ee he i eee See eae Ha 
ber production. It is a necessary raw ge ig Riggs md = — bai 
material for war munitions. We are finally reemployed him). an ass 
told not only that our reserves have Sates Masiuintend 3 h ag 
dropped 42 per cent in six months, but ee eee issued the — vel 
also that our expected 1944 produc- —_ stating that the act, in addition atic 
tion will not keep pace with the ex- This interior view of ihe giant resin spray to being constitutional, was a signifi- Fr: 
. drier shows filling of drums. Directly over cant force in the maintenance of mo- al 
pected consumption. the filler may be seen the screens (which  rale in our armed forces. - 
Noting that Secretary of Agricul- insure uniformity) a which _ _. . 
ur i "e ; dered resins pass to be subsequently packed — | 
ture Wickard recently was quoted as . fa » tad a Pp Mississippi Tree Farms Mies 
Operation of the Mississippi Tree ms 
Farm System, now is under way and ile 
inspections of privately owned timber- - 
lands whose owners desire them to be ‘te 
designated as “Trea Farms,” already Fo 
have been started by the State For- 
estry Council. 7, 
Application blanks may be procured its 
from the Mississippi Forestry and fue 
Chemurgice Association in Jackson, by 
Miss., or from the local extension at 
forester, county agent, or county for- anc 
est ranger. The primary objectives of dr} 
the program include: De 
It is proposed to designate, mark aes 
and publicize the Tree Farm system : 
throughout the state. “Tree Farm” is ten 
the name selected for areas, large and ly 
small, dedicated to the growing of gel 
forest crops for commercial purposes, is 
protected and managed for continuous tat 
forest production. In order that a vis 
tract may be certified officially as a 
“Tree Farm,” the owner must meet On 
the following requirements: Effec- “RF 
tively protect his property against the 
forest fire, either by cooperating in the 
the state’s control program where pir 
available, or through his own efforts the 
— where organized protection is not tio 
— available, and the landowner must of 
‘ : , : follow approved forestry practices In th 
The mammoth four story high resin spray drier, recently completed by Resinous Products & : : if € 
Chemical Co. at Philadelphia, Pa., for ‘sesneedien of hill wee decditiiegle resin into Managing his _timberlands with - ‘ 
free-flowing powders. At the top of the large chamber, liquid resin enters as a fine VIEW to assuring continuous tim ye! Pa 
spray to be dried by superheated air. The huge size of this equipment is evident when SUPPly for an indefinite number 0 en 
compared with the men at the top of the tower. years to come. 
AME 
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- - ¢ PEOPLE & PLACES 


2 ST eae ae a ee ce 


B. J. Magnuson, owner of the Mag- 
nuson Lumber Co., Drake, N. D., and 
his wife are spending the winter at 
Pharr, Tex. They visited their son, 
Robert, an instructor at Kelly Field, 
San Antonio, Tex., and expect to re- 
turn to Drake about April 1. A. A. 
Ostrom has been managing the Mag- 
nuson Lumber Co. since Jan. 3 during 
the absence of Mr. Magnuson. 


Frank Paxton, 

president of | 
Frank Paxton 
Lumber Co., Kan- 
sas City, Kan., 
has announced 
that Robert R. 
Nolan, manager 
of the Des Moines 
(Iowa) yard, is 
now in the U. S. 
Navy and that 
his place has 
been filled by 
Harold G. Dun- 
bar, who has been 
assistant man- 
ager of the Den- 
ver (Colo.) oper- 
ation for the last fourteen years. The 
Frank Paxton Lumber Co. is a whole- 
saler and retailer of fir, pine, and 
hardwood panels; domestic and for- 
eign hardwoods; white pine, and oak 
and maple flooring. 

W. R. Morris, eastern sales man- 
ager, Union Lumber Co., San Fran- 
cisco, with headquarters in New York, 
was a recent visitor at the San Fran- 
cisco head office and at the mill at 
Fort Bragg, Calif. 


Caro Lumber Co., Caro, Tex., had 
its sawmill, mill sheds, boiler room, 
fuel houses, and planer shed destroyed 
by fire on Feb. 10, with loss estimated 
at $30,000, partly covered by insur- 
ance. The business offices and the 
dry kiln escaped the flames. R. L. 
Dedman and his son, J. L. Dedman, 
are owners of the mill. 


Harold G. Dunbar 


The promotion from major to lieu- 
tenant-colonel of L. G. Burns, former- 
ly with Burns Lumber Co., Los An- 
geles, Calif., has been announced. He 
is serving with the Army Transpor- 
tation Corps of the Procurement Di- 
vision at Portland, Ore. 


The Wauna Lumber Co., Wauna, 
Ore. was awarded the Army-Navy 
“E” production flag at ceremonies at 
the plant on Feb. 16, at which time 
the employees also received the “E” 
pins in recognition of their part in 
the high achievement in war produc- 
tion. Willard T. Evenson, president 
of the Wauna Lumber Co., accepted 
the flag for the company. 

Seeking lumber and shingles in the 
Pacific Northwest recently were buy- 
ers from many sections of the coun- 





try. They included George B. Shaler, 
Shaler Lumber Co., Cedar Rapids, 
Iowa; Bernard Jacobson, Concord 
Lumber Co., Albany, N. Y.; E. L. Stit- 
zinger, Stitzinger Bros. Lumber Co., 
New Castle, Pa.; and W. E. Small, 
Sterling Lumber & Investment Co., 
Denver, Colo. 


E. R. Linn, secretary-manager for 
Southern Hardwood Producers, Inc., 
with headquarters at Memphis, Tenn., 
has resigned that position to become 
associated with the Germain Co., of 
Pittsburgh, Pa. He will have charge 
of that company’s Montgomery, Ala., 
office. 


R. T. Titus, director of trade exten- 
sion of the West Coast Lumbermen’s 
Association, arrived in Los Angeles, 
Feb. 21, to assist in familiarizing 
southern California lumber dealers, 
civic groups, and other industry 
groups in various communities with 
the Home Planning Institute which 
has met with such success in Port- 
land, Ore. Orrie W. Hamilton, man- 
aging director of the Southern Cali- 
fornia Retail Lumber Association, 
collaborated with Mr. Titus in out- 
lining the plan to interested groups 
in several cities of southern Califor- 
nia. 


Miss Rhea Leishman, daughter of 
R. R. Leishman, Los Angeles, Calif., 
wholesale lumberman, has announced 
her enlistment in the Marines and is 
due to report at Camp LeJeaune, 
N. C., in April, upon graduation from 
Pomona College at Claremont, Calif. 


Recently reorganized by Gov. Earl 
Warren, the California Board of For- 
estry met at Los Angeles early in 
February for a general discussion of 
forestry problems in the State. Wen- 
dell Robie of Auburn was named 
chairman. The reorganized board is 
composed of Robie, Roderick McAr- 
thur, Los Angeles; F. W. Reynolds, 
Ukiah; J. J. Pendergast, Redlands; 
and Kenneth R. Walker, Westwood. 


J. A. Thomas, wholesale lumber- 
man of Los Angeles, Calif., left in 
mid-February for Washington, D. C., 
to assume duties as price analyst of 
the Western Softwoods Section, Lum- 
ber Branch, OPA, to which post he 
was recently appointed. 


After 35 years in the national for- 
est service, Belknap Goldsmith, in 
charge of timber sales for the Tahoe 
National Forest in California, will re- 
tire early in March, having reached 
the statutory age for retirement. 


Burton W. Chase, head of Chase 
Lumber & Supply Co., Long Beach, 
Calif., has announced his candidacy 
for State Assemblyman from the 71st 
District at the primaries on May 16. 
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Stuart Smith, director of the West- 
ern Softwoods Sections of the OPA 
Lumber Branch, completed a _ three 
weeks’ business visit to the Pacific 
Coast on Feb. 15 and left Los Angeles 
for Washington, D. C. 


The Smith-Orr Co., Dearborn, Mich., 
has resumed regular operations after 
a slight interruption caused by a fire 
which destroyed two of its sheds on 
Feb. 12. The loss was fully covered 
by insurance. The power line was 
connected on Feb. 15. H. F. Orr has 
advised the AMERICAN LUMBER- 
MAN that the fire did not damage 
any of the rough lumber or the saw- 
mill, and three sheds also escaped 
damage. 


George Weyerhaeuser, son of J. P. 
Weyerhaeuser of Tacoma, Wash., ex- 
ecutive vice president of the Weyer- 
haeuser Timber Co., was salutatorian 
of the recent graduating class at Taft 
school, Watertown, Conn. 


Abbott Coburn, president, Globe 
Roofing Products 
Co., Ine., Whit- 
ing, Ind., has an- 
nounced that Earl 
M. Oren, Chicago 
manager of Do- 
remus & Co., na- 
tional advertising 
agency, joined 
the Globe’s man- 
agement staff on 
March 1. Because 
of Mr. Oren’s 
wide experience 
handling national 
advertising ac- 
counts; as an edi- 





Earl M. Oren 


tor and publisher; and as an advertis- 
ing and merchandising director in the 
building field, he will-contribute sig- 
nificantly to Globe’s program of post- 
war development and expansion. 


Warren Smith, prominent Pacific 
Northwest logging operator, has 
moved his headquarters from Everett 
to Tacoma, Wash., in connection with 
transferring his interests in the Great 
Bear Logging Co. from Snohomish 
county to Lewis county in Washing- 
ton. : 


Three brothers, John, William, and 
Donald Buchanan, all prominent Ta- 
coma, Wash., lumbermen, entertained 
at a dinner party at the University- 
Union club in Tacoma, Feb. 17, an- 
nouncing the engagement of their sis- 
ter, Miss Dorothy Frances Buchanan, 
to Staff Sgt. Daniel E. McDevitt, 
United States Army. Miss Buchanan 
is a graduate of the University of 
Washington nursing school and for 
the past two years has been doing 
public health work in New York City, 
where she has been making her home 
with her sister, Alice Buchanan, who 
is currently playing on Broadway in 
“The Two Mrs. Carrolls.” The wed- 


ding will take place this Spring. 
Miss Buchanan is the daughter of the 








late John C. Buchanan, a pioneer Ta- 
coma lumberman. 


The Blagen Lumber Co.’s White 
Pines and Toyon, Calif., operations 
have been awarded the Army-Navy 
“E”, A celebration will be held in 
San Andreas on March 22 at 8 p. m. 
for the presentation of the award by 
Col. Kenneth M. Moore, C. E., district 
engineer, U. S. Engineers, San Fran- 
cisco, Calif. 


Announcement that a group of 
southern California fruit and vege- 
table growers and packers have pur- 
chased the Puyallup, Wash., plant of 
the Grays Harbor Veneer Co., known 
as the Spruce Veneer Package Corp., 
was made in Puyallup Feb. 17 by B. 
E. Harris, manager of the plant. He 
said the purchasers bought the plant 
to assure themselves a supply of ship- 
ping containers for their produce, and 
that the plant would be known hence- 
forth as the Spruce Veneer Package 
Co. Harris, who has managed the 
plant for the last seven years, will 
continue as manager. He said there 
would be no change in personnel or 
policies. 


Harry Winkler, managing director 
of Ernst Seidelmann, exporters and 
importers of lumber in New York 
City, who has been in the internation- 
al business for forty-four years, is 
now entering upon an expansion pro- 
gram and announces the appointment 
of Albert Pfeifer as general merchan- 
dise manager. Mr. Pfeifer was for- 
merly an official and general merchan- 
dise manager of Pfeifer Bros., Little 
Rock, Ark. Ernst Seidelmann has 
recently taken over additional office 
space in the Woolworth Building. 


J. C. Baris has announced that J. C. 
Baris Lumber Co., New York City, is 
now acting as sole agent in the north- 
east for the Ipik Plywood Co. of 
Louisiana, manufacturers of marine 
plywood. 


Completing 33 years of service with 
the company, 25 of which were as an 
official, B. W. Byrne, secretary of the 
Western Hardwood Lumber Co., Los 
Angeles, Calif., has resigned and an- 
nounced his retirement, at least for 
the duration of the war. Mr. Byrne 
completed a month’s trip to the Pa- 
cific Northwest in February, and was 
scheduled to leave on March 1 with 
Mrs. Byrne for a visit to relatives in 
New York and New Jersey. 


William T. Fahs, manager of the 
California Panel & Veneer Co., Los 
Angeles, has returned from a_ two 
weeks’ business trip to New York and 
Chicago, and attendance at a meeting 
of the Plywood Distributors Advisory 
Committee in Washington. 


The J. B. Moore Lumber Co., Hous- 
ton, Tex., has acquired 28 acres of 
land adjoining its present property, 
which will be used for expansion pur- 
poses after the close of the war. 


Timber Structures, Ine., Portland, 
Ore., has opened a branch office in 
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San Francisco at 220 Montgomery 
St. Arthur P. Cramer is manager. 
The firm specializes in prefabricated 
timber and glued assemblies. 


United States Army public rela- 
tions department has announced pro- 
motion to first lieutenant in the 
transportation corps of Albert Mau- 
rice Schafer, junior aide to Maj. Gen. 
Frederick Gilbreath, commanding gen- 
eral of the San Francisco, Calif., port 
of embarkation. He is the son of 
Albert A. Schafer, prominent Monte- 
sano, Wash., lumberman and prior to 
entering the Army was connected 
with the lumbering business in Aber- 
deen, Wash., and also was steamship 
manager of Schafer Bros. Steamship 
Lines of Aberdeen. 


John E. Parchen, who formerly 
operated the Ace Hardwood Panel 
Co., Auburn, Wash., has been sum- 
moned to Washington, D. C., from the 
OPA regional office in San Francisco, 
Calif., where he has been stationed 
of recent months, to help with the 
planning of a national OPA price 
panel program. 


Promotion of Lewis Berkley Snell- 
ing of Montesano, Wash., formerly an 
employee of the Weyerhaeuser Tim- 
ber Co., from first lieutenant to cap- 
tain in the United States Army Air 
Forces, has been announced by the 
War Department. 


The name of the True-Hixon Lum- 
ber Co., Indianapolis, Ind., has been 
changed to Daley & Hixon, Inc. 


The Musser Lumber Co. yard at 
Seymour, Tex., has been purchased by 
the C. D. Shamburger & Clark Lum- 
ber Co. of Wichita Falls, Tex. 


Ralph J. Grant, an official of the 
Morsches Lumber Co., Columbia City, 
Ind., for twenty-five years, has re- 
tired from active business because of 
failing health. 


Hardwood Timber Purchases 


Purchase of a 12,000 acre tract of 
hardwood timber in the northern part 
of Luce County, Michigan, by the 
Northwestern Veneer & Plywood 
Corp., Gladstone, Michigan, is an- 
nounced by S. R. Venne, president and 
general manager. 

The Northwestern Veneer & Ply- 
wood Corp., now operates a camp near 
MeMillan in Luce County, where it 
does selective logging. 


Farley Sanders, Clifford Hammond, 
and Noah Williams, lumbermen of 
Asheboro, N. C., have purchased some 
450 acres of oak, pine, cedar, poplar, 
maple, and gum, and plan to begin 
cutting the marketable timber imme- 
diately. 

Congressman Andrew Jack May, 
Prestonsburg, Ky., has become chief 
owner of a 2,000 acre tract of hard- 
wood timber on the Cumberland River 
in eastern Kentucky, near Partridge. 
A mill of about 10,000 feet a day is 
planned to cut the timber, which is 


mostly oak and yellow poplar. The 
development will be by the Cumber. 
land Lumber Co., but plans are rather 
indefinite due to shortage of labor ang 
machinery. W. P. Moore, Clintwood 
Va., will have charge of the operation 
for Congressman May. 


Successor Elected 


Warren M. Wells of Council Bluffs, 
Iowa, has been elected president of 
the Wheeler Lumber Bridge & Sup. 
ply Co., with headquarters in Des 
Moines, succeeding the late Percy f, 
Hoak. Mr. Wells formerly was vice 
president and secretary of the com- 
pany. 

The new vice president is Ensign 
James M. Hoak of Des Moines, son 
of the late president and now on ac- 
tive duty in the Navy. D. D. Staples 
of Des Moines is secretary and Mrs. 
P. E. Hoak is treasurer. 

Carl T. Jensen of the company’s 
Minneapolis office has been named 
manager of the Des Moines division, 
and H. R. Ballew, former manager at 
Norfolk, Neb., has been promoted to 
manage the Portland, Ore., division. 


Retires 


O. B. Archibald, president and prin- 
cipal owner of the Cairo Lumber Co., 
Cairo, Ill., has announced his retire- 
ment from the lumber business after 
46 years of activity in that industry. 
Mr. Archibald retains ownership, but 
the entire plant and all of its equip- 
ment will be under lease to the Cairo 
Manufacturing Co., a new firm con- 
posed of Leo S. Johnson, Clarence 
Gerholdt, and Joseph McNulty, all of 
whom have been connected with the 
Cairo Lumber Co. for more than a 
quarter century. 

As a member of the Cairo Postwar 
Planning Commission, Mr. Archibald 
will continue his civic activities. He 
is also already planning for the com- 
ing summer a better Victory Garden 
than the one he had last year, which 
was in the championship class. 


Back from Pacific Mission 


Lt. Comdr. Herbert A. Vance, pub- 
lisher of the AMERICAN LUMBER- 
MAN, stopped in Chicago for several 
hours recently on his way to Washing- 
ton, D. C., from Hawaii and the south- 
west Pacific. Commander Vance, in 
charge of the Publications Divisions, 
Bureau of Aeronautics, U. S. Navy, 
boarded a transport plane at San 
Francisco early in January and flew 
to Hawaii, where he made some 
changes in the handling and forward- 
ing of publications and bulletins made 
necessary because of rapidly changing 
battle lines. 

Using Navy planes exclusively, he 
flew nearly 15,000 miles in the next 
three weeks, visiting many Pacific 
island outposts, and coordinating news 
handling facilities. For obvious rea- 
sons the Commander had very little 
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to say about places and conditions, 
put stated that, “It is the unanimous 
judgment of every high ranking Navy 
and Army officer I talked to in the 
Pacific that there is not the remotest 
chance of concluding the war against 
Japan in less than two years.” 

The Commander paused only a few 
hours in Chicago and San Francisco, 
and expressed a desire to get a really 
good look at “Alex,” Herbert A. 
Vance, Jr., born on the eve of his 
dad’s departure for the Pacific. 


Home from 162 Pacific 
Bombing Missions 


Modest hero of two years of aerial 
combat in the Pacific war theater, 
Timothy W. Dempsey, son of Neal 
Dempsey, prominent retired Tacoma, 
Wash., lumberman, and Mrs. Demp- 
sey, returned to his Tacoma home 
Feb. 12 to recuperate from malaria 
and fatigue. His arrival home re- 
vealed that he has been a captain in 
the United States Army Air Corps 
since last August. Capt. Dempsey 
doesn’t talk much, but he has flown 
162 missions, been credited with four 
knockdowns and seven probables, been 
awarded the air medal with three oak 
leaf clusters, the silver star for his 
last flight over Cape Gloucester, 





squadron, the first American fighter 
squadron in New Guinea, has been 
given a Presidential citation. 

Simultaneously with the arrival 
home of Capt. Dempsey, his parents 
received a letter from another son, 
Lt. Peter Dempsey, also a fighter 
pilot in the United States Army but 
stationed in England, revealing that 
he had been promoted to first lieuten- 
ant, that he has been awarded an air 
medal and the distinguished flying 
cross, has finished half his missions 
and has been on “all the big loops.” 
He was with the first P-38 fighter 
squadron to fly to England via New- 
foundland and Iceland. (See page 80, 
Feb. 5 issue.) 


Back from Southwest Pacific 


Capt. Grover Reat, former employee 
in the Waco, Tex., business office of 
Wm. Cameron & Co., Inc., Wholesale, 
and currently in the U. S. Army Air 
Corps, returned recently to the United 
States from the Southwest Pacific war 
area, after completing 44 aerial com- 
bat missions. After visiting his par- 
ents and friends in Texas, he left for 
Salt Lake City for further assignment 
to duty. He has been awarded 
both the Distinguished Flying Cross 
and the Air Medal for his services in 


Logging and Lumber 
Production Art Exhibit 


“Logging and Lumber Production 
in the Pine Region of California” is 
the title of an exhibit of art now on 
display (Feb. 22 to March 21) at the 
M. H. DeYoung Memorial Museum, 
Golden Gate Park, San Francisco, 
Calif. The prints in the collection are 
the work of one of America’s foremost 
photographers, Berenice Abbott of 
New York. Much of the collection is 
devoted to the human element—char- 
acter studies and action photographs 
of the lumberjack. The photographs 
were made in the summer of 1943 at 
Westwood and Camp Bunyan, Calif., 
on the operations of the Red River 
Lumber Co. Later showings in art 
museums in various parts of the coun- 
try have been scheduled. 


Launch Joint Advertising 
Campaign 


A national advertising campaign 
has been launched jointly by The 
Mengel Co., Louisville, Ky., and the 
United States Plywood Corp., New 
York City,. to develop consumer ac- 
ceptance of Weldwood Plywood and 
Mengel Flush Doors, for wood pan- 
eled walls, dri-wall construction, and 
flush doors. Direct-mail material and 
dealer helps will supplement the ad- 
vertising campaign, which embraces 








where he downed a Jap plane, and his combat areas. 


consumer magazines in the home field 








BIG CALIBER LOGS 
On Their Way to War 


Largely on war work now, Urania is prepared 
to pick up overnight in the service of all regu- 
lar customers on their postwar lumber needs. 
The Urania Tree Farm program is replacing 
trees taken out now for war with ample re- 
growth for your future requirements. 


The Urania Lumber Co. Ltd. 
Urania, Lovisiana 


Lumber Manufacturers and Tree Farmers 
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The SHIMER EASED EDGE HEAD 





has proven superior, 
as the 6-Bit Head of 
this type can readily 






be used in most 
Matchers. The Bits 
are clearance pro- 
tected and readily ad- 
justed to the normal 
range of thickness of 
eased edge stock. The 


Head may also be fitted for matching, plain joint- 
ing, siding or shiplap. 

Let us mail you particulars about the Shimer 
Eased Edge Heads. 
of the Shimer Pattern Book and Catalog. 


We will also send you a copy 


SAMUEL J. SHIMER2&SONS.INC. 





Mianufacturers of PENNA. 





and trade publications in nine different 
lines, according to Richard S. Lowell, 
advertising manager of U. S. Plywood. 

Mengel and U. S. Plywood are 
two of the largest enterprises in 
the plywood industry, together cov- 
ering the entire range of hard and 
soft plywoods from forest and manu- 
facture to distribution and sale. Re- 
cently these same companies opened 
jointly the first in a new chain of 
warehouses which ultimately will num- 
ber fifteen or more. 


On Leave After Eighteen 
Months in South Pacific 


Major Ben K. Weatherwax, U. S. 
Marine Corps and member of a prom- 
inent Grays Harbor, Wash., lumber 
family, arrived at his home in Aber- 
deen, Wash., Feb. 17, to spend a brief 
leave with his family. He has been 
on active duty in the South Pacific 
for the last 18 months and took part 
in the American capture of Tarawa. 
He also has served in Hawaii and in 
New Zealand. During this time, he 
has flown more than 20,000 miles over 
Pacific areas. 


Elected President 


William B. Milstead of Houston, 
Tex., has been elected president and 
general manager of the Burton Lum- 
ber Corp. Mr. Milstead, who has been 
with the Burton company for more 
than twenty years, served as manager 
of the Abilene, Tex., yard until five 
years ago, since which time he has 
been manager of the Houston yard. 
He has been vice president of the 
corporation for the last four years. 

J. L. Todd, who has been Mr. Mil- 
stead’s assistant in the Houston yard, 
was elected secretary-treasurer, and 
John Darnell and J. C. Jones, both of 
Dallas, were chosen vice presidents. 
The board of directors is composed of 
the four foregoing men and W. B. 
Ferguson and W. M. Lingo, Jr. 

The Dallas yard of the company is 
being closed and the headquarters of 
the Burton Lumber Corp. will here- 
after be located in Houston. 


Appointed Secretary-Treasurer 


Appointment of Robert D. Gibson 
as secretary and treasurer of the Na- 
tional Brass Co., 
Grand Rapids, 
Mich., was re- 
cently announced 
by Lou Dexter, 
president. Mr. 
Gibson has served 
the company in 
an advisory capa- 
city for a number 
of years and as- 
sumes his new 
duties with a 
well - rounded 
knowledge of the 
company’s op er- 
ations. At the 
present time, and 
probably for the duration, he will de- 
vote his efforts to the war products 
division of the company, participating 
in the procurement of Government 
contracts and following through in 
their processing. In his new assign- 
ment, Mr. Gibson will handle financial 
matters for the National Brass Co. 





Robert D. Gibson 


Dedicates Tree Farm and 
Expands Operations 


The Simpson Logging Co. which 
operates extensively in southwest 
Washington, will spend $750,000 dur- 
ing the coming year in expanding and 
improving its operations in and about 
McCleary, Wash., C. H. Kreienbaum, 
executive vice president of the com- 
pany, told a meeting of the McCleary 
Boosters Club recently. He did not 
elaborate on the expansion program, 
except to say that the company is 
doing considerable experimental work 
in the utilization of wood waste, 
which he mentioned in connection 
with the company’s post-war plans. 
The talk was made at a meeting to 
celebrate the turning over to the new- 
ly-incorporated city of McCleary a 
water, power, and electrical system, 
donated by the Simpson Logging Co. 
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We have been many years building 
up our reputation for quality and cus- 
tomer satisfaction. It distresses us 
that under current operating and sup- 
ply conditions we are unable to meet 
even the needs of our regular custo- 
mers. whose forbearance we solicit. 





and valued at approximately $40,00p. 


The Simpson Logging Co. also dedi- 
cated its 117,000 acre tree farm, ]po- 
cated in Grays Harbor, Mason, and 
Thurston counties in Washington, at 
ceremonies held in McCleary, Wash., 
on Jan. 21. Jack Taylor, Washington, 
Washington state land commissioner, 
who was the principal speaker at the 
ceremonies, estimated that under a 
controlled production program, Wash- 
ington state could produce 6,300,000,- 
000 board feet of lumber annually, 
He envisioned a glowing future for 
the timber industry after the war, de- 
claring the major portion of wood, 
chemically speaking, has never been 
utilized. 


Successor Named 


W. B. Ferguson has been elected 
president and general manager of the 
Burton-Lingo Co., Fort Worth, Tex., 
to succeed the late Willard Burton. 
Mr. Ferguson, who was named Wil- 
lard Burton Ferguson for the late Wil- 
lard Burton, whom he succeeds, has 
been with the company for thirty-five 
years—all of his business life. At 
the annual meeting of the company 
the following directors were elected: 
Mrs. Willard Burton, Miers C. John- 
son, W. M. Lingo, Sr., A. Deffebach, 
W. B. Ferguson, J. C. Jones, J. W. 
Mitchell, W. M. Lingo, Jr., and S. M. 
Milstead. The new officers are W. B. 
Ferguson, president and general man- 
ager; J. C. Jones, vice president; S. M. 
Milstead, vice president; A. Deffe- 
bach, vice president and _ treasurer, 
and G. E. Armstrong, secretary. 


Appointed Manager 


Appointment of George Selden as 
manager of the Flexwood and Flex- 
glass division of the United States 
Plywood Corp., New York City, is 
announced by Lawrence Ottinger, 
president of the corporation. Flex- 
wood and Flexglass are manufactured 
and sold jointly by United States 
Plywood and The Mengel Co. 

Mr. Selden, who was one of the 
original distributors of Flexwood 
when that product first was intro- 
duced about a dozen years ago, comes 
to U. S. Plywood from the Johns- 
Manville Corp., where he specialized 
in the acoustical field. He served as 
a first lieutenant with the Forestry 
Engineers in World War I and oper- 
ated his own acoustical business be- 
fore joining John-Manville. 


Ceases Operations 


The Kurth Lumber Manufacturing 
Co., Inc., at Clarksville, Tex., has an- 
nounced that it will cease operations 
at that place, due to conditions over 
which it has no control. The planing 
mill will continue to operate for 4 
time, according to Vice President H. A. 
Maas, who said that the management 
had reached the end of its resources 
in efforts to keep an adequate supply 
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of logs on hand because of inability to 
obtain replacements of worn out 
truck equipment. 

The Kurth mill has been operating 
continuously for nearly ten years, and 
several more years would have been 
required to cut over the timber still 
standing. Business hereafter will be 
handled through the Houston office. 


Leases Mills 

Leasing of the former Wilson Bros. 
sawmill and planing mills in Aber- 
deen, Wash., was announced recently 
by R. J. Ultican, Sr., who said he 
would start immediate conversion of 
the mills into a new type lumber re- 
fining plant, to be known as the R. J. 
Ultican Customs Remilling Co. He 
said the company would be in actual 
operation shortly after the first of the 
year and that for the present it would 
confine itself to cutting lumber for 
custom orders, but in the future it 
would develop its own timber supply. 
Fred Hulbert, Jr., will be general 
manager of the plant, assisted by R. J. 
Ultican, Jr. 


Principal Assets Sold 


Sale of the principal assets of the 
Humbird Lumber Co., Sandpoint, 
Idaho, was consummated in Spokane, 
Feb. 24. These properties consisted 
of timber, land and land contracts 
owned by the Humbird company. The 
purchase was made by Eva A. Wert 
of Spokane for herself and a group 
of Spokane men. Mrs. Wert is a sis- 
ter of J. M. Brown and D. E. Brown, 
president and manager, respectively, 
of the Long Lake Lumber Co., Spo- 
kane. Details of the deal were nego- 
tiated by J. M. Brown representing 
his sister, and John Humbird, Che- 
mainus, B. C., representing the Hum- 
bird interest. The timber and lands 
in the transfer are located in the 
Lightning Creek, Caribou Creek, and 
Pack River districts of the Panhandle 
of northern Idaho. This is a region 
noted for its White Pine timber. The 
Humbird Lumber Co. was for many 
years well known as a manufacturer 
of Idaho White Pine and Ponderosa 
Pine, but for the past several years 
has not operated, having disposed of 
its sawmill facilities. 


. . Obituaries 


KENNETH M. (STONEY) ARING- 
TON, 55, yard manager of the Eclipse 
Lumber Co., Columbus Junction, Iowa, 
died Feb. 13 at his home there after 
months of hopeless suffering, which he 
had endured with characteristic cou- 
rage and fortitude. He served with 
the U. S. Army in Europe during World 
War I. Survivors include his widow 
and one son. 


GEORGE W. BUCK, 75, secretary- 
treasurer of the American Box Co. and 
of the American Wood Products Co., 
Cleveland, Ohio, died Feb. 11 at his 
home in Cleveland Heights, after a 
long illness. Surviving are his widow, 
three daughters, a sister, a_ brother, 
and three grandchildren. 


M. PEALE COLLIER, 66, secretary- 
treasurer of the Bourbon Lumber Co., 
Paris, Ky., died in a hospital at Lex- 
ington, Ky., on Feb. 15. He was active 
in civic and church affairs and was a 
past president of the Kentucky Retail 
Lumber Dealers’ Association, in which 
organization he was active for many 
years, serving also on its board of di- 
rectors and many committees. He is 
survived by his widow, two daughters, 
a son, and two brothers. 


EUGENE ALLEN DAVIS, 57, Ver- 
sailles, Ky., at one time a partner in 
the Congleton & Davis Lumber Co., and 
a past president of the Kentucky Re- 
tail Lumber Dealers’ Association, died 
suddenly Feb. 1 of a heart ailment, 
while visiting in New York City. Mr. 
Davis was a leader in civic, religious, 
and fraternal organizations. Survivors 
include his widow, a daughter, a son, 
and a brother. 


SPENCER DeWITT, 82, who operated 
the DeWitt Lumber Co., Scranton, Pa., 
until his retirement ten years ago, died 
Jan. 23 at his home in that city, after 
a long illness. Surviving are two 
sons, one of whom, Charles S., is pres- 
ent proprietor of the DeWitt Lumber 
Co., a daughter, a sister, four grand- 
children, and five great-grandchildren. 


CHARLES EINFELDT, 68, of the A. 
Einfeldt Coal & Lumber Co., Forest 
Park, Ill., died in a hospital in Oak 
Park, Ill., on Feb. 2, after an illness 
of two months. His home was in Oak 
Park. His widow, a daughter, and 
three grandchildren survive. 





WILLIAM EDWARD FAXON, 33, 
president and owner of the Pacific 
Lumber & Supply Co., Miami, Fla., and 
a pioneer in the lumber industry in 
that section, died Jan. 26. 


LIGHTFOOT GOODRICH, §&81, for 
nearly forty years engaged in the lum- 


ber business at Orange, Va., died Feb. 
18, following a short illness. He had 
retired a few years ago. 





JOSEPH H. GRELL, 76, who estab- 
lished the Dahlman & Grell Co. at 
Pierz, Minn., in 1887, died at his home 
there on Jan. 29. His widow and six 
sons survive. 


FRANK E. GRIFFEN, 51, manager of 
the People’s Lumber Co., Columbiana, 
Ohio, died Jan. 22 of pneumonia, leav- 
ing his widow, a daughter, and a son. 


GEORGE J. HAGER, 86, one of the 
organizers of Lageschulte & Hager, 
Inc., Barrington, Ill., died at his home 
there on Jan. 22. He was a leader in 
the business and civic affairs of that 
community until 1936, when a paralytic 
stroke forced his retirement. He was 
a member of several fraternal orders. 
Surviving are a son, three daughters, 
two brothers, six grandchildren, and 
one great grandchild. 


GEORGE HANSEN HOLM, 70, one of 
the founders of the Havens-Holm Lum- 
ber Co., died Feb. 11 at his home in 
Los Angeles, Calif. He is survived by 
his widow, a son, and three daughters. 





WALTER LEE HUNTER, 46, who op- 
erated retail and wholesale lumber 
businesses at Inverness and Belzoni, 
Miss., died in a Greenville hospital on 
Feb. 6 of a heart ailment, with which 
he was stricken several days previous. 
His home was in Inverness. He was 
active in civic and fraternal organiza- 
tions, and had large farming interests. 
His widow, two daughters, and his 
mother survive. 


RALPH KINNEY, 73, of the Kinney 
Lumber Co., Orrville, Ohio, died at his 
home there on Jan. 19 following a heart 
attack ten days previous. He had just 
recently recovered from an accident 
which had fractured his leg last Au- 
gust. He is survived by his widow, a 
daughter, and a son. 


LIEUT. WILLIAM A. LEAGUE, 22, a 
bomber pilot of the Army Air Forces, 
who prior to entering the service was 
secretary of the G. F. League Lumber 
Co., Greenville, S. C., was killed in ac- 
tion in the European war theater in 
the defense of his country on Feb. 6, 
according to advice received by his 
mother on Feb. 20 from the War De- 
partment. Lieut. League entered the 
service in September, 1942, and received 
his training at Nashville, Tenn., and 
Walnut Ridge, Ark., and was commis- 
sioned at Seymour, Ind. He received 
further training at Boise City and Poca- 
tello, Idaho, and March Field, Riverside, 
Calif. He was sent to Brazil and from 
there to England, where he had been 
about a month. He is survived by his 
mother, Mrs. Edith A. League, widow 
of the late G. F. League, Sr., Green- 
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ville lumberman, a sister, and a brother, 
G. Frank League, of the G. F.. League 
Lumber Co., Greenville, S. C. 


CHARLES MOREHEAD McCOY, 80, 
who in 1925 retired from the wholesale 
lumber business which he had estab- 
lished in 1892, died at his home in Min- 
neapolis, Minn., on Feb. 15. His widow 
survives. 


DUNCAN HUGH McLENNAN, 98, 
founder of the McLennan Lumber Co. 
about fifty years ago, of which he was 
president until his retirement some ten 
years ago, died at his home in West- 
mount, Que., Feb. 16, after an illness of 
four months, 


HARRY SCOTT McLEOD, 72, presi- 
dent of the Delphos Bending Co., Del- 
phos, Ohio, and formerly vice president 
of the Ozark Cocperage & Lumber Co., 
St. Louis, died in Columbus, Ohio, Feb. 
10, after an illness of seven weeks. He 
was prominent in civic, business and 
fraternal affairs in Columbus. His 
widow, brother, and aunt survive. 


JAMES HENRY MINER, 82, founder 
and president of the J. H. Miner Saw 
Manufacturing Co., Meridian, Miss., and 
industrialist, 


prominent died at his 





home in Meridian on Feb. 7. Mr. Miner 
entered the sawmill! business in 1881 
and in 1904 established the J. H. Miner 
Saw Manufacturing Co. in Lumberton, 
Miss., this being the first complete saw 
factory south of the Ohio River. He 
returned to Meridian in 1919 and con- 
tinued as president of the J. H. Miner 
Saw Manufacturing Co. until his death. 
Mr. Miner was a member of several 
fraternal orders and an honorary life 
member of the Rotary Club; he was 
also active in church work. He had 
written a number of articles which 
were published in the AMERICAN 
LUMBERMAN. He is survived by his 
widow, a sister, five daughters and five 
sons, three of whom, Will E., Frank H., 
and Warren N., are associated with the 
J. H. Miner Saw Manufacturing Co., 
having been employed by their father 
in 1917, 1921, and 1922, respectively. 


CORP. MILTON M. NELSON, who be- 
fore entering the Army was associated 
with his father, Irving Nelson, in the 
operation of the Ramon Valley Lumber 
Co., Danville, Calif., has been reported 
dead in the Mediterranean war zone, 
according to notification received by 
his father. 


CHARLES A. NICOLA, 88, president 
of The Nicola Stone & Myers Co., 
Cleveland, Ohio, and _ philanthropist, 
died Feb. 10, after a short illness; he 
had been attending business in his of- 
fices just the week previous. He had 
helped to found The Nicola Stone & 
Myers Co. in 1890 and was chairman of 
the board of the Northern Ohio Lum- 
ber & Timber Co., also of Cleveland. 
He was a leader in civie and charitable 
affairs and was a founder of the .Com- 
munity Fund. Mr. Nicola began his 
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career in the lumber business ip Chi- 
cago, upon his return from Germany 
where he had completed a university 
education. He is survived by a brother 
and nephews and nieces. 


OMER AMASIA O’DELL, 67, operator 
of a planing mill and retail lumberman 
of Gallipolis, Ohio, died at his home 
there on Jan. 29, after an illness of two 
years, which began with a lung infec. 
tion. He is survived by his widow, six 
daughters, and five sons, sisters ang 
brothers, and his father, who at 94 is 
still quite active. His son, Merrjj 
O’Dell, is a partner of his father jp 
the planing mill. 


JAMES HARRY OVERCAST, 61, as. 
sociated with the Strable Hardwood Co, 
Oakland, Calif., died recently in a San 
Leandro (Calif.) hospital, following ap 
illness of six months. He had spent 
his entire business life in the lumber 
business in Alabama and California, He 
is survived by his widow, three daugh- 
ters, and one son. 


A. W. SAVAGE, 76, lumber dealer at 
Coggon, Iowa, died of a heart attack 
on Jan. 4 at his home there. He haq 
been associated with the lumber busi- 
ness for fifty-one years. 


H. B. SNIDER, 78, widely known tim- 
ber man, of Caneyville, Ky., died at his 
home there on Feb. 18, after an illness 
of several weeks. For forty years he 
was a timber buyer for Bond Brothers, 
of Louisville, formerly at Elizabeth- 
town. 


CHARLES W. SPRINKLE, president 
of the Atlas Lumber Co., Cincinnati, 
Ohio, for twenty-five years until his re- 
tirement last year, died in a hospital 
on Feb. 8, of a heart attack suffered 
two days earlier. His home was in 
Clifton. His survivors include his 
widow and a daughter. 


REUBEN M. STANLEY, 65, proprie- 
tor of the Stanley Lumber Co., King 
City, Mo., until failing health forced 
him to retire from business about ten 
months ago, died at his home there on 
Feb. 17. He is survived by his widow, 
a daughter, and a sister. 


HARRY W. STUCHELL, 82, Everett 
Wash., lumberman, died Feb. 6 at his 
home there, following a short illness. 
For forty years Mr. Stuchell had been 
prominent in Puget Sound lumber cir- 
cles. 3orn in Dayton, Pa., he went to 
Chehalis, Wash., in 1900 and engaged 
in the logging business and was one 
of the pioneer members of the former 
Southwest Washington Lumber Manu- 
facturers’ Assn. Three years later he 
moved to Everett where he has been 
active since as manager and principal 
owner of the Eclipse Mill Co. Survivors 
include his widow, two sons, two 
daughters, a brother, a_ sister, and 
eleven grandchildren. 


ALBERT A. THOMAN, 58, for forty 
years in the lumber business in Louisi- 
ana and Mississippi and former post- 
master of Monroe, La., died in a Sanl- 
tarium there on Jan. 26, after a short 
illness. He was with the. Slagle-John- 
son Lumber Co., Monroe, at the time of 
his death. He was active in fraterna! 
social, and political circles. His widow 
a brother, and a sister survive him. 


EDGAR LOUIS UPTON, 65, of the 
Upton Lumber Co., North Reading 
Mass., died Feb. 17 at his home there 
Born in North Reading, he entered the 
lumber business which was founded bY 
his father, Henry A. Upton, who died in 
1919. He was a former selectman and 
former road commissioner. Surviving 
are his widow, a son, and a daughter. 


SAMUEL THOMAS WILSON, 39, -~ 
mill operator of Harrell, Ark., died # 
his home there on Jan. 30. Survivors 
include his widow, a daughter, tw? 
sons, and his parents. 
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ADVERTISING 





Remittance to accompany the order. No 
extra charge for copy of paper containing 
advertisement. Copy must be in this office 
on Monday prior to publication date. 

Five or six words qf ordinary length 
make one line. 

Count in the signature. Heading counts 
as two lines. 

Extra white space figured at line rate. 

Heading to be in caps. 

One additional line of caps permitted 
in first 14 lines of copy. and in each 7 
lines thereafter. 

One inch space advertisement is equiv- 
alent to 12 lines. 


How to Figure Costs for Advertising 
In Classified Department 


I ss 5 ac wieancerad 30 cents a line 
Two consecutive issues....55 cents a line 
Three consecutive issues. .75 cents a line 
Four consecutive issues... .90 cents a line 











Wanted—EMPLOYEES 


WANTED 


Thoroughly competent lumber yard superin- 
tendent, one familiar with all hardwoods & 
softwoods and experienced in handling men. 
Steady employment. good salary. Must have 
first class references. State qualifications 
and previous experience. Yard located in 
middle West. 
Address ‘‘L-82,"" American Lumberman. 











WANTED 


Experienced sash and door machine set-up 
man for western Washington, thoroughly fa- 
miliar with Greenlee all electric double end 
tenoners, sash and door stickers, etc. Re- 
muneration $3500 to $4000 per year plus 
bonus. Permanent deal for right man. 
Address ““L-81,‘° American Lumberman. 





EMPLOYEES WANTED 


Draft exempt bookkeeper and desk man. Wis- 
consin city 11,000. ood opportunity to ad- 
vance. 

Address “‘L-73,’" American Lumberman. 


Wanted—EMPLOYEES 





Wanted—EMPLOYMENT 








WANTED EMPLOYEES—FEMALE 


Experienced stenographer and comptometer 
operator—one having experience in lumber 
export field preferred. In reputable lumber 
— -eeeaae in large southern city. Good 
salary. 

Address ‘‘L-46,‘" American Lumberman. 





WANTED 


Yard man to wait on farmer trade. Must be 
able to estimate cost of small farm build- 
ings. Eastern Indiana. Permanent position, 
good salary. 

Address **M-31,"" American Lumberman. 





WANTED 


Experienced wholesale Lumber Sales Manager, 
permanent position, salary $400 to $500 per 
month. Furnish list former employers frst 
letter. If not experienced, do not gpply. 
GRAYSON LUMBER COMPAN 
Birmingham Alabama 





WANTED MALE HELP 


We are interested in securing a capable 
Hardwood and Yellow Pine Buyer. Must 
know Hardwood well enough to inspect and 
load out cars; also must know grades of 
Yellow Pine. We will want him to travel 
the states of Alabama, Georgia, Florida, 
North and South Carolina calling on the 
mills. If interested, get in touch with us im- 
mediately giving a list of references, salary 
wanted. 
Address *‘M-26,"° American Lumberman. 





WANTED 


Manager for Lumber & Building material busi- 
ness with knowledge of buying, selling and 
figuring retail lumber. Permanent position 
for right man. State experience. reference 
and salary expected. G. W. BENNETT & SON, 
Montoursville, Pa. 


Wanted—EMPLOYMENT 














WANTED 


Office and Yard Manager, 

retired corporation official, 

responsibility. 
ddress *‘L-62," 


ast middle age, 
esires position of 


American Lumberman. 





WANTED 


Position as Sales Manager or Assistant with 
Southern Pine Mill or Wholesaler. Over 25 
yoo experience selling on the road and in 
andling sales of good reputable mills. Draft 
exempt, good health and habits; can furnish 
excellent references. Present employer cur- 
tailing operations. 
Address ‘‘L-69,’" American Lumberman. 





RETAIL MANAGER 


25 years experience in all phases of lumber, 
building material, and construction. Age 47; 
married. Capable of taking complete charge. 
Best references. 

Address ‘“‘L-83,’° American Lumberman. 





WANTED 
Salesman to call on farmer trade to sell 
necessary maintenance materials, Asphalt 
Roof & Asbestos sidewall materials. Would 


be home nights; have choice of living in one 
of several good towns in northern Illinois. 
Old established firm. Guaranteed salary. 
Permanent connection. 

Address ‘“‘L-76,'° American Lumberman. 





MECHANIC WANTED 


Capable and experienced in maintaining high- 
speed planers and matchers, and other wood- 
working machinery. Should also be able to 
design and install conveyor systems and mis- 
cellaneous equipment to simplify handling of 
umber. Permanent position with a future. 
Address P. O. BOX 396, Nashua, N. H. 








MANAGER WANTED 


Experienced in handling retail building ma- 
terial and fuel yards. Good towns located 
northern and central Illinois. 

Address “‘L-29,"" American Lumberman. 





WANTED 


Band Saw Filer wants to make a change. 
Can make a saw stand a hard feed in any 
kind of timber; preference—hardwood. Over- 
time job. 

Address “‘L-77,"° American Lumberman. 





AUDITOR ACCOUNTANT 
Experienced all lines of lumber accounting; 
18 years with one firm; past draft age. 

ddress ‘“‘L-78,"" American Lumberman. 





POSITION WANTED 


Office work and salesman with independent 
retail lumber yard. Over 20 years experience. 
J. W. BRANSFORD, Cairo, Ill. 





PRODUCTION, COST MAN 


University education, 20 years wide experi- 
ence, manufacturing, accounting, purchasing, 
personnel, marketing. No restrictions on as- 
signment. Gentile. 

Address ‘“M-23,’" American Lumberman. 





WANTED 


and edger man needed for steam sta- 

hardwood mill. Permanent year 
Stound operation. WHITMAN LUMBER COM- 
+ Speculator, N. Y. 


Filer, 


AMERICAN LUMBERM AN, March 4, 





LUMBERMAN 


Twenty years experience including mill train- 
ing, retail yard management and sales, super- 





vision of yard personnel. 
Address ‘‘M-32,"" American Lumberman. 


1944 





EXPERIENCED LUMBERMAN 


20 years exp. in lumber & millwork: age 50; 
good education. Can read blueprints, take 
off quantities and make plans for remodeling. 
Some exp. in handling buildin operations. 
Willing to take inside or outside job. Not 
afraid of hard work and long hours. 
Address “‘L-70,"" American Lumberman. 





MILLWORK EXECUTIVE 


Will entertain offers for mager, istant 
manager or sales executive. Willing to-prove 
worth. Experienced; references. Prefer mid- 
dle west but will consider other locations. 
Address *‘M-30,’’ American Lumberman. 








ACCOUNTANT-BOOKKEEPER 


Wants permanent position. Experienced in 
Auditing, Office Management, Credits, Taxes. 
Age 38; married; 3-A likely exempt. Present 
salary in small city. Preferred lo- 
cation—Great Lakes states. 

Address ““M-28,’" American Lumberman. 





MILL MANAGER 


Ex-superintendent of entire double pine mill 
operation desires connection. Have disman- 
tled. rebuilt and operated such includin 
railroad. Will go to Mexico; have worke 
Mexican labor. Present salary in other line 


000. 
Address ““M-29,’° American Lumberman. 





RETAIL YARD MANAGEMENT 


Capable, progressive, 22 years thorough ex- 

perience, sales, estimating, accounting, buy- 

ing, construction. Highest references. 
Address ‘‘M-33.’" American Lumberman. 





LUMBERMAN AVAILABLE 


Excellent record of accomplishment as mill 
manager, production manager, and research 
specialist in manufacture, kiln drying and 
sale of northern and western softwoods. 

Considered an authority on kiln drying of 
Western Pines. 

Age 45, college graduate in Forestry (ma- 
jored in Wood Products). 

Want permanent position. 
money. . a 

Presently employed in responsible adminis- 
trative position. 

Address ‘‘K-77,"" American Lumberman. 


Wanted—USED MACHINERY © 


BOX FACTORY MACHINERY WANTED 


Large manufacturer needs additional equip- 
ment for Government contracts, such as 
Nailing Machines, 2 shook splicers, 2 Match- 
ers, squeezer, Printer and 54” Band Resaw. 
Will pay maximum prices for quick delivery. 
Send list and prices promptly. 

Address ‘‘K-44,’" American Lumberman. 


Can invest some 

















NAILING MACHINES WANTED 


We need 3 Morgan or Doig Nailing Machines 
pa $ 0 any size. Wire us collect. CHAS. N. 
BRAUN MAHINERY CO., Fort Wayne, Ind. 





WANTED 


Two modern dry kilns. Please describe fully 
as to style: and size, location and price. 
Address “L-57,’’ American Lumberman. 





BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen 
Johnson or Morgan Matchers, Edge Trimmers, 
Squeezers ond Band Resaws, and any other 
box equipment used in box working factories. 
Address “K-21... American Lanlbounen. 





WANTED 


Self-feed rip saw and light tractor or Diesel 
engine to run same. Two or three ton lumber 
truck, roll-off preferred. Good condition. 
Also light 4-wheel factory trucks. 
BISSELL LUMBER & WRECKING CO. 
7834 W. Grand Ave. Elmwood Park, 
Phone: Elmwood Park 1198 


Il. 





WANTED 


Good band resaw, also power unit 100 HP. or 
more. ELLIOTT LUMBER COMPANY. Pine 
Bluff, Ark. 


79 











_Wanted—LBR. & DIMENSION 


Wanted—Lbr. & Dimension 








WILL BUY FOR CASH 


Carloads of new or used lumber & doors. 
BISSELL LUMBER & WRECKING CO. 
7834 W. Grand Ave. Elmwood Park, Ill. 
hone: Elmwood Park 11 





WANTED TO BUY 


Eastern dealer wants to make connection with 
Western buyer or manufacturer on carload 
shipments of: 2”, 3” & 4” Fir or Hemlock; Fir, 
Hemlock or Cedar Uppers; Flooring. Siding, 
Shingles, Plywood, Idaho and Ponderosa Pine, 
Cypress, Common & Clear; Common & 
Clear D4S Also odd lots of Plywood, Pine 
Mouldings or items without a priority. 
Address ‘‘J-64,‘° American Lumberman. 





WANTED 
RELIABLE MILLS 
who can supply wholesale wooden box 
dealer with carload lots of SHOOKS 


and SET-UP BOXES, Style 1, 2, and 4— 
WHITE or YELLOW PINE. 


Needed for New York, Connecticut, 
New Jersey. Pennsylvania. 


Address “‘L-42,’° American Lumberman. 





HARD MAPLE WANTED 


200,000 teet per month each 6/4 and 8/4. 
Also beech and 4/4 cherry. High priority 
ratings. H. G. IRWIN LUMBER CO., Garland. 
Pennsylvania. 





WANTED—FENCE PICKETS 


Carload lots. Will pay cash. 
BISSELL LUMBER & WRECKING CO. 
7834 W. Grand Ave. Elmwood Park, IIl. 
Phone: Elmwood Park 1198 


WANTED 


2 cars 1x3 and wider, dressed, planing mill 
shorts 2’ and up. ‘“D’’ Ponderosa or better, 
or similar lumber, suitable for pickets. 
— MADWAY, 20th & Ridge Ave., Phila, 
a. 





WANTED—LUMBER 


We are especially interested in odds and 
ends, miscellaneous items, odd sizes and 
shorts, any soltwoods, rough, dressed or 
worked to pattern. Give complete descrip- 
tion, point of origin and price f.o.b. mill. Also 
interested in any regular items softwoods 
rough or dressed. 
Address ‘““M-25,’’ American Lumberman. 





LUMBER WANTED 


1 car 3x15 S4S 24” or multiples pine. - 
press, or soft hardwoods for crating. AA-3. 
THE SCOTT LUMBER CO., Wheeling, W. Va. 





WANTED 


Panels, crating. core stock, casket, furniture 

and construction lumber AD or KD Rgh. or 

Surfaced. What have you? Wire collect. 
PAUL B. BERRY, Grand Rapids 6, Mich. 





WANTED 


Carload or more 1/2’’xl!/,""—48”" Slats, rough 
sawn of any Southern Wood. 
Address “L-80,’° American Lumberman. 





WANTED 


All kinds of dry softwood crating and box- 
ing lumber, delivered Phila. rate, direct 
to war industries. State quantities and ceil- 
ings. AA-l priorities. 

Address ‘‘L-79."° American Lumberman. 





LATH WANTED 


1 or 2 cars 4’ standard size lath: also 1 car 
32°’ lath delivered Chicago. What have you? 
Address *‘L-88.‘° American Lumberman. 





LUMBER WANTED 


One to twenty cars 2x4 boards and flooring, 
yellow pine, hemlock, poplar or any soit 
wood. Can be used 1 er if in good condi- 
tion, without nails. Payment on delivery. 
H. KALSON COMPANY, INC. 
3128 Liberty Ave., Pittsburgh 1, Pa. 


Wanted—MISCELLANEOUS 


RAILS WANTED 
Principally 16-20-25-30 Ib. 
THE W.-H. DYER CO. 
Fullerton Bldg., St. Louis, Mo. 

















For Sale—BUSINESS 
OPPORTUNITIES 


FOR SALE 


Well oreees Planing Mill & Lumber Yarg 
in good location, on railroad siding, doin 
good business. Reason for selling, recent 
death of owner. MRS. W. B. SHELTON, 329 
Atkinson St., Henderson, Ky. 





— $s 











a, 


FOR SALE 


6000 acres Hardwood timber. Ideal car mg. 
terial proposition. Railroad through cente; 
of tract. Private switch just installed. Three 
complete portable mills. Is located in O.P.,, 
zone 7. erms can be arranged. 

Address ‘“‘L-34,"" American Lumberman, 





RAILS: ANY SIZE OR QUANTITY 


Particularly 20 ib. 25 lb. 30 Ib. 35 Ib. & 40 Ib. 
Secure our vo before selling. 
MIDWEST STEEL CORP. 
Charleston. W. Va. 


Wanted—RETAIL LBR. YARDS 


WANTED TO BUY 


An experienced lumberman of proven ability 

wants to purchase interest and assume man- 

agement of retail yard. [Illinois preferred. 
Address ““L-84,’° American Lumberman. 


For Sale — TRANSIT SERVICES 


TRANSIT MILLING & RESAWING 
For East Side and West Side Mills. 
Pine and Hardwood—Resaw eight inch. Orig- 
inating on I.C. Trunk Line. Y&MV. Gé4N. 
G6&SI. L&6A. M&SV. MC, NOGEN, OGN, SENV, 
T&NO, T&G. Telephone 43-J. TRUE-HIXON 
LUMBER CO., Oxford, Miss. 


























FOR REMILLING IN TRANSIT 


on heavy timbers, see 
PAUL WILLIAMS COMPANY, Macon, Georgia 


For Sale — LBR. & DIMENSION 


FOR SALE 


Approx. 30.000 pcs. 7/,’’xl45"° Oak Dowels. 
J. E. BOSW CO., Lebanon, Missouri 

















CANADIAN BIRCH FOR SALE 
Two cars 2 inch & paige 3 war orders 


only and high priority. POMEROY, 
24 E. Ayres St. Finsdale, Il. 


FOR SALE 
Can ship in car lots at dry ceiling prices, 
3%, to 8/4 t1 Com. & Btr. Hardwoods; also in 
car lots £2 & 3 Com. Hardwoods in same 
thicknesses. 1 car i to 8/4 22 & 3 Com. 
steamed walnut. S. B. HARWARD,. Livingston, 
Tenn. 








FOR SALE 


4 cars, 16/4 Com. & Btr.. and Com. & Btr. 
WHND Oak. IVORYDALE LUMBER CO., 
Ivorydale, Ohio. . 





FOR SALE 


Several carloads 6°’ railroad grade crossties 
81/. ft. long. FLOYD H. STARK. Medora. IIl. 





FOR SALE 


Caterpillar 22 tractor, good condition: also 
3000 feet seasoned walnut lumber, cut 4/4 
and 8/4. W. C. VAN PAPPELENDAM, War- 
saw, Illinois. 








For Sale—MISCELLANEOUS 


CARPENTERS APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO.., Inc. 


Minneapolis, Minn. 











STEEL WINDOWS 
No priority required. 
Large stock casements, 
pivoted, double hung. etc. 


STEEL SASH SALES & SERVICE 
Weehawken, N. J. 











FOR SALE 


Complete Electric Band Saw Mill. Now oper. 
ating. capacity 30M per day. Ideal for pro. 
duction of furniture and box plant lumber, 
Located in northern Wisconsin. 

Address ‘‘M-22," American Lumberman. 








For Sale 
TIMBER & TIMBER LAND 


ADIRONDACK MTS.—NORTH OF ALBANY 
1300 acres good timber $3,400. 2100 acres, 
$16,500. 840 acres pulp $5,900. 550 acres for. 
est $2,600. 3 sawmills. Also hunting camps, 
deer, bear. fox, a? trout. 60 acres, 8 
rooms, $900. RL WOODWARD, Lake 
Luzerne, N. Y. 











800 MILLION FEET 


Virgin Northern California Ponderosa and 
Sugar Pine including 35,000 acres land $1.50 
per thousand for cash cruiser report insured 
title. Great bargain investment. 

Address ‘“‘L-58."° American Lumberman. 





700 MILLION TO BILLION FEET 


Northern California Sugar, White & Ponderosa 
Pine and Fir according to Lacey & Co. report 
and 35000 acres land for one million dollars 
cash; worth more than double this price. 
Address ‘*‘M-24,’° American Lumberman. 








For Sale—USED M/.CHINERY 





EARLE HART WOODWORKING MACH. CO. 


Large selection of Modern Ball-Bearing Mo- 

torized Used Machimes. Get our prices and 

list before buying. 

Chicago. Illinois, 565 W. Washington Blvd. 
Ph.: Andover 3340 

Greensboro, N. C., Davidson Dr., Sedgetield. 
Ph.: Greenboro 9633 





TRACTORS FOR SALE 


Available for immediate delivery 5 ton or 
35°" size Caterpillar crawler tractors, $495; 
Cletrac ‘‘55‘s", with angledozers fully elec- 
trically equipped, $1850. Also commercial 
Caterpillar ‘30°’ and other tractors. O. C 
EVANS, Mt. Sterling, Ky. 





FOR SALE 


Hall & Brown No. 36, 6x15 planer and matcher 
with profile, center match heads, ship 
lap heads, four side heads, $1,250.00 f.0.b. 
Ft. Worth. CASTLEBERRY LUMBER CO. 
908 W. Peach St., Fort Worth 3, Texas. 





FOR SALE 


Moore Cross Circulation Dry Kiln Equipae) 
for one compartment kiln, capacity 000 
ft. Sons ment located at Sanderson, West 
Va RIFFITH LUMBER COMPANY, Hunting- 
ton, West Va. 





FOR SALE 


We have increased our capacity and want to 
sell our present planer and blower. They 
are in A-1 condition. We are using them 
every day. We want to buy a band resaw and 
a power unit of 100 or more HP. E 

LUMBER COMPANY, Pins Bluff. Arkansas. 





FOR SALE 


1 Band resaw blade 20” gauge: 1'/' tooth 
space; 32°7’' long: 7°’ wide; in very 9' : 
condition. KLA Y BROTHERS, Calumet. 
Michigan. 





March 4, 1944, AMERICAN LUMBERMAN 
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For Sale—USED MACHINERY 








For Sale—USED MACHINERY | For Sale—USED MACHINERY 





FOR SALE 
le Drum Russell drag line No. 55, on 
Fs cal truck; 12” load drum: 15” return. 
2 Double steel cable blocks; 2 Single steel 
cable blocks: 1 reel %/ cable: one 1 yard 
drag bucket used for cleaning hot pond, per- 
fect condition. 
KLATZKY BROS. CO., Calumet, Mich. 








CARS FOR SALE 


NEED CARS FOR COAL, COKE, BALLAST, 
ETC.? 


The following list has 735 such carsl 


r, Double, 50-Ton 
is —. Side-Discharge, 50-Ton 
10, Koppel. Side-Discharge, 24-Yd., 30-Ton 


Ref rator, 40-Ft., 40-Ton 
100 Rettig orator, 36-Fi.. 30-Ton 


95, Ballast, Composite, 50-Ton 
‘“ Box, 36-Ft., 40-Ton; Steel Ends 


1, Dump, Magor, Automatic, 25-Yd., 50-Ton 

1, Dump, Western, Automatic, 27- Yd. 50-Ton 

2, Dump, Western, Automatic, 20-Yd., 40-Ton 
10, Dump, K&J, Automatic, 16-Yd., 30-Ton 


95, Flat, 40-Ft., 40-Ton 

55, Gondola, Composite. 36-Ft. & 40-Ft., 49-Ton 

150, Tank, 8000-Gallon, 40-Ton and 50-Ton 

Perhaps this list also has some other cars you 

could use to very beneficial advantage now. 
ALL CARS ARE PRICED TO SELLI 


IRON & STEEL PRODUCTS, INC. 
39 Years’ experience 
13424 S. Brainard Ave., Chicago 33, Illinois 


“ANYTHING containing IRON or STEEL” 





ELECTRICAL MACHINERY 


Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of 
New and Rebuilt motors on hand at all times. 
Expert Repair Service. Send us your in- 


quiries. 
V. M. NUSSBAUM & CO., Fort Wayne, Ind. 





FOR SALE 


On account of change in i plans, 
complete sawmill, planing mill, trucks, trac- 
tors, cranes, dust collector and other inci- 
dental equipment, including motors, 5 ah 
belting, shafting, etc. Sell for cash onl 

one unit. Located in northern Florida. i 
be operated as a going concern or dismantled 
and removed. Immediate possession. 

Address *‘M-21,’° American Lumberman. 


GRAVITY ROLLER CONVEYOR 


Approximately 3000’, ball bearing steel rollers, 
10’ sections, spaced 18°’ apart, steel frames 
20” wide. Good condition. Attractive prices. 
CAULDWELL-WINGATE COMP. 
101 Park Avenue, New York City 








FOR SALE 


Insulating machine for blowing rock wool, 

single cylinder, manufactured by General 

Blowing Co. In good condition. $395.00. 
Address ‘‘M-27,"" American Lumberman. 





VEST POCKET 
READY RECKONER 


A useful vest pocket manual 
including a lumber calcula- 
tor for standard sizes, log 
rules, estimated weights of 
lumber and miscellaneous 
useful lumber tabulations. 


Prepaid, 50 cents 


AMERICAN LUMBERMAN, Publisher 


139 N. Clark St. Chicago 2, Illinois 


one 




















FOR SALE FROM STOCE FOR SALE 
1—250 HP Heinie Water Tube Boiler with 
ene pee machinery 2 —_ will about ee of stack, 130-pound steam 
tell you if we have that much needed ma- Fessure .....--.. Tet epee geo ag 9” —" 
chine you are looking for. Everything from 1 pright. Boiler. 42”x90” with 8&8— 400.00 
timber — to clothespin machine. pecan ot #0 eee ia $4 
Try us—as us—ask for stock list. 3 see Rolls. " *. punicesnissiee —_ oo 
PO Ts, FM once cenin ss ac’ 
BOSCHO. INC.. Mediord 55. Mess. (All with Cast Iron Frames and Miter Gears) 
1 Steel Header Drum. 3’x10’, suitable for 
FOR SALE en Re 5 ga “ ressure...... Pay .00 
ingle Drum Winches, to operate ‘om 
500, 750 & 1000 GPM Steam Underwriters ‘uate caatie anak Wteae, alle Games ane 
Fire Pum etree RE ie: ach $300.00 
2—1500 G.P. . Gasoline Fire Pumps 1 eg tg Machine (old model) $50.00 
7—Locomotive Cranes, 15, 20 = 25-ton 1 Frick Steam Engine, 91/;"° Bore, 12” Stroke, 
Diesel Locomotives. 6, 8 and 14-ton center crank, Drive Pulley 36x12, aa 
—Guy Derricks, 60. 90 and 110 tt. = | So ee 
Air Compressors, 150, 220 and 550 ft 1 Frick Steam Engine, 81/,"" Bore, 10” Stroke, 
Wheel Presses, 150 and 200-ton Center, Crank, Drive Pulley 42'x12"", 3° 
13—Electric Hoists, 35 to 100 HP. Se RS. $100.00 
9—Gasoline Hoists. 15 to 85 HP. 1 Wheland Steam Engine, 10’ Bore, 12” 
1—63 ton Heisler Gear Locomotive Stroke, Side Crank, Drive Pulley 54’’x12’’ 
2—1000 ee ee eee ei ees $150.00 
Pum 1 Beech, Dado and Cut-Off Saw with Car- 
Mode! D American 36’ gauge, 10 ton capac- ricge and table, 220-Volt, Direct Drive 
ity 4 wheel log loader SSC ers he $250.00 
25.000 gal. Tank on 75 ft. Tower 1 Townley belt drive Swing Cut-off Saw 
50.000 gal. Tank on 119 #. Tower Frame with Arbor................ $75.00 
..'s gal. Tank on 100 ft. Tower 10 | Cylinders, valve soving and pipe for 
TANHOPE, INC. (Lincoln Bldg.) ee Air Drop Trimmer Ry 
Reo East 42nd Street. w York, N. ¥. | | | for .............-....+....0... 
> m 1 14 Yd. Concrete Mixer, with Gasoline Motor 
FOR SALE 1 Novo. 5 HP. Gasoline, 1 cylinder, ve 
Six natural draft dry kilns, apvroximately 7 oe LUMBER COMPANY . 
4464° of 1" pipe in each unit: approximately Birmingham Alabama 
10x70’ inside measurement; complete with 
metal covered doors and all the electrical FOR SALE 


<i cue Gana eum Wak Gola. teed aie. | ta Sy ge SA 
KLATZEY power, wer, 1—60°’ inserted too ade, 

BROS. CO.. Calumet. Mich. 1—58"’ inserted tooth blade, belts and equip- 
ment. All in A-l running condition. Ideal 
FOR SALE in hardwood timber. Prefer to sell complete 


it. LUMB ANY, ‘ 
2—Model 202 Reynolds Electric Screw. Ma- eS EE oe aes 











ER Raa eA REE Ea. $500.00 — 
2—Model 200 Reynolds Electric Screw Ma- LUMBER PLANERS FOR SALE 
pag a Sa DE EN OTC EN 1—4-side planer and matcher 24’’x4”’. 
ROCK ISLAND LUMBER COMPANY Pacaeoo 
8800 Kinsman Road, Cleveland, Ohio oe d matcher 15"x6”. 
ey! a 
elf-feed rip sa 
FOR SALE OLSON LUMBER CO., Mora, Minn. 
One modern Baldwin Superheater Locomo- 
tive, 50-ton on drivers, ICC inspection, Mogul FOR SALE 


type 2-6-0: one Baldwin locomotive type Contact KLATZKY BROTHERS, Calumet, Mich. 
4-6-0, ICC inspection, 44-ton on drivers; one 1—Clement single spindle shaper, shop No. 





35-ton Lima Locomotive: one 42-ton Lima 13540; 3—new slasher saws 38°’ diameter, 
Locomotive: one 50-ton Lima Locomotive. All 234’ mandrel holes, 4 bolt holes 63° cen- 
in first class operating mechanical condition. ter; l—standard bundle wiring machine 
125 Russell logging cars, 30°’ wheels, link °. 
pin counvlers, complete with chain wrappers. 1—Wilson electric welder, 200 amps, belt 
YAWEKEY-BISSEILL LUMBER COMPANY driven DC generator; tight & loose pulleys; 
White Lake, Wisconsin => -50; 1750 RPM; compound wound, 
° 
1—CH&E abation band saw mortiser & 
FOR SALE ens late model machine with table, 
x72. 
1—No. 5 Farquhar portable sawmill, right | 1—Combination cut-off & rip saw: iron frame, 
hand, 3 block carriage — table, tilting saw arbor & mitering 
1—Two saw edger head. 
1—Swing saw trimmer 1—Murray all steel tilting transfer table, 9’ 
1—Saw gummer wide, 10’ long: 3 live chains; reversible 
line ge Ae + ulleys for above. friction driven worm tilting mechanism; 
WALLACE ONGNA & SONS, Sheboygan Falls, tilts 12° both ways. 
Wis. 1—Lumber haulage unit, used with tractor to 


handle lumber from sorting shed to yard; 
all steel frame, chain driven rollers; 3 sets 
FREQUENCY CHANGERS undercarriage; 1 catervillar tread, 1 steel 


Two 60 EVA 60/120 cycle, General Elec- | —Wbeel. smd | set sleighs. 
_ $i je direct connected to 40 AIR COMPRESSORS 
30/ - Motors. 1—Westinghouse Locomotive type, 91/2x9l/2x 
150 HP, 514 RPM 3/60/220 V. Allis Chal- 10; 1 7 receiver, 15x93‘; nlake valve. . 
mers slip ring motor complete with control. 1—8x8 Curtis air compressor No. 4087; 2 cyl- 
75 KVA 3/ 60/ 240 V. Crocker Wheeler gen- inder vertical; tight & loose pulleys; 300 Ib. 
erator direct connected to Russell steam en- air receiver 30x72; safety valve & gauge. 


~~. ee many items of power plant Contact KLATZKY BROTHERS, Calumet, Mich. 
° 


equipment available tor prompt shipment in- 











cluding motors, all types and sizes, air FOR SALE 

compressors, blowers, “> Rig «3 us on your 17 D.C. Motors, 220 volts from 10 to 25 HP. 

requirements—we may what you need. Have changed to A.C. Will sell cheap for 
ROCKFORD ELECTRIC. EQUIPME T CO. quick sale. STANLEY E. SMITH. Cook's Falls, 
724 S. Wyman St., Rockford, Illinois nm 4. 











Automatic Safety Trip 
STAKE POCKETS 
for Motor Trucks & Ry. Cars. Speed load- 
ing & unloading; haul larger loads; save 
stakes; speed dispatch of equipment. 
Save Time & Money—Order Today! 


Cc. H. VAN DONK 
1337 E. Mason St. Green Bay, Wis. 
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This book 
makes a 
perfect gift 
for the 
lumberman 


THIS 
FASCINATING 


LUMBER 


BUSINESS 


BY 
STANLEY F. HORN 


There is fascination in every page as Mr. 
Horn spreads before us all phases of the 
basic industry that has kept its romance 
through the centuries. There is stimulation 
in the history of the business and its con- 
nection with sea power and the early growth 
of the country. There is excitement in the 
fall of the huge trees as Mr. Horn describes 
today’s lumber and logging operations in 
the great timber areas of the West and the 
South. There is the thrill of discovery in 
the tremendous scientific development of 
new uses for this oldest material. 


Editor of the Southern Lumberman, Stanley 
F. Horn has known for many years the fas- 
cination of the lumber business throughout 
the nation. His picture of the industry is 
at once as complete, thorough and accurate 
as any expert could demand, and as clearly 
and interestingly written as any layman 
could desire. 30 illustrations. 328 pages. 
Price per copy $3.75. 


Order from Book Dept. 


AMERICAN LUMBERMAN 
139 N. Clark St. Chicago 2, Illinois 












Aduertisers'’ Index 





Renn 


Abesto Mfg. Co.. 

Aetna Plywood & Veneer... 

American Logging Tool Co. 

oes Saw Mill Machinery 
Oo ‘ 


American Steel & Wire Co.. 

Anaconda Copper Mining Co.. ‘ 
Angelina County Lbr. Co..... 
Arvey Corporation........... 


B & T Metals Co., The........ 


Barrett Division, The, 
Allied Chemical & Dye Corp. 


Bay De Noquet Co........... 
Bonifas Lumber Co., Wm..... 
Booth-Kelly Lumber Co., The. . 
Boston Varnish Co........... 
Brown & Co., Geo. C.......... 
Buck & Co., Frank R......... 


Cadillac-Soo Lumber Co...... 
Chapman & Dewey Lbr. Co... 
Cheney Metal Products Co.... 
Christiansen Lbr. Co., C.M... 
Chrysler Corp., 

Dodge Division. . 
Clarke, C. V. a 
Columbia Steel Co. ; 
Connor Lumber & Land Co.. 
Continental Steel Corp........ 
Copeland Lumber Ce......... 
Corinth Machinery Co........ 
Cotton Hanlon.. 
Craig Mountain Loe. Co. 


Dierks Lbr. & Coal Co........ 
Disston & Sons, Inc., Henry. .. 
Dyke Brothers............... 


Exchange Sawmills Sales Co... 5: 


Ferguson Lumber Co., W. T... 
Fir Door Institute. 

Flintkote Co , The.. faa 
Fordyce-Crossett Sales Co. 
Franklin Glue Co., The....... 
Frost Lumber Industries, Inc. . 


Georgia Hardwood Lbr. Co.. . 
Goodman Lumber Company... 
Griswold Lumber Company.... 


Hines Lumber Co., Edward... . 
Holt Hardwood Co. 
Hotel Benson. 


Houston Blow Pipe and Sheet 
Metal Works 


Huther Brothers Saw Mfg Co. 


Johnson Lumber Corp., ©. D. 


Kent Machine Company...... 
Kentucky Metal Products Co.. 
Keystone Steel & Wire Co..... 
Kinzua Pine Mills Co........ 


« & 


€6 
* 66 


14 
63 
64 
64 


66 


78 


61 


. 43 


44 
35 


. 59 


66 
77 
54 

3 


Lake Superior Lumber ie 


— 
Lane Manufacturing Co... 2 “a 
Lemieux Brothers., Inc.....___ 78 
Lindsey Wagon Co.........__ 69 
Louisville Cement Co... .. 84 
Luthi & Co., F.C............ 71 
Meadow River Lumber Co... .. 66 
Michigan Pole & Tie Co... 83 
Miller & Company, Inc... .... 64 
Moore Dry Kiln Co........_. 4g 
Northcutt Lumber Sales Corp.. 69 
Ozan Lumber Company....... 50 


Pacific National Lumber Co... 58 


Parker & Sons Co., Ira........ 61 
Patrick Lumber Co.. . 62 
Polson Lbr. & Shingle Mills. . 64 
Pope & Talbot. Inc........... 66 
Porter-Cable Machine Co..... 33 
Protection Products Mfg. Co... 57 
Protexol Corp................ 7 


Rainy Lake Lumber Co., Ltd.. 61 
Red River Lumber Co., The... 39 
Reynolds & Manley Lbr. Co... 57 
Reynolds Wire Co. =e 
Rib Lake Lumber Company... | 83 
Robbins Flooring Company.... 83 


Roddis Lbr. & Veneer Cu...... 83 
Rosboro Lumber Company.... 57 
Samson Cordage Works...... 63 


Scribner’s Lumber & Log Book. 
Seneca Wire & Mfg. Co....... & 
Shevlin Pine Sales Company... 61 
Shimer & Sons, Inc., Samuel J.. 75 


Simonds Saw & Steel Co.. 49 
Smith & Co., D. B..... 51 
Smith Lbr. Co., Inc., W. T.... 71 
Southern Lumber Co..... 51 
Southern Pine Lbr. Co........ 55 
Standard Conveyor Co........ 62 
Sullivan Lumber Company.... 78 


Tennessee Coal, Iron and Rail- 
road Co... 

Thunder Lake Lumber Co : 83 

Timber epenennres Co. of 
Mich. : 

Tremont Lumber ‘Company... . 56 


yoy Veneer Co.....- a 83 
S. Gypsum Co. 30-36-37 
"gs. Steel Corp.. . “a 
Urania Lumber Company. . 8 
Van Donk, C. H.... 8] 
78 


Webster Lumber Co., H. E.... ; 
Wells Lumber Co., J. W..--++: 6 


Western Pine Association....-- 63 
Westinghouse Electric & nd , 

Co © 
Wheeler Osgood ‘Sales Corp.. 8 
White River Lumber Co....-:- > 


Wisconsin-Michigan Page..--- * 
Wood Conversion Co....-. ++: 


See Our February 19 Issue for Directory of Products Advertised 
in AMERICAN LUMBERMAN 


March 4, 1944, AMERICAN LUMBERMAN 
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H A R D mM ! 


BEHIND THE EAGLE 
STAND THE FORESTS 


All Northern mills are doing their full part to lasts to manufacture servicemen’s shoes, truck 


help win the war. If these mills are currently and trailer bodies, cooks’ tables, cots, Army 
unable to meet your needs, they ask your forbearance. and Navy furniture, quartermaster, signal and medical 
Their output is now being channeled by government corps equipment, etc. With Victory, plenty of Northern 
purchasing agencies into all sorts of war needs—Army woods will again be available for all regular uses. 
and Navy aircraft, fighting and merchant ships, shoe ORD 


ER *Roddis Lumber & Veneer Co. . Marshfield & Park Falls, Wis. 


Q Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Brch, Flg. Hdwd. Ven’r’d Doors, Plywd. Mod. Dry Kiln facil. 


‘Robbins Flooring Company . . . . . Rhinelander, Wis. FR 


Newberry, Mich.—Maple, Birch, Beech, Oak, Strip Flooring: 
Block, unit, single slat, parquetry: Heavy Duty Flooring. Th 


Northern Hardwoods, Hemlock, White Pine. Sales Office—CHICAGO—135 So. La Salle St., Hardwood Lumber. 
Modern Dry Kiln facilities. R i 


‘Lake Superior Lumber Corp. . . . . Ontonagon, Mich. LF ast “Copeland Lumber Co. . . . Ontonagon & Atlantic, Mich. 
f 


Dimension. Dry Kilns and Planer 


0 
‘Holt Hardwood Co. 2. 2... . . . Oconto, Wis. UcEn. °C. M. Christiansen Co. . . . . . . . . Phelps, Wis. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Bl An outstanding Wisconsin lumber manufacturer—Hardwood, 
Herringbone, Parquetry types; all types eave Duty Floorkeg. White Pine, Hemlock and Cedar Products. 

























Cadilac-Soo Lumber Co. (Mili S4ite'*) grasa Rapides Mic 


Northern Hardwoods. Hard Maple a Specialty. Hemlock, White Pine. 
Modern Dry Kilns. Facilities for Surfacing, Resawing, ete. 


Wm. Bonifas Lumber C0. (jrarcti!®-*tricn,) Sates, Neenah, Wis. 


Northern Hardwoods, White Pine, Cedar Products, Shingles, 
Squares, Lath, Modern Dry Kilns. Expert Millwork. ~ 


Agr: . a 2 

Michigan Pole & Tie Co.,(Milts: ,Newberry |.) Newherry, Mich 

; Sathore Hardwood Lumber, Old Faithful Hemlock, Northern 
te Cedar Poles, Posts, Shingles, Piling, Soft & Hardwood Ties.’ 


Underwood Veneer Co.,... =. . . . Bessemer, Mich. 
Northern Hardwoods, Hemlock, W. Pine at Bessemer, Mich. 


WIS-MICH Veneers and Panels at Wausau, Wis. 
Fey IX Land Co. rere is.) ice Marshfield, WISE 7 hy "Z01¢))m Goodman Lumber Company .. . . , . Goodman, Wis. 


.D. & A. D. Hardwoods Heml W. Pin ; 
Posts, fat » Hemlock, W. e—Cedar Shingles, Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
sts, Poles—Laona Rock Maple & Birch Flg.—Dimension stock. FL 0 0 RIN CG wood Dimension. Planing mill. Dry kilns. Rotary cut veneers. 


"Rib Lake Lumber Co. . 2... . Rib Lake, Wis 


Northern Hemlock, White Pine, Kiln-Dried Hardwoods, Lath, 
Shingles, Cedar Posts and Poles. 


Bay De Noquet Company ....... . Nahma, Mich. | 


Sales Office, 817 Railway Exchange, Chicago — White Pine. 
Hemlock, Hardwocd Lumber—Shingles. Cedar Products, Lath. 


"Thunder Lake LumberCo. . . . . Rhinelander, W 


Air- and Kiln-Dried N 
M ri orthern Hard and Soft W 
Mills—Rhinelander and Seue Spur, Wis. _ 


Edward Hines Lumber Co. . . . . . Park Falls, Wis. 


Kiln or Air Dried Maple, Birch, Elm and other Northern Hard- 
woods; White Pine, Spruce and Hemlock. 


tMember Maple Flooring Mfrs. Assn. 


ee 


*Member Northern Hemlock & Hardwood Mirs. Assn. 
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BRIXMENT=-the 
Leading Masonry Cement 


@ For twenty-five years, Brixment has been 





recognized as the dest masonry cement on the 


market. Government statistics show that it is 


Red stars indicate-the 
two mills at which Bri 

brand. It is universally considered the standard | © €,) = ae ment is made—the 
' 4 ¥, black dots indicate the 

for all masonry cements. mie of lr amt 
>? companies which stock 
During recent years, of course, a number of \ ~ eg 1, Brixment for shipmest 
hae ry in mixed cars with their 

somewhat similar products have been brought a cum portland oom 


by far the largest-selling and most widely-used 


Out in an attempt to compete with Brixment. 
But none of them can use the same raw 
materials and the exclusive Brixment process. 
Therefore, no other masonry cement combines 
to such a high degree the same plasticity, 
strength, bond, water retention, and freedom 





from efflorescence. It is this combination of ‘i 








d h k i 
advantages that makes Brixment superior to LOUISVILLE CEMENT COMPANY, Incorpo 


General Offices: Louisville 2, Kentucky 
mixture of portland cement and lime. Cement Manufacturers Since 1830 


other masonry cements, and especially to any 





